Industrial 
— Distribution 


Ne 


» 











distribution 





@ With one set of dies the fully ad- 
justable 41-E Geared Threader threads 212, 
3, 34% and 4-inch pipe, no dies to become 


lost or mislaid. Cuts oversize, undersize, standard taper 


pipe or straight conduit threads—without changing dies. 


1. Fully enclosed gears packed in graphite 
grease, protect important parts. 


. Gear case is made of tough semi-steel. 
Rugged in construction—low in upkeep 
cost. 


. Driving pinion’s lower end rides in a 
bronze bushing — greater strength— 
smoother performance. 


. For 35 years the most dependable 2’ 
to 4” threader made. 


BEAVER PIPE CUTTER, No. 104—2'2 to 4”—Auto- 
matic knife pipe cutter, for use either as a hand-operated 
or a power-driven tool. No loose parts. Fully enclosed. 
Only cutting head revolves, driving pinion remains 
stationary. Cuts pipe square without burrs. Rugged 


construction, economical operation. 


Why not see to it that your salesmen know these 


facts. They can thus render more helpful service to 


E BR 
—_ 


216-300 DANA AVENUE WARREN, OHIO, U. S. A. 


your trade. 


BEAVER 104 PIPE CUTTER 
Range 2-1/2 to 4” 
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Selling in a Sellers’ Market—An editorial 
Customers Must Be Sold Lower Costs—WMaterials handling systems are one way 
Trace Reasons for Lost Orders—‘“Lost sale report card” does the trick 
Can You Help Your Customers? —Here are some of the ground rules & sources of information... . 
Sell Conservation of Rubber—These tips will prolong the life of rubber goods 
Low Cost Stock Control —Minimum cost & daily tabulation of short supplies are main features 
Distribution in Today’s Economy - -How to save time, material and-manpower , 
Distribution and Production Go Hand-in-Hand 
a eclies Mictan M  ay a reg bg -%. 6 5p waNGhn ode +S & + 0%. 3. & & 9 odeper ele a ae aen 
Distributors Operate Efficiently 
Distributor Products—All Defense Plants Need Them 


Salesmen At Work: Defense Plant Aided 


Delivery from Stock 
Distributors Operate As Team to Aid Industry 


Time Saved for Defense Work 


Distributors Supply Key to Saving 


As Others See The Distributor 


, ey ee ee 


Washington Report : 7 The Outlook for Business. . . . In the News. 








Talk of the Trade Door Openers to Sales we Questions & Answers 


Supply Sales Trends........... 90 3 =News antler ait arteries New Products . . 





COMING IN INDUSTRIAL DISTRIBUTION NEXT MONTH 


*s 


“If someone had only told MOS « « *s vou want the answers to the problem ot how to suc 
y ceed, it’s good policy to seek the advice of someone 
who’s been through the mill and knows the answers 
We've found a distributor who knows the answers 
ind is willing to share them with you. Look for his 
article next month. 


How many times have you said that? Well, we can’t 
give you a crystal ball so that you'll never have to say 
it again, but we can and will do the next best thing 
give you an accurate appraisal of events that have 
happened and are likely to occur in future months 
Yes, we're talking about an annual “outlook” report, Got an Idea? 
a report now being prepared by McGraw-Hill’s Eco 
nomics Department and designed specifically for the 
industrial supply field. It'll be in the December issue 


As a salesman, ideas probably are a dime-a-dozen 
with you. The next question, obviously, is what do 
you do with your ideas? Whether you’ve got a good 
answer for that or not, you'll want to read about a 
salesman’s good idea: He sells ideas and lets th 
Success breeds success, so they say. Therefore, if customers buy products. Good, eh! 


The Voice of Experience 








HOLO-KROME 
Comoletily (old Frrged 
Socket 





PIPE PLUGS | 


UNIFORM SOCKET DEPTH — True hex 
shape, clean taperless walls, eliminates socket 


deformation under high wrenching torque. 


CLOSER TOLERANCES — Held to one-half turn, 
plus or minus, on finest ring gages. 

ACCURATE THREADS — Checked for lead, 

pitch — Clean and sharp — Held to 

standard specifications. 

GREATER STRENGTH — Completely cold forged 
of special analysis alloy steel and scientifically heat 
treated. Also available in metals other than 

standard alloy, 


® Holo-Krome Authorized Industrial Distributors 
know the value of H-K quality and the H-K 


100% Distributor Sales Policy. Are you among them? 


HOLO-KROME 
Se ee 
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LINK-BELT 
DEVOTED TO 

DISTRIBUTOR KNOWLEDGE 

OF LINK-BELT PRODUCTS 


hat’s in a NAME? 
ng, trouble-free life 
Davi stamina, 
6 ideal design 
N... appearance, 
«K nice to look at 
BNXeen craftsmanship 


\ 
} 
est all-’round 


a performance 
X Bbscien operation 


ow over-all cost 


( I ime-tested 


The foregoing acrostic generally sums up 
the important features of all Link-Belt 
products. Salesmen using these features 
as selling points need not talk with 
““tongue-in-cheek,"’ for they can be sure 
their remarks are backed up by a concern 
which has been successfully (and succes- 
sively) serving industry for three-quarters 
of a century. 


Two New Folders Describe 
L-B Ball and Roller 
Bearing Pillow Blocks 


Thousands of users of ball and roller bear- 
ings are receiving a liberal education on 
the complete Link-Belt line through these 
two new 4-page folders, designed espe- 
cially for distributor distribution. Large 
cut-away views on the center spread of 
each folder show the outstanding features 
of these popular bearings. 


LINK-BELT COMPANY 


SCREEN TEST! 


Both JoAnn and the porcelain poster she 
is holding have successfully passed our 
“screen test.'’ Making ‘‘movies'’ is not 
our business, but helping distributors 
MOVE products from their stockrooms to 
the scene of actual usage is. Posters like 
the above, product displays, direct mail 
literature, catalogs, and a giant national 
tradepaper advertising campaign all HELP 
IN SELLING LINK-BELT . . . increase dis- 
tributors’ ‘box-office receipts."’ 


Divided Rollers Add to 
Flexibility of "'RC” 
Roller Chain Couplings 


DIVIDED ROLLERS 


The fellow who thought up the idea of 
making a shaft coupling by simply com- 
bining a strand of roller chain with a pair 
of sprocket halves certainly deserves a 
pat on the back. And so does the gent 
who added the thought of the divided 
rollers, which definitely add to the flexi- 
bility of these couplings. 

Link-Belt ‘‘RC’’ Flexible Couplings have 
this exclusive feature —and that's one of 
the big reasons why they stay at the head 
of the installation parade. 

They are available in a wide range of 
bore sizes. Link-Belt also makes a com- 
plete line of rigid couplings as well as 





Chicago 9%, ‘Indianapolis 6, Philadelphia 4( 
* Toronto 8, Johannesburg 


other flexible types. 


Atlanta, Housto 


Link-Belt Screw Conveyor 
Moves Bulk Materials 
Efficiently and Positively 


Industry after industry is installing Link- 
Belt Screw Conveyors for moving bulk ma- 
terials from where they are to where they 
are wanted. Reports from users indicate 
that these conveyors are ideal because of 
their: 


M Cc “ ‘ 
COMPACTNESS __ they require only lit- 


tle more space than that occupied by the 
material itself. 


EASY INSTALLATION . 
—only simple sup- 


ports are used. 


VERSATILIT . P 
. ’ —can be operated in hori- 


zontal, inclined or vertical positions —are 
used as feeders to limit and control flow 
of material — can be used as mixers and 
agitators. They are truly adaptable to a 
wide field of application. 

Another important feature is that they 
can be effectively sealed against emission 
of dust or fumes from within as well as 
entrance of dirt or moisture from without. 

Though mild steel is regularly used for 
the conveyor screws, they can be made 
of stainless steel, aluminum, Monel metal, 
bronze, copper and other special alloys 
developed to resist corrosion, abrasion or 
heat. 

Books A-1047A and A-1057A contain 
pertinent data on Screw Conveyor and Ac- 
cessories —just another one of the profit- 
able distributor stock items made by 





Link-Belt. 


12,185 
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5900 MAURICE AVENUE - 


The Ohio Electric Mfg. Co. also makes lifting magnets 
and controllers, small motors, nail making machines. 


UGGED, powerful, compact— 
the mew Bob-Cat Hoist is the 
streamlined mighty midget that 
increases your customer's plant effi- 
ciency .. . increases your customer's 
satisfaction ... increases your sales. 
Designed for busy plants where 
space is at a premium and top per- 
formance an absolute necessity, the 
Bob-Cat weighs substantially less, 
size for size, than other high-grade 
hoists. It is built to handle loads 
from 2 to 5 tons... built to give 
extra years of trouble-free service. 
You can fortify your sales talk 
with facts when you sell the new 
line of low-cost Bob-Cat Hoists. 
Write for information today. 4s 


THE OHIO ELECTRIC MFG. CO. 


Chester Bland, President 


INDUSTRIAL DISTRIBUTION 


CLEVELAND, OHIO 


6 to 1 factor of safety 


High-torque Ohio Motor enclosed 
in cable drum 


Epicyclic gear reduction 
Weston-type load brakes 
Solenoid motor brake 
Push-button or rope control 
Lug, hook or trolley suspension 
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The Cover 


The industrial supply field (as well 
as coming events) casts a very im- 
pressive shadow. The industry, num- 
bering some 1,958 supply houses, 
blankets the area from Pacific to At- 
lantic and northernmost to southern- 
most points. So, Mr. Distributor, it’s 
pretty vital for you to let the world 
know your role in “Distribution in 
Today’s Economy”. And we hope 
the special section beginning on 
page 73 will help you to do just 
that. 





Publisher 

A. M. Morris 
Walter F. Crowder 
Raymond W. Barnett 
John A. Wertis 
John F. Farley 
Albert R. Henry, Jr. 
Leugel Foss 
C. H. Holdsworth 


Editor 
Managing Editor 
Associate Editor 
News Editor 
Assistant Editor 
Layout Editor 
Directory Editor 
13th Edition 

Washington Bureau 

George B. Bryant, Jr. 
Editor, World News Russell F. Anderson 


District Managers: E. N. Grantvedt, Chi- 
cago; E. J. McOsker, Cleveland; H. E. 
Thayer, New York and Boston; John P. 
Ora, New York and Philadelphia; John 
W. Otterson, San Franciseo; Carl W. 
Dysinger, Los Angeles; J. H. Allen, Dal- 
las. Business Manager, W. A. West. 





A McGRAW-HILL PUBLICATION 


INDUSTRIAL DISTRIBUTION, formerly MaL suPPLies, with 
which is consolidated INDUSTRIAL SELLING, INDUSTRIAL 
DISTRIBUTOR AND SALESMAN, and MILL SUPPLY SALESMAN, 
founded by Ernest H. Smith * Published monthly, 
with an additional directory number in December, 
by McGraw-Hill Publishing Company, Inc., James 
H. McGraw (1860-1948), Founder * Publication 
Office 99-129 North Broadway, Albany 1, N. Y. * 
Editorial and Executive Offices, 330 West 42nd St., 
New York * Curtis W. McGraw, President; 
Willard T. Chevalier, Executive Vice-President; 
Joseph A. Gerardi, Vice-President and Treasurer; 
John J. Cooke, Secretary; Paul Montgomery, Senior 
Vice-President, Publications Division; Ralph B 
Smith, Editorial Direetor; Nelson Bond, Vice- 
President and Director of Advertising; J. E. Black- 
burn, Jr., Vice-President and Director of Circula- 
tion * Address correspondence regarding subscrip- 
tions to J. E. Blackburn, Jr., Director of Circulation, 
INDUSTRIAL DISTRIBUTION, 99-129 N. Broadway, Albany 
1, N. Y., or 330 West 42nd St., New York 18. Sub- 
seription rates—Single copy 50¢. U. S. and posses- 
sions, $3.00 per year, $4.00 for two years, $5.00 for 
three years. Canada, $5.00 per year, $8.00 for two 
years, $10.00 for three years. Pan American 
countries, $6.00 per year, $12.00 for three years. All 
other countries, $15.00 per year, $30.00 for three 
years * Reentered as second-class matter April 29, 
1948 at Post Office, Albany, N. Y., U.S.A., ander 
the Act of March 3, 1879 ¢ Printed in U.S.A. 
Copyright 1950 by McGraw-Hill Publishing Co. 
All Rights Reserved. 





The Round trademark will boost your sales: 





Reel Sales- 
man holds 4 


Complete line eee me reels (or equiv- 


alent in % or 
Ya reels) of 


Recognized top quality... SEER populer smal 


sizes of weld- 


Strong sales support eee ees 


less chains. 

The ROUND trademark means more chain 
volume for YOU . . . more customers, steady 
repeat business, greater customer satisfaction 
and higher profits. 

You profit because your customers can meet 
all their chain needs from one single source — 
you! ROUND makes chain of every type . . . aie aaean yas 

f Vv ntin or 
Proof Coil, Brass Safety, Double Jack.. a Vy reels). Welded Proof or 
hundred other kinds from small links used in BBB Coil chain is stocked in 
precision instruments to massive anchor chain. 4 storage bins in base. 


ROUND has stood for top quality in chain 
since 1869. Your customers know and trust the 
ROUND name. 

Six large plants with warehouses in principal 
cities guarantee that your requirements will be 
filled promptly and efficiently. 

Continuous ROUND trade and national ad- = = 
vertising, modern packaging, a full assortment Liberty Coil—Twist Link 
of selling aids—plus planned sales promotion 
help you get more orders, faster. — 

Cash in on these ROUND sales advantages: Liberty Coil—Straight Link 
(1) Complete Line (2) ROUND Quality (3) 
Sales Support. They’re real profit boosters! 4.229 














Liberty Machine—Twist Link 


a > > 


Lock Weave or Triumph Pattern 


aS PENETRATE RE LPT: 


ne ae 


Buckeye or Brown Pattern 


J 
CLE VELAND CHA IN 


The Cleveland Chain & Ufz Co. 


Cleveland 5, Ohio 


ROUND Associate Chain Companies 


The Bridgeport Chain & Mfg. Co., Bridgeport, 
Conn. ¢ The Cleveland Chain & Mfg. Co., 
Cleveland, Ohio * Round California Chain 
Co., So. San Francisco and Los Angeles, Cal. 
h . Co. i . 
Kegettes are ideal for store display... boost sales... are : ™ a age talaga lepine ue A 
easy to stock. Each contains one of following quantities of eattle Chain & Mfg. Co., Seattle, Wash. * The 
Proof Coil or BBB Coil Chain (self colored or hot galva- Southern Chain & Mfg. Co., Birmingham, Ala. 
thized): 250 ft., %s"; 150 ft., %"; 100 ft., 4"; 75 ft., %”. ® Woodhouse Chain Works, Trenton, N. J. 
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AMAZING PERFORMANCE SELLS 
THE NEW Es nonce 


SiIDE-SET 





OPENS OR CLOSES TO ANY 
POSITION IN ONE SECOND! 


U_ 8. Patent Nos 
2404680 and 2441683 


RELEASE —Turning han- 
dle counter- 
clockwise puts vise in 


“neutral” for fast slide 


Here’s a new big-profit maker for Distributors, action, in and out. 


because ifs money-saving value to vise users is easily dem- 
onstrated and instantly recognized! 

Amazing performance sells the Dodge Slide-Set vise. 
Demonstrate — install one—and invite comparisons. Your 
customers will standardize on this new fast-acting vise be- 
cause it cuts time and tiring work out of many assembly 
and production operations—speeds production, increases 
efficiency, reduces operator fatigue! 

Dodge provides a light weight demonstrator which 
makes it easy to carry the sales-making story of the Dodge 
Slide-Set vise right into the prospect's office or shop. Actual 
vise has all the power and ruggedness of a conventional 
type—it weighs 58 pounds! 

Backed by a strong advertising campaign. Easy to han- 
dle, easy to stock, Dodge Slide-Set is built in one size—4 
inches—to meet the majority of the market demand for a 
heavy duty machinist’s bench vise. Each vise is supplied 
in an attractive individual package. 

DODGE MANUFACTURING CORPORATION, 500 Union St., Mishawaka, Indiana 


CLOS —a push closes 
jaws on work (or 
a pull opens). No time- 


wasting, tiring spinning 
of the handle. 


LOCK — Turning handle 
clockwise applies 
full pressure as in a con- 
ventional vise. 


CALL A TRANSMISSIONEER 
Your local Dodge Distributor can tell 
you about the new Slide-Set Vise as 
well as give you news of the latest 
Dodge developments in power trans- 
mission machinery. 


of Mishawaka, Ind. 
in POWER TRANSMISSION MACHINERY 
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Priorities Are Here Again, But... 





Mills To Share 
Rated Order Load 
On Steel Products 


Some idea of what portion of 
the steel output will be available 
to civilian goods production was 
indicated in NPA OrderM-1 of Oct. 
12, which was designed to spread 
the rated orders among steel pro- 
ducers equitably and make for more 
economic scheduling. The order 
sets specific rules for the placing, 
accepting and scheduling of orders 
for various steel products. It pro- 
vides for: 

1. ‘‘Lead time’’ in mill schedu- 
ling by permitting producers to 
reject rated orders received less 
than 45 days before the first day 
of the month in which shipment 
was requested, 

2. A.ceiling for acceptance of 
priority orders, based on product 
and total tonnage. No producer 
has to accept ‘‘DO’’ orders for 
shipment in any one month in 
excess of specified percentages 
of his average monthly shipments 
during the first eight months of 
the year as follows: carbon semi- 
finished steel, carbon and alloy 
sheets and strip, carbon pipe, tin 
mill products, rail and _ track 
accessories, carbon wire rods, 
wire and wire products -- 5 percent; 
carbon hot rolled and cold finished 
bars and carbon tubing-- 10 per- 
cent; carbon and alloy plates and 
structural shapes and piling, and 
alloy cold finished bars— 15 per- 
cent; alloy-finished steel and hot 
rolled bars, alloy tubing, alloy 
wire rods and wire— 25 percent. No 
producer need accept rated orders 
for a total tonnage in excess of 
15 percent (carbon steel) and 25 
percent (alloy steel) of scheduled 
ingot production in any months. 


... don't expect any rush of rated orders 
as most will be for end-use products 


Priorities will be showing up on industrial distributors’ order desks 
again but not in any great quantities at present. The National Production 
Authority’s Regulation 2, issued Oct. 3, established a simple, broad 
priorities system by which defense orders get preference in goods and 





The Draft Picture 


Employees over 35 will not be 
drafted. Those 26 to 35 will not be 
drafted soon. Those 19 to 25 will 
be drafted in the next year. 

Regulations exempting young 
men with dependents will be lifted. 
Congress will be asked to lift the 
exemption for World War II veterans. 
Few draft prospects are getting 
occupational deferments. 








Wage-Price Unit 


Now Needs Staff 


Dr. Alan Valentine, former pres- 
ident of the University of Roches- 
ter, was picked by President 
Truman to head the Economic 
Stabilization Agency which will 
handle wage and price controls, 
when and if. Lack of a staff and 
difference of opinion within the 
Administration as to the need of 
controls will delay and action. 

Dr. Valentine is a Republican 
since 1940 when he headed the 
National Democrats for Willkie. He 
has long been a director of several 
companies, including Bausch & 
Lomb Optical Co., The Freeport 
Sulphur Co., Buffalo, Rochester & 
Pittsburgh Railway and the Secur- 
ity Trust Co. of Rochester. He has 
been active in the Rochester 
Chamberof Commerce and a trustee 
of the Committee for Economic 
Development since 1946. 

As chief of the Netherlands 
Mission for ECO in 1948, Dr. 
Valentine won recognition as a 
government administrator. 





services. All products handled by 
industrial distributors are involved 
more or less, but due to the re- 
strictions on applying ratings, there 
won’t be any mish of such orders 
as far as industrial suppliers are 
concemed. 

Briefly, Regulation 2 created 
a single rating band without 
degrees of preference. First come, 
first served will rule in most 
cases. Ratings will be issued by 
the Defense, Atomic Energy units 
and the NPA, so far the only ones 
authorized. 

The assignment of ‘‘Defense 
Order’ or ‘‘DO’’ rating means 
such orders must be accepted and 
filled, except under special cir- 
cumstances. Further, a _ rated 
order applies not only to the prime 
contractor but is extendable to 
suppliers of materials, products 
and components used in the end 
item. Distributors who accept and 
fill rated orders are assured of 
inventory replacement. 

As far as the basic rules of the 
new priorities system are con- 
cemed, industrial distributors will 
be concerned mostly with (1) con- 
ditions under which a customer 
can apply a ‘‘DO”’ rating to obtain 
a distributor’s products; (2) method 
of accepting and handling rated 
orders; (3) when rated orders can 
be rejected; (4) how to extend rat- 
ings; (5) keeping records. 

When An Order Rates: When a 
distributor’s customer receives a 
rated order to make a defense item, 
he can apply the rating only for 
those products or materials which 


(Continued on page 10) 
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Bevel joif? to any angle up to 45 ve P —- 
easily, acgurately, and safely. 
Specifications 
Cutting capacity — Width 8” 
Depth 
Rabbeting capacity—Width.. 8” 
Depth. 2” 
Table width 9%," 
Front table length 30” 
Rear table length 30° 
Table surface — 

Overall. 934" widex 60” long 
Table working height 341%" 
Table ways "V" type 
Rabbeting Arm 4” wide x 

11%" long 
Fence 4” high x 34” long 

Accurate edge jointing is simple on ? | | Fence tilts right and left 
long table, with 34° fence 45 
iy / i Number of «knives in cutterhead 
4 HSS. 
Cutting circle 3” dia 
Cutterhead speed 4100 rpm, 
16,400 cuts per min. Cutter- 
head runs in sealed, lubricated- 
for-life ball bearings 
V-Belt Oo... 
Arbor pulley 2%” O. D. 
Motor pulley 5%” O. D. 
Overall dimensions....24%4" wide 
39” high 
60%" long 
Shipping weight 540 Ibs. 








_ sn rap aon rendirnne ope * DELTA *« MULTIPLEX « HOMECRAFT * CRESCENT x 


ee ee ee sais Sold only through authorized industrial distributors 


Big Table — 60" long, 9%4 wide. 34 -long fence Faster, Smoother Cut—4-knife head, 16,400 cuts per min. Practical Cutterhegd Guard — compact swing-ovt type. 








(Left) Safety Switch Lock—can be locked, 
reduces accidents. 
(Center) Accurate Rabbet Cuts — up to 2” 


D 





OMEN 3. 


moot all 
iste 


_ for added sales and profits on the complete 


Delta Duality Line 


Here’s still another fine Delta machine added to 
the line that is already the most complete in the 
industry — and the top money-maker for any 
distributor who really gets behind it. 


It’s the new Delta Crescent 8" Jointer! And 
like every other Delta machine it is designed with 
extra capacity, extra quality — extra features 
that make it easier to sell because it’s a better buy 


ality features 


are 


¢ 4-knife cutterhead mounted in sealed, lubricated-for- 
life ball bearings. 


d Big cast-iron fence 4” high by 34” long — very rigid, 
helps make accurate jointing easy. 


dv Working surface of fence is finish-ground. 


¢ Rigid cast-iron stand, totally encloses motor, belt, 
and pulleys. 


dv Chip chute facilitates controlled collection of chips 
— easily attached to shop dust-collecting system. 


Any distributor who has the Delta 


franchise can make Delta his number- 
one profit line — it's the most com- 
plete line in the industry, the only line 
with complete accessories for every 
machine. 


- lethe ....2 
thick 


and 8” wide, quickly and easily. 


(Right) Raise and Lower Tables — rear or front up 


9 


to 2 
ae 
4 


, with convenient hand wheel. 


“sy 


53 Machines 


246 Models 
over 1300 Accessories 


Plus a complete line of 14 Homecraft® machines 
— plus 5 Grinders... 3 Welders . . 
+ « «2 Abrasive Finishing Machines . . 
Saw-Jointer Combinations . . 


for your customers any way they look at it. 


Study its extra-value features. Be sure y 
have an adequate stock . . . display it pro 
nently on your sales floor . . . have every m 
tell every prospect about it. Get behind th 
fine new Delta machine — you're sure to boo 
volume and profits on your leading line high 
than ever! 


that sell! 


¢ Tables are finish-ground after assembly on base, © 
insure accurate alignment and work. 


dg Tables mounted on adequately long, inclined ways. 
positively located and held true with a “V" way. 


dv Motor mounted in base on plate with 1 


range @ 
adjustment for belt tension. 





v¥ Motor mounting-plate slotted to take NEMA fra 
or Delta 8,” frame motors. 1 or 1, HP motor used. 


d¢ Rear panel of stand removable for easy access t 
motor and other working parts. 


twin: 


3 Band 6 Circular Scroll 17 Drill 


Sows Saws Saw oulagone Presses 


. 2 Shopers .. . 4 Radial-Arm Saws . 
. 3 Cut-Off Machines. . . 
- 2 Planers . . 


. Mortiser 
Deburring Machine 
. 2 Buffing Machines 








ROUTER ATTACHMENT KIT 





FLEXIBLE 
SHAFT KIT 


$13.00 


ROUTER BITS 


Ve’, 3/16" and ‘4° Dumore 


piroight Suter bits sygilable 











Slightly higher 
west of Rockies 


The new | 16 HP, 19,000 
RPM Dumore Router gives you 
the ideal utility tool for your 
carpenter, cabinetmaker, builder 
and home-workshop customers. 
Powerful, yet light weight and 
compact, it will handle work 
that bigger routers can’t reach, 
and it stows away in a tool box 


for easy job-to-job carrying. 


You'll like this new tool — the 
sales it gives you — its trouble- 
free Dumore construction — the 
extra cutter business it brings. Put 


it on display and watch it move! 


The DUMORE COMPANY 


1300 17th St., RACINE, WIS. 
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(Continued from page 7) 


will actually go into the defense 
item itself. For instance, if he is 
making a tank, he would need 
bearings, threaded products, ‘power 
transmission items, pipe, fittings 
and gages to go into it. He could 
obtain these items from a distribu- 
tor on a rated order and the dis- 
tributor would have to accept it. 

However, if the same customer 
did not intend to use those items 
in the tank, but needed them for 
some other purpose around the 
plant, he could not apply the 
rating. The regulation is specific 
on that point. Contractors with 
rated orders cannot apply the same 
rating ‘‘to get machine tools or 
other items which he (the contrac- 
tor) will carry as capital equip- 
ment, or to get maintenance, repair 
or operating supplies. ”’ 

Items for such use must be 
obtained without priorities assis- 
tance. Strict control over plant 
expansion is behind this. The 
object is to make it tough for 
sharp operators to pick up defense 
orders and then claim priorities 
assistance for materials and tools 
to convert existing plants or to 
build new ones. 

While contractors with rated 
orders cannot extend the same 
ratings for machine tools or main- 
tenance, repair or operating sup- 
plies, this does not mean that 
‘‘DO”’ ratings will not be issued 
for such purposes. The assistance 
will be available, but under a 
separate ‘‘DO”’ rating. 


SEQUENCE 


These ratings won’t be easy to 
get. The manufacturer in the need 
of assistance must apply to the 
issuing procurement officer for 
another rating, supplementary to 
the one he already has. The pro- 
curement officer can’t dole these 
out with a free hand because he is 
limited by a dollar volume ceiling. 


(Continued on page 14) 





IT NEVER PAYS 
TO BUCK 
A TREND 


KNOW YOUR 
LUNKENHEIMER 


Steel .me- 





and protect your over-all business 


It is easy to sell Lunkenheimer steel valves. You don’t 
have to be a specialist. There are only three factors 
to consider — pressure, type, and trim. 

All three are important, and they are easy to learn and 
to work with. Just check them over carefully .. . refer 
to the Lunkenheimer Guide . . . write the figure num- 
ber on your order. If any highly specialized service is 
involved, include the details with your order, and 
Lunkenheimer engineers will handle the problem 
for you. 





What can be simpler? You select the kind of valve 
required, in the pressure-class for the service you're 
considering. Then check the trim; you have the data 
at hand. If you’re in doubt, call your local Lunken- 
heimer representative — he'll be glad to help you. 
In today’s growing market for cast steel valves, it is 
wise to protect all of your business by getting your full 
percentage of steel valve sales. 

You have the world’s finest cast steel valve line. It is 
easy to learn . . . easy to sell. Stay with the trend. 
The Lunkenheimer Co., Box 360U, Cincinnati 14,Ohio. 


STEEL © IRON © BRONZE 
LW WN ENHEIMER 
THE ONE RCO NAME IN VALVES 


A 
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NEWS FROM UTICA 


Pioneering and improvements it will pay you to know about 


PLIERS WITH BUILT-IN 
LUBRICATION .. 


Sones The finest pliers—the 
LUBRING line—have a ring 
of oil-impregnated porous 
iron floating in the joint. 
The ring slowly feeds lu- 
brication and assures 
smooth action, long life. 
Standard equipment for 


CL otitedulite several top utilities, 


i Geet ? ; 
LS eo” gi ¢ ae Op A 
Se eaten = 


WRENCHES THAT LAST TEN 
TIMES AS LONG.. 


electronically hardened 
jaw surfaces. Resist burr- 
ing and nicking. Last up 
to 10 times as long. Their 
thin pattern was designed 
to reach the hard-to-get-at 


ross section places—with plenty of 
shows hardening 





strength! 





a6 0m 


RE ee 


ae 
ae 
trative 


ve Sie 


NEW SAFETY AND COMFORT 
IN SPECIAL HANDLES 


Heavy rubber vulcanized 
handles for insulation — 
slip-on plastic handles 
that are non-burning, non- 
explosive—dipped plastic 
handles for comfort—han- 
dle springs for ease in use. 
For almost all UTICA 


tools. 











80 TOOLS ..151 SIZES. 
THE RIGHT TOOL FOR YOUR NEED 





You get exactly what you 
want from UTICA! A full 
line of pliers and adjust- 
able wrenches. Every tool 
checked in every step of 
manufacture, and tested. 


For long-run economy in 








your production line. 


Utica Drop Forge & Tool Corporation, Utica 4, N. Y. 


BETTER PLIERS FOR EVERY PURPOSE 
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ASARCON 773 BRONZE BARS 
... ANY LENGTH YOU NEED 


When you buy Asarcon 773 you get the finest SAE 660 
Bronze ...cut precisely to your requirements. 

You buy and handle fewer pounds of metal . . . pay only 
for the material you use. It is no longer necessary to include 
allowances for metal rejects. 

Asarcon 773 Continuous-Cast Bronze is stocked in 216 
standard sizes in 105” lengths... round or symmetrically 
shaped bars and tubes, special alloys, and longer lengths can 
be made to order. 





Your Asarco Distributor can show you how to improve 


your products and reduce your costs by using Continuous- 
Cast Bronze. 


Free catalog giving useful data on ASARCO Continuous-Cast Bronze 
Long Rods, Tubes and Shapes. 

Learn how you can use Continuous-Cast products to slash your costs 
by cutting waste and improving machinability ... how you can get a 
better product by using materials with physical 
properties unobtainable in conventionally fabricated 
stock. Learn how you can always “buy any length 
you need”. 

The catalog includes a char* of physical properties 

a tavulation of impact values... photomicro 
graphs... endurance limits .. . table of standard 
ASARCON alloys shapes and sizes available 
... tube weights... table of stock sizes and weights 

Fill out and mail the coupon NOW. 


eh ANAL CPOE IS EOP TOL TBE IOI 


sstarcan eanine +96 fpommree comesas 


aie American Smelting and Refining Company 
Perth Amboy Plant, Barber, New Jersey 








Please send me a free copy of the new 12-page catalog 


“ASARCO Continuous-Cast Copper Alloys.” 


Name Title 


West Coast Sales Agent 
KINGWELL BROS. LTD., 444 Natoma Street, San Francisco, Calif Company 


American Smelting and Refining Company 


Perth Amboy Plant, Barber, New Jersey 
OFFICES: Barber, New Jersey C 
Whiting, Indiana me 


Address 
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A VINCENT DRESSER 





THAT MEANS 
MORE SALES 
FOR YOU... 


Siok the 


There is a style and size of Vincent Dresser 
for every job. This means that on every appli- 
cation, by using the right dresser, your custo- 
mers will get maximum satisfaction. It also 
means that no matter what your customer's 
needs, you have just the dresser to sell him. 


There is a bonus of several extra dressings 
from every Vincent Dresser Cutter, too. Made 
of special steel and heat treated to exact 
hardness, these cutters stand up on the 
toughest applications. 


Stock the entire line of Vincent Dressers 
and Cutters for immediate delivery to your 
customers . . . and for sure repeat sales. 


] 


WASHINGTON REPORT 





(Continued from page 10) 


Each rating carries with it a pur- 
chasing limit-that is, how much 
anybody can buy of tools and 
supplies with the rating. 


ACCEPTING ORDERS 


Accepting Rated Orders: The 
distributor should know how rated 
orders are identified and certified 
because he must follow the same 
procedure when extending orders 
to replace inventory. It is also up 
to him to see that all rated orders 
he accepts and fills are properly 
certified. 

When a customer applies a 
rating, he must place identifica 
tion, certification and signature on 
the order or a piece of paper at- 
tached to the order. Identification 
of the rating is simply the letters 
“‘DO’’ and the code number (two 
digits) supplied by the issuing 
procurement officer (for example, 


- DO-39, the number denoting the 
program). The certification con- 


sists of the words ‘‘Certified 
under NPA Regulation 2’ and a 
signature. 

Signatures can be in hand- 
writing or some form of facsimile 
signature, such as a rubber stamp. 
But it must be that of a responsi- 
ble individual who has _ been 
authorized to sign for that purpose. 

Rated orders can be placed by 
wire. The identification and cer- 
tification must be set out in full in 
the telegram. It’s OK if the file 
copy of the telegram is signed 
properly. 

On rated orders requiring ship- 
ment within seven days, the sub- 
stance of the certification may be 
verbal or stated orally over the 
telephone. However, the person 
making the statement for the buyer 


must be authorized to make the 
certification. Both customer and 
distributor must make a written 
record saying the certification was 
oral. The record must be signed 


WIUNEC BINA 


: PROCESS COMPANY 
Heat Treaters of Metals—300 Tons Capacity Daily 
Producers of GRINDING WHEEL DRESSERS AND CUTTERS ¢ HSS TOOL BITS 
CONICAL CUTTERS AND HOLDERS * DIAMOND DRESSING TOOLS 
© HIGHWAY SURFACER CUTTERS 





2424 Bellevue Avenue Detroit 7, Michigan (Continued on page 18) 
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THE MINNEAPOLIS LAKERS 
WORLD’S PROFESSIONAL 
BASKETBALL CHAMPIONS 


The greatest team in basketball history, the 
Lakers have surged to three consecutive World’s 
Championships. Their ability to win consistently 
against the toughest competition has made 
them recognized as basketball’s supreme experts. 


LEAVE IT 


YOU'RE A V-BELT EXPERT because you know where Durkee-Atwood Multiple Belts 


are engineered for maximum 
and why V-Belts are used . . . how they’re used . . . and the power transmission efficiency 
and built for long, hard service. 


man who buys them. Iso-dynamic balanced under full 





loads for exact, equal length .. . 
: ise, equal tension. 
Here at Durkee-Atwood we concentrate on making the eee, Serer eee 


finest Multiple and General Duty V-Belts we know how, and 


Durkee-Atwood General Duty 


we're experts in our line, too. But we believe that our V- Belts are designed to keep the 
entire, load-bearing body of the 


Belts should be warehoused and distributed by V-Belt belt under compression. Power 
; is transmitted evenly along the 


experts like you . . . the man out calling on the trade. sidewall for less wear... longer 
belt life. 


Why not get together? If you'd like to hear a proposition 


that makes sense. . . that promises you a new and profitable 1) U R 4 E E 
deal in the V-Belt business . . . drop us a line today. ATWO 0 i) DA 
4 DUCTS us 
pk a 
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How Cutting Oil Cut Out a Sales Problem 


A MANUFACTURER of rock bits and drill 
rods had a problem. Contractors using 
his equipment found that the extreme heat of 
drilling in hard granite, together with rough 
and ragged threads on the drill rod, caused 
welding of the bit to the rod. 


A Keystone Engineer went to work, had little 
trouble spotting the fault. Smoke, spiralling 
building high from the turning and threading 
operation, was a dead giveaway. Examination 
of the rod after working disclosed complete 


absence of oil on the threads. 


Keystone’s Sulpho-Chlorinated No. 101 Cut- 
ting Oil was substituted for the oil in use. 
Results were immediate: There was no sign of 
smoke; threads peeled off smooth and clean, 


and a good protective oil coating remained. 


SPECHEALIZED 


INDUSTRIAL DISTRIBUTION 


e. 


Needless to say, the shop foreman found this 
an eye-opener. 
working conditions with the absence of smoke 


Production increased, and 


were vastly improved. Furthermore, time 
proved that the tools had a 60% longer 
service life. 

Reports such as this are typical of Keystone 
product performance. This high performance 
plus close cooperation between Distributors 
and Field Engineers are a few of the reasons 
why Keystone Specialized 

Lubricants pay off in attrac- 

tive profits. KEYSTONE 

LUBRICATING COM- 

PANY, 2100 Lippincott 

Street, Philadelphia 32, 

Pa., Est. 1884. 


a. @es. O88, 


tCVUBRICANTS 
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...IN THE NEW 


UPJOHN 


PHARMACEUTICAL 
PLANT... 


An installation of 12-inch OIC gate valves 
in the ultra-modern UPJOHN plant at 
Kalamazoo, Michigan. 


1,500 acres of buildings and facilities devoted to one purpose—to 
produce pharmaceuticals with high standards of quality and potency. 
The Ohio Injector Company is proud to have had OIC Valves included 
as part of UPJOHN’s program. 


OIC Valves are precision engineered and precision built for most 





efficient control of flow of air, gases and liquids. OIC engineers will 
help planners and builders select valves best suited for each job— 
precision application help. 

For a free copy of the 1950 OIC Valve Cross-Reference Chart, see 
your local OIC distributor, or write us direct. The Ohio Injector 


Company, Wadsworth, Ohio. 


VALVES 


FORGED AND CAST STEEL- IRON - BRONZE 
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BILLINGS HAS .. 


Established quality line of Wrenches and 
Shop Tools. 


Standard quantity, clearly labeled, distinc- 
tively packaged. 


Sound sales policy of Selected Distributor- 
ships. 


Factory trained representatives work with 
your salesmen. 


National, yes worldwide, consumer accept- 
ance, continually activated. 


“Better buy Billings from Billings Industrial 
Supply Distributors” always a prominent part 
of each advertisement. 


Tie-up with Billings and get what you say 
you want. 


LUNGS 


WRENCHES & SHOP TOOLS 


frome ‘ as 
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(Continued from page 14) 


by the customer in the same way 
as a certification. 


REJECTING ORDER 


Rejecting Rated Orders: There 
are some exceptions to the mle 
that every order bearing a rating 
must be accepted and filled regard- 
less of existing contracts and 
orders. It would be to the distribu. 
tor’s advantage to know these 
exceptions to avoid awkward situ- 
ations, They are: 

1. You must not accept a rated 
order for delivery on a date which 
would interfere with the delivery 
of rated orders already accepted. 

2. If you receive a rated order 
bearing a specific delivery date 
and you cannot expect to be able 
fill it by that time, you must not 
accept it for delivery at that date. 
You must either: (a) reject it and 
say when you can fill it, or (0) 
accept it for delivery on the earl- 
iest date and tell the customer. 
Take your choice, but never reject 
a rated order just because you 
expect to receive others in the 
future. 

3. You don’t have to accept a 
rated order if: (a) the customer is 
unwilling or unable to meet your 
regularly established prices and 
terms of sale or payment. If he 
asks you to quote prices and 
terms, you must unless this would 
require detailed engineering or 
accounting. In that case, you can 
just give him your estimate and 
say it isn’t binding. (b) the order 
is for a service you usually do not 
make or perform and the order can 
be filled by someone else. Or if 
you can’t fill it withoqut substan- 
tially altering or adding to your 
facilities. 

If you do reject a rated order 
and the customer asks (in writing) 
why, you must promptly give your 
reasons in writing also. 


(Continued on page 255) 





Thermoid Ruff-Top Conveyor Belting “Floats” 
Packages On 35-Degree Incline! 


Save your customers’ time — money - 


Thousands of small, rough, irregularly-shaped 
points of soft rubber handle packages or cartons 
with full gripping power ...up or down inclines 
as much as 35 degrees. Light packages “‘float’’ on 
the soft surface that allows the gripping action of 
the belt to take maximum effect. 

Because this belt actually grips the packages, 
greater angles of incline are possible, floor space 
is saved, there is less trouble with packages slip- 
ping and ganging-up, and your customer can avoid 
the trouble and expense of installing cleats. 


There are many opportunities in the industries 


labor. Recommend Thermoid Ruff-Top Belting 


you serve to increase your sales and gain customer 
good will by recommending Thermoid ‘“‘Ruff-Top”’ 
Belting as the answer to many package handling 
problems. Carry a sample as a ‘“door-opener.”’ 


This is one type in Thermoid’s complete line of 
conveyor belting for economical materials han- 
dling. Every Thermoid belt is backed by a con- 
tinuing program of research and product develop- 
ment that assures highest quality and satisfactory 
service. Your Thermoid field representative will 
gladly help you select the most suitable belt to 
meet your customers’ requirements. 





It will pay you to Specify Thermoid 


Thermoid Quality Products: Transmission Belting « F.H.P. and Multiple V-Belts « Conveyor Belting « Elevator 
Belting « Wrapped and Molded Hose * Molded Products « Industrial Brake Linings and Friction Materials. 





Main Offices and Factory * Trenton, N. J., U.S. A. 


Nephi, Utah, U. S. A. 
Industrial Rubber Products + Friction Materials - Oil Field Products 


Thermoid 


Company 


Western Offices and Factory ° 
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WNORTON 


Making better products to make other products better 
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SMES FY | 
STERLING 


MODEL 1000 


SANDER 


ORBITAL MOTION 
Makes It So... 


THE MARKET (it’s a broad one . . .) —builders, woodworkers, 
cabinet makers, painters, metal shops, body workers, boatyards, 
schools, institutions, public buildings. 

And thanks to Orbital Motion, the Speedmatic-Sterling 1000 does a 
perfect job every time—no gouging, no pattern. On wood, sands 
with the grain, against the grain, across the grain. On metal, feather- 
edges a paint patch area without chipping. More, this light, balanced 
machine is a cinch to operate on plane, convex or concave surfaces — 
saves valuable time and labor. 

Backed by industry-wide advertising — useful in a wide variety of 
fields —this item SELLS—and RE-SELLS. Include it in your 
electric tool stock. It’s a money-maker. 


The BALANCED Line 
PORTER-CABLE Machine Co. 


2651 N. Salina St. Syracuse 8, N. Y. 
Manufacturers of SPEEDMATIC and GUILD Electric Tools 


In Canada: Strongridge Ltd., St. Catharines, Ont 
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More heat-sav 


Extreme light weig 
freight and handling cc 


Available in new “nesting 0: 
sized pipe coverings — precision- 
and efficient insulating cement for 


Large semi-cylindrical sections — 
through 18° pipe size 


Carey “Super-Light” is 85% Magnesia in a new, improved, 
better-than-ever form. Made under a new scientific pre- 
cision-sized ‘“‘self-set’’ method, it combines light weight, 
chemical purity, dimensional stability, high compressive 
strength and low thermal conductivity — factors that 
assure superior performance, extra years of dependable 
service. 





Carey “Super-Light”’ 85% Magnesia works wonders right 
from the start. Costs less to apply . . . performs miracles 
as a fuel-saver ... increases plant efficiency. 

Wherever you are, whatever your insulating needs, you’re 
on your way to new economies, new highs in efficiency 
with Carey “Super-Light” 85% Magnesia on your job. 
For more detailed information ‘about this latest insulation 
sensation, write or phone your nearest Carey office, or— 


THE PHILIP CAREY MANUFACTURING COMP 
Cincinnati 15, Ohio 


In Canada: The Philip Carey Company, ltd., 
1557 MacKay Street, Montreal 25, P. Q. 
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7s WEATHERHEAD 





MARK OF 
QUALITY . 


: an re pee 
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for the Most Complete Line of 





Whteneia is a reliable source for 
a complete range of sizes and types of brass and steel fittings for every industrial 
application. The dependability of the complete line has been proved not only by 
extensive laboratory tests but also by actual use in the field. 


Weatherhead fittings are precision machined to S.A.E. Standards. Threads and 
bodies are clean cut for exact fits and all Inverted, S.A.E., Compression, Threaded 
Sleeve and Pipe fittings are made from extruded brass bar stock. The use of ex- 
truded brass bar permits large flat wrench surfaces on elbows and tees . . . offers 
greater strength than castings .. . results in fittings of lighter weight than forgings 
with equal strength . . . porosity is eliminated. 

Weatherhead also offers the 37° flared type stee/ fittings which 

conform to J.I.C. Standards. The straight fittings in this line are 

made from bar stock . . . all elbows and tees are made from 

forgings. 

Copies of the new Weatherhead Industrial Tube and Pipe Fittings Catalog (F-1456) 

will be sent upon written request. This new catalog includes complete engineering 

data and specifications for all Weatherhead tube and pipe fittings. Dimensional 

charts of the 37° flared fittings are also included for engineering layout purposes. 

Write today for your copy. 


Look Ahead With 


Weatherhead 


THE WEATHERHEAD COMPANY, CLEVELAND 8, OHIO 
PLANTS: CLEVELAND, O. - ANGOLA, IND. + COLUMBIA CITY,IND. + ST. THOMAS, ONTARIO, CAN. 


INDUSTRIAL DISTRIBUTION *© NOVEMBER, 1950 





TE” 


Give Your Customers Smoother, 4 


... Sell SIMONDS Metal-Cutting 


Band-Saws! 


No matter what kind of cough cut- 
ting job they're up against, they can’t 
beat these bands for long, trouble-free 
service. Uniform tooth-set and temper 
assure fast,smooth cutting. And longest 
saw-life is assured by special heat- 
treatment of the back of the saw in 
order to prevent stretch, weaving in 
the cut, and cracking of gullets. 

Simonds Metal-Cutting Band Saws 


Branch Offices in Boston, Chicago, 
Los Angeles, San Francisco and Portland, Ore. 
Canadian Factory in Montreal, Que 


are furnished with Standard Tooth 
(regular or wavy set)... and Skip 
Tooth for cutting plastics, wood, alu- 
minum, and other soft materials. All 
widths are now packed in handy 100’ 
containers, and in coils of 300’... or 
welded to exact machine-length. Get 
in touch with the nearest Simonds 
branch office. 


SIMONDS 


SAW AND STEEL CO. 
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We have sacrificed absolutely nothing 
to obtain this light portable hoist... 





(J) Points of Superiority | 


| A Rigger's Hoist—Light in weight, 
compac tn rugged. Built to withstand 
wear and abuse as well as overloads. 
No protruding parts to snag on clothing. 


2 f ul Enclgs d Hois Handwheel, 
loa rake and load wheel protected 
from harmful foreign matter by means 
of heavy steel stampings. 


3 ; Only a screw driver and 
Ac pesipilit i 

a small adjustable wrench are required 

for repairing or dismantling. 


4 Lood Chair—Chain is the heart of any 
chain hoist and we are proud of the 
quality that goes into every link. It is 
made in our own mills, the largest in the 
world, from materials selected and 
processed from billets to finished wire in 
our wire mill, guided by almost a half a 
century of experience with electric weld- 
ing and controlled by engineers and 
metallurgists keenly abreast with the 
latest developments. With SAFETY up- 
permost among our objectives, we have 
developed a product combining max- 
imum wear resistance with ability to 
withstand extreme impact. 


§ in Guideshrouds load sheav 
oad Chain Gyideshrouds load sheave. 
Emetaly A. ~ chain into load wheel 
and protects these parts from falling 
dust and dirt. 


6 Load. Wheet- Ferrous alloy, reversible 
and with accurately formed pockets. A 
= fit to the alloy steel joad wheel 
shaft which is supported on sealed pre- 
cision ball bearings. Reverse when new 
chain is installed and you have a new 


assembly. 

7 Automatic Wick-type Lubricator for load 
chain and load wheel covers the links 
with a fine film of oil which is self- 
replenishing every time a link passes the 
wick. This high pressure oil film in- 
creases the life of the load chain tenfold. 
& Stripper —Fabricated steel. 


Top Hook— Nickel-chrome-molybde- 
num alloy steel, drop-forged and heat- 
treated. Rocks and swivels will open 
before fracturing. 


Jop Cresshead— Alloy steel, drop- 
forged and heat-treated. Rocks in steel 
straps which are projection-welded to 
hoist frames stronger than the hook they 
support. 

11 Hoist Frame—T wo drawn steel sec- 
tions of shock-resistant steel. 

Driving Spindle—Nickel-chrome- 
molybdenum alloy steel. Machine-cut 
teeth. Operates on heavy-duty roller 
bearings. No cantilever loading. 

13 Load Brake— Weston type with uni- 
form composition lining and silent pawl. 
Effective whether hot or cold, wet or 
dusty. 

14 Geor Train—Center planetary sys- 
tem using modified involute stub tooth 
form with all gear teeth generated from 
solid steel blanks. 

Internal Gear— Nickel-chrome-mo- 
lybdenum alloy steel with machine-cut 
teeth. Heat-treated and secured to 
frame by means of projection-welding. 


16 Geors and Pinions— Nickel - chrome- 


WRIGH Po-tne une with tHE Goop NAME” 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 


molybdenum alloy steel with machine- 
cut teeth. Heat-treated and mounted 
on heavy-duty roller bearings. 


97 Gear and Pinion Shofts—Stationarily- 
mounted alloy steel, surface-hardened 
and ground. 


1g Pinion Cage—Ferrous alloy, is a 
spline fit to the load wheel shaft. 


19 Bottom Hook Coupling—Alloy steel, 
forged and heat-treated, permits easy 
replacement of load chain. Load carried 
on ae Sa not on bolt or pin 
stronger than the hook it supports. 


20 Bottom Hook—Nickel-chrome-mo- 
lybdenum alloy steel rocks and swivels. 

rates on a Timken thrust bearing 
which is enclosed in a heavy pressed 
steel cover and lubricated for life. Has 
wide throat opening, will open before 
fracturing. 


Lubricotion—The gear train is en- 
closed in an oil-tight chamber. Those 
parts not lubricated for life are supplied 
from the central oil pool. The hoist 
should operate for years with no atten- 
tion other than the replenishing of the 
oil in the wick oiler. 
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TEAMING UP... to Keep Costs Down 


Tommy Hess, Charlie Griffith, Snits Peebles 
and Luther Bennett are salesmen for J. B. 
Kendall Company, Washington, D. C. They 
sell RB&W fasteners — not as a commodity — 
but as a means toward their customers’ in- 
creased production, lower costs, more profits 
... or to help solve maintenance problems. 

They point out that RB&W fasteners help 
keep up or increase production and turn out 
quality work. Their surfaces are always smooth 
and clean—so they are easy to handle. Their 
dimensions are always accurate, their threads 
sharp, their heads strong—so they speed work 
and reduce rejects. 


Alfred Robbins operates RB&W’s latest wire- 
drawing equipment. He oversees a process that 
is vital to quality, for RB&W draws its own 
wire, using tungsten carbide dies, in order to 
insure closest tolerances for cold-heading. 

By this and other means of controlling raw 
materials, men like Alfred Robbins build 
strength and accuracy into RB&W fasteners 
... qualities which men like these J. B. Kendall 
Company salesmen capitalize upon to sell more 
RB&W products. 

Customers of distributors who wish to be 
sure of getting the greatest fastener value for 
their dollar increasingly ask their distributor 
for RB&W fasteners. 


® BR wee RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 
& Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, lli., Los Angeles, Calif. 
Additional sales offices at: Philadelphia, Detroit, Chicago, Chattanoogo, 


The Complete Oakland. Sales agents at: Portland, Seattle. 


Quality Line 105 Years Making Strong the Distributors That Make America Strong 
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YON 


STEEL EQUIPMENT 


Factories 
OVER | Shops 


| 500 Warehouses 


CATALOGED ee 
ITEMS, FOR Offices 


Institutions 
Homes 


METAL PRODUCTS, INCORPORATED 
General Offices: 1153 Monroe Avenue, Aurora, IIlinois 
Factories: AURORA, ILLINOIS * YORK, PENNSYLVANIA 
Sold Nationally through Factory Branches and Dealers 











A PARTIAL LIST OF LYON PRODUCTS 


ker Racks © Diss y Equipment 


ew k Benches 
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... because PERMITE is 5-Ways Better! 


GIVES GREATER COVERAGE ® HAS BETTER HIDING POWER — GIVES GREATER PROTECTION 
LASTS LONGER ® IS EXCEPTIONALLY RESISTANT TO CORROSION ® SAVES TIME AND LABOR 
COSTS BECAUSE IT COMES READY-MIXED 


USE the items below as a check list for new business now. 
Every one of them needs the 5-way better protection 
afforded by Permite Ready-Mixed Aluminum Paint. 


BOILER ROOMS RADIATORS MACHINERY AND EQUIPMENT 
DAIRIES WATER PIPES TRANSMISSION TOWERS 
MILK BOTTLING PLANTS SHIP EQUIPMENT OUTDOOR STORAGE TANKS 
ROAD MACHINERY AIRCRAFT FOOD PROCESSING PLANTS 
STACKS WALLS COAL MINING EQUIPMENT 
12 TYPES ROOFS COLD STORAGE PLANTS LAUNDRIES 
A Right Type for | BRIDGES HOSPITAL EQUIPMENT TANK CARS 
Every Job! FURNACES FARM IMPLEMENTS HIGHWAY GUARD RAILS 
——— FIRE PLUGS AND LAMP POSTS TRUCK BODIES 


@ !f you are not already handling Permite Aluminum Paints, write for full details on this fast-moving line. 


ALUMINUM INDUSTRIES, INC., CINCINNATI 25, OHIO 


Paint and Varnish Division 


LUMINUM PAINTS 


aman 


=) 


PERMITE 522 





A 
ts 
_ 


THE ORIGINAL READY-MIXED ALUMINUM PAINTS 
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LARGEST 
SELECTION 


SCREW 
DRIVERS 


AND 
NUTSETTERS 


Thor invented the portable power screwdriver. Thor 
—the pioneer—has tooled up hundreds of assembly 
lines with power screwdrivers. Thor engineers the 
widest selection of attachments for driving all types 
of screws, nuts and bolts. Today, Thor electric 
screwdrivers, for example, are more widely used 
than ever because of thes power, handling ease 
and other cost-saving features. Call today for a 
free demonstration. Independent Pneumatic Tool 
Co., Aurora, Ill. 





side handles— built for 
handling ease. 


—~ : 
A Thor style for every ‘4 7 (4 
job-lever, grip and _ ' | 


ELECTRIC * PNEUMATIC 
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Make Your 
IMPERIAL 


pistripuTor lle fitting Headquarters 


Your... 


: is your jon. 
wvibration : ot this connection 
pro Here is our 


. “ 
recommendation: 


CONVENIENT LOCAL STOCKS 


Even under conditions of heavy demand, as at 
present, our stocks often can help you get the 


ig 
ENGINEERING SERVICE 
We are equipped to:help you select the right type 


Gulnn yeu weed @ulchly. of fitting for each specific application. 


INTELLIGENT HANDLING OF YOUR A COMPLETE LINE OF TUBING TOOLS 
NEEDS BY PHONE OR BY MAIL ™ 


’ For Cutting, Flaring, Bending, 
“ow o what you 7 . * 
Yes, Mr. en fitting Reaming and Swedging. 
need is a comp ‘al Cata- For better joints that STAY 
elbow. It carries Imperia \€ LEAKPROOF. 


“ 
Ye. 


fog No. 69-F "x 


THE IMPERIAL BRASS MANUFACTURING COMPANY, 511 S. Racine Ave., Chicago 7, Illinois 
in Canada: The Imperial Brass Mfg. Co., 33 Church St., Toronto, Ontarioc 


IMP ERIAL Pioneers in Wo* FIMIMES 20d Tube Working Tools 
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LOGGING 


TRANSPORTATION MINING 


PETROLEUM 


MANUFACTURIN — 
oonee MARINE 


CONSTRUCTION 





unting Bronze Bearings and Bars are quality bearing 
bronze in its most readily usable form. A wide variety of 
sizes, available from Bunting Stock-Carrying Distributors 
everywhere, assures you of what you need, when you need 
it. The leading Distributor in your area almost certainly 
stocks Bunting Bronze. The Bunting Brass & Bronze Co., 
Toledo 9, Ohio. Branches in Principal Cities. 





icy Als saves 
my time 
your money 





Handle it ; 
s¢hru-the-o'F 
at lower cost 


These added values make the Pa Zip-Lift 


America’s most popular little wire 

rope electric hoist 

SAFER — 110 volt push-button control. No open wiring. 

Plugging type limit switch; double brakes. 

LIFETIME CONSTRUCTION — Precision built — shaved 

gears running in oil — grease-sealed antifriction bear- 

ings — fully enclosed, moisture-proof, dust-proof, acid- 

proof. Motor designed for hoist service. 

ALERT SERVICE — Out-of-stock delivery from qualified 

dealers everywhere — also backed by 19 branch offices 

and conveniently located warehouses. 

And Now ... Still More New Features — 

All Standard Equipment 
@ Lower limit stop — meets all safety codes. 
@ Extra ground conductor in feeder cable and push 
button pendant. 
@ Reinforced push-button pendant. 
@ Grooved drum for longer cable life. 


Available in capacities up to 2000 Ibs. 
EXCAVATORS + OVERHEAD CRANES + HOISTS ¢ ARC WELDERS and ELECTRODES + SOIL 


= ¢ 


MEAVY DUTY CRANE 


Y 


TRAV LIFT 
CRANES 


( 





That’s the big thing about this little hoist! 


Skilled workers should never be allowed to heave 
heavy loads by hand. Let them put their time and 
effort where they belong—in production. 

In thousands of plants “‘thru-the-air’”’ handling 
with the Zip-Lift is saving time—earning money... 
beside machine tools, along assembly lines, around 
loading docks, receiving rooms, warehouses—wher- 
ever the handling of loads up to 2,000 pounds can 
be turned into a push button job. 

What are your chances for making money with 
the Zip-Lift? Any P&H Representative will show you 
where—and how—and how much profit it will 
earn for you. 

Meanwhile, bulletin H20-4 may help you. It’s 
filled with money-saving ideas. Write for it. 


ELECTRIC HOISTS 


4538 W. National Ave. 
Milwaukee 14, Wis. 


—— 


ILIZER * CRAWLER and TRUCK CRANES « DIESEL ENGINES + CANE LOADERS + PRE-ASSEMBLED HOMES 
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Submarines 
use U.S. Gauges 
Transformers 
vse U.S. Gauges 


Have you an 


that is looking for a GAUGE? 


Way 
oF eo 7 é 
, 


500 @ , OD 


Y 


use U.S. Gauges 


Cream Filters 
use U.S. Gauges 


Airplanes 
use U.S. Instruments 
fron Lungs 
use U.S. Gauges 


If you have an idea looking for a gauge, why not make the search 
short and sweet? Come to U.S. Gauge. 

More than 6 out of 10 original equipment manufacturers find the 
solution for their problems right here in Sellersville, Pa. And for 
good reasons. U.S. Gauge designs and produces top-flight special 
purpose instruments as well as first class pressure and temperature 
gauges. 

U.S.G. has a warm and friendly welcome for the ideas and prob- 
lems of engineers and designers...and some solid help. Your 
gauge should be included in those we have developed for over 
15,000 other purposes. 

So whatever your gauge needs, large or small—commercial or 
highly specialized, call in U.S.G. first. United States Gauge, Division 
of American Machine and Metals, Inc., Sellersville, Pa. 


¢ / 4 d 
LY, J 
tytltly Mi Mth € Yt LE C HMM M(LMG - VU HUY 


PRODUCTS OF UNITED STATES GAUGE... Absolute Pressure Gauges® Aircroft Instruments* Air Volume Controls Altitude Gauges * Boiler Gauges 
Chemica! Gauges ® Mercury, Gas, and Vapor Dial Thermometers * Glass Tube and Industrial Thermometers * Flow Meters® Inspectors’ Test Gauges 
Precision Laboratory Test Gauges® Marine, Ship and Air-Brake Gauges* Voltmeters* Ammeters® Welding Gauges 
OTHER DIVISIONS OF AMERICAN MACHINE AND METALS, INC., AT SELLERSVILLE, PA.: GOTHAM INSTRUMENTS, AND AUTOBAR SYSTEMS. 
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POWELL 


The WM. POWELL CO., 2525 Spring Grove Ave., P. 0. Box 106, Station B, Cincinnati 22, Ohio 
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FOR EASY AND PROFITABLE 


DUFF-NORTON 


a 7) Nod 
y gy 


> 


F 
HOW THE DUFF-NORTON PROGRAM O 


ADVERTISING AND 


OD aa 


The reputable 
Duff-Norton : 
among your customers - - 


of dependable service prov! 


Jacks in every industry im: 

n 
continuous, hard hitti 
sales promotional campalg 


and by direct mail . - 


rehen 
ture and comp to 
sales liters your salesmen will want 


That's why 


ev all. 
push Duff-Norton Jacks on ¢€V ery ¢ 


f 


* 


¥ Governor Controlled 
Jacks 
_— 
a 


Low Height Jacks 


name and hi 
Jacks are we 


ded by these 
_ through the 
advertising and 
sin trade papers 
through attractive 


SALES PROMOTION 
lo Teofeld 


gh quality of 
1) established 


DRILLERS Need Jacks to... 


e Make and break tool joints. 

e Line up pumps, engines and other equipment. 
e Hold cable reels. 

e Force pipe. 

e Brace and raise rigging. 


e Repair mobile equipment. 
sive catalogs. 


RIGGERS Need Jacks to... 


© Move heavy e Pull poles. 
equipment. 


e Move buildings. 
e Move, lift and brace 


loads. e Repair mobile 


e Hold cable reels. cquipmeont. 


F 


Automatic t@y-\ 8) and BRIDGE BUILDERS Need Jacks fo. es 


Lowering Jacks 


e Load and unload heavy equipment. 
e Brace and shove sections. 


e Shove, lift and hold plates for welding or 
riveting. 


e Repair mobile equipment. 
e Tear down old structures. 


tHE DUFF-NORTON manuracturine co. 


MAIN PLANT and GENERAL 


OFFICES, PITTSBURGH 30, PA CANADIAN PLANT, TORONTO, ONT. 


“Ohe House that Jacks Built f 


INDUSTRIAL DISTRIBUTION © NOVEMBER, 1950 





Industrial marketers see a basic rule of busi- 
ness in the football line that holds solid from 


end to end. It has no “holes” in it. 


That's the way it is when you feature products 
by CARBORUNDUM. You have the on/y complete 
line of abrasives identified by one brand name. 


This gives you the exclusive advantage of being 


able to impartially recommend and supply the 


right abrasive product for every job requirement. 


With this advantage plus those of local serv- 
ice, CARBORUNDUM’S distributors cash in on a 
money-making combination that can’t be 
beat. The Carborundum Company, Niagara 
Falls, New York. 





Making ALL abrasive products... 
to give you the proper ONE 





CARBORUNDUM 


Abrasives by 


TRADE MARK 








cates manufacture by The Carborund 


lum Company 
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NOW-—YOUR CHOICE! 


Whe or 


@ CUT-OFF 


“"** TOLEDO 2” Portable Power Pipe Machine 


tee 


x,’ rN 


"This new WHEEL Cut-Off 
is a honey!” 


It's a cinch to use. Cutter 
head equipped with two 
rollers and one cutter wheel 
which is self-centering and 
easily fed with hand wheel. 
Cuts off pipe rapidly. Ex- 
tremely simple in design 
with few moving parts. Sim- 
ple adjustment. 


sory 


/ OF 


| 
\ 


"/ like the KNIFE! Been 
using it for years!” 


With the Toledo Knife 
Cut-Off, four cutter 
knives leave a straight 
square-end cut without 
burr. Blades are fed thru 
a scroll by a small hand 
wheel. May be resharp- 
ened many times. 


SPEED PRODUCTION... CUT COSTS! 


* THREAD 2” PIPE IN 
22 SECONDS! 


* CUT OFF 2” PIPE IN 
10 SECONDS! 


* COMPACT...PORTABLE 
..»- LOW COST! 


* SAVES LABOR! 


Today more than ever your customers need the speed and practical features of 
this great TOLEDO No. 999 2” Power Pipe Machine! High production—reduces 
costs—saves up to 80% on pipe threading time compared with hand methods! 

It's “tops” with better mechanics for cutting, threading and reaming all pipe 
sizes up to and including 2” and bolts from %”’ to 144”’. Popular and efficient 
for shop or job use or for industrial plants. 

Now—the Super Model available with choice of Wheel or Knife Cut-Off. 
Invite your customers to see it—try it—with the new Wheel and Roller 
Cut-Off! Outstanding for simple design... quick adjustment... rapid cut-off. 
Toledo-built dependability assures cost-cutting performance and satisfaction. 
The Toledo Pipe Threading Machine Co., Toledo, Ohio. New York Office: 
165 Broadway, Room 1310. 


RELY ON THE LEADER 3 D re) 


POWER DRIVES...PIPE TOOL . +» POWE! PIPE ancumes 
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gt Be 
F Industrial Distributors have discovered they can 
recommend “Silver Steel” hacksaw blades to their most 


particular accounts without reservations! These tough, 


HACKSAW long-wearing, fast-cutting blades of the finest steel ever 


compounded for the purpose materially reduce metal 


BL ADES cutting costs! 


| " 
’ Where high production cutting of lower-alloy steels is 
essential, Industry is turning to this new Atkins product. 
“Silver Flash” blades, made only by Atkins, are tough, 


HACKSAW flexible and practically unbreakable in their field of 


service! They resist chipping and abrasive action on all 


BLADES makes of power hacksaw machines. 





Long a favorite, fast-turnover item with Industrial 
Distributors, “Silver Steel” band saws have proved their 
outstanding superiority on countless jobs!... Teeth are 
milled to uniform size and shape, with deep gullets. 
Flexible back, hard edge. For cutting harder metals. 
Other band saws by Atkins include all-hard and “Curled 
Chip” buttress type. All standard widths. 


Only ATKINS makes C4 huenr Chel Products 


E. C. ATKINS AND COMPANY 


Home Office & Factory: 420 $. Illinois $¢., indianapolis 9, Ind. 
Branch Factory: Portland, Oregon 
Branch Offices: Atlanta « Chicago « New York ¢ Portland, Ore. 
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85 SKIL SALESMEN ARE ON CALL TO HELP 
SKIL DISTRIBUTORS AND THEIR 
SALESMEN MAKE GREATER PROFITS! 











ee, ae Oe 


rrr 


with TOUGH FIELD PROBLEMS ? 


ret SKIL SALESMEN lend 


a business-building hand! 


What’s your experience with factory salesmen? How do 
you feel about field sales support? Here’s SKIL’s point-of-view. 


See how it strikes you. 


SKIL SALESMEN ARE TRAINED TO GET RESULTS! 


Whether it’s a production application, maintenance prob- 
lem or a construction project, SKIL Salesmen will go out on the call 
with your men—they’ll help your salesmen specify the right tool for 
the job, they’re anxious to help your men make the sale! Remember 
—SKIL Salesmen are thoroughly factory trained; they know SKIL 
Products and what they will do; they get around on time; THEY 
SHOW RESULTS! 


SKIL SALESMEN LOVE THE TOUGH PROSPECTS AND 
THE TOUGH PROBLEMS! 


SKIL Salesmen won't duck the rough demonstration or dodge 
the tough prospects! They're not “fair weather operators” who are 
satisfied to write up stock orders from established accounts. They’re 
not “catalog sheet quoters.”’ 


SKIL SALESMEN BUILD BUSINESS FOR YOU IN 
EVERY WAY! 


Whether it’s pitching in on your sales meetings, 
setting up displays or helping your men follow up leads, 
SKIL Salesmen are ready to go in and do the job quickly, 
efficiently. We don’t want your time —or their time — 
wasted. Like your salesmen, we want ours out helping you 
get business! 


TEST YOUR SKIL SALESMAN ON A ROUGH CUSTOMER! 


Next time a tough one comes up, call your SKIL 
Branch and put a SKIL Man to the test. Prove to yourself 
you can count on a SKIL Salesman when it really counts. 


SKIL Products are made only by 


SKILSAW, INC. 

5033 Elston Ave., Chicago 30, II! 
Factory Branches in Principal Cities 
In Canada: SKILTOOLS, LTD 
66 Portland St., Toronto, Ont 


Ka GES 


SKIL Sanders SKIL Drills “ SKIL Shear” SKIL Grinders 

















Publixhed at Wilmington, Delaware, by the Rubber Chemicals Division of EB. 1. du Pont de Nemours & Co. (Inc.) 


DYNAMIC PROPERTIES OF 


Neoprene Vulcanizates 


Recent studies of the dynamic characteristics of 
neoprene vulcanizates have extended practical 
applications for neoprene products in many fields 


INCE 1930 not only has the use of 
S elastomers in dynamic applica- 
tions increased, but much progress 
has been made in the development of 
test methods for determining their 
dynamic properties. 

Because neoprene was specificall 
developed to overcome many of t 
limitations of natural rubber, it hy 
been found useful in dynamic apr 
cations where service conditions ; 
too severe for satisfactory perfo 
ance of natural rubber parts. 

The use of elastomeric com 
tions in dynamic applications us 
requires a knowledge of the folle 
four properties : deflection under, 
load; resilience; creep under sta 
dynamic conditions; and heat 
up. Of these, only resilience a 
build-up can actually be cor 
dynamic properties. Thus, d 
under load and creep will 
tioned only briefly. 

Although measured stati 
load-deflection characteri 
composition are extremely 
in the design of vibratic 
since they determine the 
quency of any mounting 


Adopted from “The Dynamic Charar 
Vuleanizates” by N. £. Catton, & 
WN. Keem of the Du Pont Rubbe 
eeud before the Disizion of Rubber 
Chemical Seiety in Los Angeles,Cali 





composition is used. The natural fre- 
quency of elastomeric springs de- 
creases as the deflection increases. 
This, in turn, affects isolation effici- 
ency—high efficiency being charac- 
teristic of mountings having a low 


| 


} 


QU PONT y 


. . . through Chemistry 





IN THIS ISSUE: 


Dynamic Properties of 
Neoprene Vulcanizates 


Down Under the Farm 


. 273 
. 275 


| Solid Tires for the Food 


Processing Industry . 276 
Better Vibration Control . . 278 
Transformers for the Tropics 279 | 

280 
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BLANCHARD 
one ging — . . . and all manufactured in FRACTIONAL GRADES. This outstanding and exclusive 
enable you to choose Bay State development eliminates using segments that are “close enough” for hardness 
the exact degree of grade. FRACTIONAL GRADES permit a precise selection of grade for the work intended. 
hardness desired by split- 


: ADVANTAGES: Increased Production . . . Faster Stock Removal . . . Sharper, 
rt pro “or agg Cooler Cutting . . . Better Finish . . . Closer Tolerance ... Lower Power 
into three degrees o Conmenigtion. 
hardness, where a whole 


BAY STATE’S other abrasive products for surfacing jobs are also available in 
egy — would be FRACTIONAL GRADES. 
00 great. 


0© 0 @ @ @ 


BAY STATE ABRASIVE PRODUCTS CO., Westboro, Mass. 
Chicago, Cleveland, Detroit, Pittsburgh. 


serlientienticntiastetiantinnttaniententiontiantetiention 


To Bay State Abrasive Products Co., Dept. IW, Westboro, Mass. 


Company .. 


: 
| 


Please send complete information on your profit-building abrasive line. | 


ID siesssenitsininies nian 
| City and State nvssoennnanensannnsontennnaneenentesneseeennaenenentnentsnnaeeetstesnsssnsnsseseseeamneee stent nonangil 


_— . . —~uuwe Position 


is Ss amt Sle antsy“: adel tame, daly sa “Se 
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So you won't break, eh? Then stretch # some more! 


Stretch — stretch — s-t-r-e-t-c-h- goes the section of 
8” Columbian Manila — as the relentless Rhiell Test- 
ing Machine puts it through a strain equal to a 
50,000 pound pull. Yet terrible as this strain is, 
Columbian Rope proves it can stand even more 
without breaking. That's the kind of tensile strength 
testing Columbian Rope must endure before we call 
it strong, 


Equally emphatic quality control assures you of other 
Columbian features -- IT’S MORE FLEXIBLE, easier 
to hanclle —IT’S PLIABLE WHEN WET —IT'S ROT 
PROOFED, non-kinking, too. IT'S MADE TO LAST 
LONGER. 


You can count on these features when you specify 
Columbian. Every foot is guaranteed for quality, 
strength, durability, service. 


COLUMBIAN ROPE COMPANY 
320-50 Genesee St., Auburn “The Cordage City”, New York 
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tHe 1522 C/allenges Comparison 


--- WHERE ELSE CAN YOU FIND SO MANY 
MONEY-SAVING FEATURES IN ONE PUMP! 
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NO. 1-LEAK-PROOF MECHANICAL SEAL 


This feature alone establishes the B&G 1522 

Pump as the “buy” for trouble-free operation. A Mechanical 

Seal, instead of an ordinary stuffing box, assures long, 

dependable service. The Seal is self-lubricating and elimi- 

nates the usual leakage through the packing gland. B&G 

1522 Pumps are licking tough pumping jobs the country over. 

It's a quiet pump! Long bronze sleeve bearings keep the 

shaft in alignment and spring-type flexible couplings aid in 

keeping noise at a minimum. The impeller is hydraulically 

balanced ... highly efficient throughout the capacity range. 

You can really get into the B & G 1522—if ever necessary. 

Remove a few bolts and the pump separates into three parts 

—motor, bearing bracket sub-assembly and pump body. 

B&G TYPE “wu” : Manufactured to close tolerances, the bearing bracket sub- 

ee assembly, including shaft and sleeve bearings, is interchange- 
Equipped with B & G Booster for pumping boiler able in all B & G 1522 Pumps. 

water through shell—produces large volume of 4 ‘ . 

oe pny hl ~ Ee Next time you have a pump to buy, look first at the B & G 

‘ oo 1522. It is available as all-iron, bronze-fitted or all-bronze. 

Send for Catalog CY-350. 


)=\ Hydro -Fio rerriGERAtion 
G EQUIPMENT 


BELL & GOSSETT COMPANY 


Dept. 8U-35, Morton Grove, Illinois @Reg US. Pat. Off 


fee See RRO 
LAL OT PLS 
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TO INSURE 
PROMPT 
DELIVERIES... 


“STANDARD” recommenpns STANDARDS 


Your customers can depend on prompt deliveries of UNBRAKO Products when 
they use standard sizes. 

For, despite today's shortages and stepped-up demands, we're concen- 
trating on keeping full stocks of UNBRAKO ‘‘standards"’ on your shelves. 

So, recommend ‘‘standards’’ to all your UNBRAKO customers—for imme- 
diate uninterrupted deliveries and for substantial savings over the cost of 
‘specials."’ 


Knurled Head Socket Cap Screws Knurled Head Shoulder Screws 
Flat Head Socket Cap Screws SOCKET SCREWS Precision-Ground Dowel Pins 
Self-Locking Socket Set Screws Fully-Formed Pressure Plug; 





SPS STANDARD PRESSED STEEL €O. 


JENKINTOWN 13, PENNSYLVANIA 
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For point-of-sale and point-of-use promotion, you get a 
full supply of carefully planned merchandising aids — 
including decimal equivalent charts, tap size charts, at- 
tractive literature with your name imprinted and modern 
packaging designed especially for the user's conven- 
ience — they keep the Butterfield name and benefit- 
story constantly working to help you sell. 


Y, gs 
e™) 


ae 
wee es 


rf 


Another valuable service to your customers — and 
you — is expert advice on the proper selection 
and use of Butterfield cutting tools, always avoil- 
able from our factory-trained specialists. 


A steady, hord-selling campaign in the nation’s leading industrial 
magazines. Almost a million Butterfield messages yearly to readers 
in the metalworking trades — including the best prospects in your 
territory. 


And always, in every 
one of these dra- 
matic, full-page ads 
the reader is ex- 
pressly directed to 
bring his business to 


All these advantages — and others — are 
wrapped up in the Butterfield Distributor 
Policy. We think you'll find it mighty interest- 
ing reading, since in emphasizing you as the 
logical source of supply, it assures the complete 
protection and cooperation that build real 
profits. Why not contact us about the avail- 
ability of o franchise in your area? Write to 
Union Twist Drill Company, BUTTERFIELD 
DIVISION, Derby Line, Vermont. 


BUTTERFIELD 


THE 100% INSPECTED TooLs 
Every Tool Individually Inspected 


TaPS . 
REAmMERs . 


SCREW Plates 
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THE FERRY CAP & SET SCREW CO. 


2153 SCRANTON ROAD «+ e CLEVELAND 13, OHIO 


SHINYHEADS” “HI-CARBS” 
America + Beet Looting Cop kerew Heat Treated Block Setin Finish 


Meade of -4 eatbon etee! — AIS! 
1038 * 
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TANDARDS 


carried by 
LEADING 
DISTRIBUTORS 





MEANS BUSINESS 
AGGRESSIVE DIS 
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THE FERRY CAP & SET SCREW CO. 


2153 SCRANTON ROAD e 


e CLEVELAND 13, OHIO 
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“SHINYHEADS” 
America’s Best Looking Cap Screw 


Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws— 
bright finish. Heads machined top 

bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength 95,000-110, 
p.s.i. Carried in stoc 


“LO-CARBS” 


Made of AISI C-1018 steel—bright 
finish. For use where heat treatment 
is not required and where ordinary 
hexagon heads are satisfactory. 
Hexagon heads die made to size — 
not machined. Points machine 
turned. Tensile strength 75,000- 
95,000 p.s.i. Carried in stock 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock 


“SHINYLAND” STUDS 


All studs made steam-tight on tap 
end unless otherwise specified, 
with flat and chamfered machined 
point. Nut end, oval point. Land 
between threads shiny, bright, 
mirror finish. Carried in stock. 


* 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated 

threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in producing connecting 
rod bolts by the cold upset process 


“HI-CARBS” 
Heat Treated Black Satin Finish 


Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treatment. 
Hexagon heads die made, not ma- 
chined. Points machine turned; flat 
and chamfered. Tensile strength 
130,000 -160,000 p.s.i. Carried 
in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case fant onang ap Expertly 
made by the pionee: yn 
Cup Point Set Coty A the col 
upset process. Cup points machine 
turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


« 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon t ead style — to blue print 

ead hard; 
polished if specified — ‘eooede soft 
to close tolerance— points machine 
turned; flat and chamfered. 


ok 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Supplied in various 
head shapes, with oil holes and 
grooves of different kinds, and flats 
accurately mil 





FERRY PATENTED ACORN NUTS 


For ornamental purposes. Stee! in- 
sert — steel cover Finish: plain, 
zinc plated, cadmium plated. Size: 
9/16", 3/4", 15/16" across the flats. 


Tapped 1/4” to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 


¢ 
A 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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TANDARDS 


carried by 
LEADING 
DISTRIBUTORS 





SPECIALS 
furnished to 
BLUE PRINT 
PECIFICATIONS 


WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 








MEANS BUSINES? 
AGGRESSIVE DIS 





Here’s Why: 


QUALITY PRODUCT 

Suitable for use in either manual or power 

operated systems beyond the limitations of ordinary 
commercial products. Two basic models meet the 
requirements of virtually all industrial applications. 
1:1 or 2:1 ratio with either 2 or 3 shaft extensions. 


SOUND MERCHANDISING 
Folders, counter displays, technical data sheets, 
PLUS attractive and substantial color packaging. 


LIBERAL DISTRIBUTOR POLICY 

Full protection, including all direct orders and inquiries. 
Distributors will be appointed on the basis of ability to 
provide adequate customer service. 


POWERFUL ADVERTISING 

Vigorous support by consistent advertising in leading 
industrial publications directed to Design Engineers, 
Plant and Maintenance Men, Purchasing Agents 

and other important buying influences. 
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> ® 


gw sticking his neck 


I a literal sense. yes. In a figurative sense, no. It’s just 
that he has certain lofty purposes in his make-up — and 
the proper equipment to fulfill them. It’s easy to under- 


stand him when you know.all the facts. 


Without a knowledge of the background, you might think 
Nicholson is “sticking its neck out” in guaranteeing 


Twelve perfect files in every dozen.* 


But the years have given Nicholson a tradition for quality 
which there is little reason to challenge. Nicholson manu- - 
facture embodies the skill of long-affiliated workers — of 
men with whom fine workmanship is a personal pride. 
Combined with it are: (1) file-making equipment of 
the most modern kind and the most highly developed 
efficiency; and (2) relentless inspection at every stage 
of production—from the selection of steel to finishing 


and packaging. 
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The Nicholson guarantee of Twelve perfect files in every 
dozen puts neither the manufacturer’s nor the distrib- 
utor’s “neck” in jeopardy. It creates no serious “make 


good” problems . . . because justifiable complaints are 


virtually non-existent and unwarranted ones extremely 


rare. Under either circumstance, no questions are asked 

— the customer (yours and ours ) is promptly satisfied . . . 

is usually more solidly won than ever... and we con- 

tinue to guarantee Twelve perfect files in every dozen. 
2 e 2 


*A “perfect” file is one which in practical use does the best job 





that is possible through being precisely straight, carefully balanced, 
accurately cut (teeth uniformly high and sharp), uniformly hardened, 


and made of the finest steel obtainable for the purpose. 


NICHOLSON FILE CO. - 42 ACORN ST. 
Providence 1, Rhode Island 


(In Canada, Port Hope, Ont 
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LYNCH CORPORATION of Toledo, Ohio, 





—a leading manufacturer of packaging machinery 


MORPAC Model “T’ and ‘K 


forming, wrapping and cartoning machine 


combined print 


The following quotation is taken from a letter 





we received from their Director of Sales: 





“The majority of our machines are used in 
Places where it is necessary to wash them 
With steam and hot water after each day’s use. 
This naturally would remove any ordinary 
f@bricant and trouble would develop if the 
machines were not immediately relubricated. 
With Lusriptarte it is different. There is 
always a film of Lusariptare left on the ma- 
chine after washing. This gives protection 
not only to moving parts, but also prevents 
general corrosion. The presence of salt and 
lactic acid in packing plants makes oxidation 


a hazard. Lusripare prevents this too. 


“LuBRIPLATE greatly reduces unnecessary 
wear and prolongs the life of machines. It has 
reduced customer calls for service to a mini- 
mum. Our Service Engineers can readily spot 
machines that have had other than Lusrt- 
pLATe Lubrication, as these machines do not 
give the service they should. 


“After using Lusriptate for over ten years, 
we are very well pleased with it and enthu- 
siastically recommend it.” 





A LUBRICANT must be more than good to 
warrant such a recommendation. The Lynch 
Corporation, as well as hundreds of others 
who build machines to sell, not only use 
LUBRIPLATE Lubricants in their own 
shops, but also advise the buyers of the 
machines to always use LUBRIPLATE for 
re-lubrication. 


LUBRIPLATE Lubricants are different from 
all other lubricants. They have properties 
all their own . . . they reduce friction and 
wear, prevent rust and corrosion and save 


LUBRIPLATE 
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power. They stay put under most adverse 
conditions and do not run out or wash away. 


There is a LUBRIPLATE Lubricant that is 
just the right density for your requirements. 
Let us tell you about it. Write today. 


LUBRIPLATE DIVISION 
Fiske Brothers Refining Company 
Newark 5,N.J. Toledo 5, Ohio 


DEALERS EVERY WHERE—CONSULT YOUR 
CLASSIFIED TELEPHONE BOOK 


THE MODERN 
LUBRICANT 





‘ 


(Advertisement) 


GET ABOARD 
THIS BANDWAGON 


When you see a product that is so 
good that hard-boiled users write 
in about it to praise it, you have 
found something on which you 
can build up ever increasing sales 
volume and future earnings. 


It will pay you well to introduce 
LUBRIPLATE Lubricants to every 
plant in your territory that is not 
already using it. It will pay you 
even better to ask for an order on 
LUBRIPLATE on every call on 
plants that are using it. The busi- 
ness is there. It’s yours for the ask- 
ing because of LUBRIPLAT®’s 
territorial protection policy. 


LUBRIPLATE Lubricants are 
unique, they have properties that 
conventional lubricants can’t offer. 
LUBRIPLATE Lubricants prevent 
rust and corrosion, they arrest pro- 
gressive wear and are far more 
economical to use. No wonder that 
once a user, always a user. And 
that user loyalty is money in the 
pocket of the Industrial Supply 


Salesman who sells them. 


We are doing our part to help the 
salesmen. Our experienced service 
engineers in every territory are 
there to help the salesmen solve 
the lubrication problems. The 
literature we provide is hand-book 
information that cannot be found 
elsewhere. Our extensive advertis- 
ing in the principal trade papers 
such as the one on this page is of 
inestimable value in easing the 
way for the Industrial Supply 
salesmen. Our TAG-PLAN pro- 
vides him with red hot leads. 


Yes Mr. Salesman, you're smart if 
you climb up on this bandwagon 
for a profitable ride. 





Announcing A COMPLETE NEW LINE OF 
HYDRAULIC PUMPS’AND REMOTE CONTROLLED RAMS 


SIMPLEX Ke-Motlro! 


GREATER SAFETY rome of HYp Aus "PUL 
GREATER UTILITY ¥ FROM A CALLy 


- DI ist o 
GREATER CONVENIENCE , ai tu 
. for a Market that is 


“Qudustry- Wide 


7 Complete Units .. . 
Broadest Capacity Range in the Field... 
10 to 100 Tons 


Meet the go-getting new member of the world’s best 
known family of industrial jacks! Re-Mo-Trol opens 
up a new and bigger-than-ever market for you to turn 


into handsome added profits! Pulling valve seats 


All you have to do is let any industrial jack user he an 
see how much easier—and at how low a cost —he vides torque-free 
can do difficult lifting, pulling or pushing jobs with ~ pull that takes 
Re-Mo-Trol ... How Re-Mo-Trol promotes safety... a = 
How it works where other jacks are stymied by lack 
of space or other difficulties ... How it exerts its oil- 
smooth hydraulic force in any direction . .. How its light 
weight and easy portability make it ideal not only for { a shines 
shop use, but for all kinds of applications in the field . pecking Whe thie! 
Your customer will get the idea in a hurry—and he'l! 
be a Re-Mo-Trol buyer and booster from then on! 





NOTE: In addition to 7 Complete Re-Mo-Trol 
Get started on this new, big volume Re-Mo-Trol business Units and a broad selection of optional 


now! Write — today—for Bulletin: Hydraulic 51 just off accessories, you can purchase individual 
the press ...and get your orders in for early delivery. Re-Mo-Trol Pumps and Rams separately. 


TEMPLETON, KENLY & CO. 


1036 South Central Avenue . Chicago 44, Illinois 
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TO MAKE YOUR SELLING EASIER—ADVERTISING ! 


© FOR LONG LIFE 
© LESS DOWN TIME 
© RUGGED PULLING POWER 


YOU 
PPbv yy) C AN’T 
BEAT 


— 


SilmmewN-BELTs 


‘THE BIG LINE WITH THE WIDE MARGIN 


yy 6 


Made with newly-developed 
Cordura* Rayon Pulling Cords! 
Cordura has high strength, low 
friction and easy flex. Moreover, 
the cords are “normalized”’ by 
Gilmer for strict stretch control 

. you get matched multiples 
that stay matched. 


All cords are locked parallel, in- 
dividually cushioned all around, 
and built into a belt body that 
includes deep, live rubber sec- 
tions. Then, when put into use, 
Gilmer V-Belts have equal load 


per cord. With tough jackets on 
the outside and responsive rub- 
ber within, the belts hug groove 
walls full height—and keep on 
hugging—to give greater pull- 
ing power. 

Save on replacements! Save 
on maintenance! You can do 
both with extra-strong Gilmer 
V- Belts. Write today to the ad- 
dress below for your free copy 
of “Gilmer V-Belt Drives.”’ It 
tells you how to choose the right 
drive for every use. *® duPont 


L. H. GILMER COMPANY, 1104 Tacony, Philadelphia 35, Pa. 


Division of United States Rubber Company 


There's extra pull in Gilmer belts 
—and there's a Gilmer belt for almost every power application 


Light-Duty and Multiple V-Belts 
Kable Kord® Flat Belting (two 
belts in one: one for grip, one 

for power) 

Standard Cut-Edge Flat Belting 
High Speed Belts 


Round Belts 
Endless Belts 
Special Belts 

. and many others, 
both endless and 
connector types 


Gilmer has the PULL 


BUY THROUGH YOUR GILMER DISTRIBUTOR 


Check your needs against these other Gilmer products: 


i) MO eS | 





a? 


TO MAKE YOUR SALES PROFITABLE—A POLICY! 


KABLE KORD® CONNECTOR-TYPE 
features as Kable Kord 


FLAT BELTING offers the 

same general construction § 
Endless Belts. Suppli 

in rolls, °° 


a 
SS ~Se- 


ws, 


Se ., 


TEXTILE INDUSTRY BELTS 

such as Spinner, Cone, Lickerin, 
Winder, and Gainer belts for textile 
plant drives; also other prod- 

ucts for textile appli- 

cations, such as loom 
strapping, check straps, 

roll covering. 


V-BELTS —LIGHT DUTY and MULTIPLE 
Made with durable rayon pulling 
cords; Gilmer quality. Gilmer’s huge 
ot 


¥ 


assortment of V-molds 
assures a complete lineof 
precision - built V-Belts. 


HIGH SPEED BELTS 
Flat, endless belts, noted for tough- 
ness and flexibility. All-fabric, rubber- 
fabric, or special cord structure, 
Speeds to 10,000 f.p.m. and over; 
Speedage Kord, for example, 
x operates at speeds up to 
ee 50,000 r.p.m. on 
Ll) pulleys as small as "* 

& y) in diameter. 


SPECIAL INDUSTRY BELTS 
Saw Mill Belts, Tube Winders, Sand 
Slingers, Band Saw Bands, Light 
Conveyor Belts; Planer 
& Belts for the lumbering 
“Wy \ industry; Tobacco Stem- 
ming Belts. 
“a 


STUDY THIS ADVERTISEMENT— 


Your customers are seeing it now ‘in 


current 


industrial 


publications. Note 


that Gilmer tells readers, 


“Buy through your Gilmer Distributor” 


Ue 


SHEAVES 


KABLE KORD® FLAY ENDLESS BELTS 

The Gilmer first line flat belt. Com- 

bines “‘two belts in one’’ (contactor 

~ and power). This unique 

Ss ~ structure, plus the endless 


“> my, cord feature, sells Kable 


Kord. 
~~?” 


STANDARD CUT-EDGE FLAT BELTING 
Acompetitively priced, rubber-fabric 

belting of first quality. a ¥a4 
Tough structure provides ae 
a firm foundation for ne \ Za 
connectors. Ii 


LIGHT DUTY POWER TRANSMI§SION 
BELTS—A broad line, incl@din 
Gilmer CD, a cut-edge ¢€ 
belt with pulling ele: 
strong belting duck; G 
CC, a cut-edge endl 
with pulling elem 
continuous cords, 


ROUND BELTS AND BELTING 

For drives on small high-speed drills, 

hammers, tappers, saws, light wood- 

working machinery, valve re- 

facers, etc. Also Half-Round 

Belts for special ap- 5 

plications, ~ 
rt - 


\ & 


& 


Besides V-Belts and Flat Belting, Gilmer Special Purpose Belts are 
constant demand by plant engineers; need not be carried in stock; 
not subject to general competition. Also in the Gilmer line are Hose afgd 
Packing for Industrial Use, Friction and Rubber Tape, Mats and M 
ting, and General Mechanical Rubber Products—all backed up by ... 


THE GILMER SALES POLICY 


A “buy-through-Distributor” policy; no factory sales in co npetition. 
A widely-experienced District Manager gives frequent direct 
sales help. 

. Engineering assistance when needed from factory power trans- 
mission specialists. 

. Distributor protection. 

. Uniform discount schedules. 

. A profit on every sale. 
Full jobber profit on non-stocking Special Purpose Belts. 

- Catalogs and national advertising in a balanced program, 

. Monthly bulletins from the factory. 
Stockroom and merchandising aids. 


This Gilmer Sales Policy makes all Gilmer 
Products attractive to handle and easy to sell! 


“a t 


HOSE 


Ve 
h t 
PACKING 





How Good are 


PYREX BRAND 


Gauge Glasses? 


IN PREVIOUS ADS, we have tried to indicate how big 
and how profitable the gauge glass market is. But 
perhaps you have asked yourself, “why should we 
sell the Corning line?” Good question. 

All the glass that Corning produces is the product 
of intensive research. No other glass company 
spends as much money or has more people working 
on ways to make better glass. No other company 
does more testing of competitive glasses. 

Many other gauge glasses (both foreign and domes- 


BEST BY TEST, 


Packaged for easy stocking and selling! 


Advertised to your Customers! 


CORNING GLASS WORKS 


THE COMPLETE CORNING 


tic) have been subjected to the same test given PYREX 
brand tubular gauge glasses. None of them stand up 
as long under the same pressure and service. Moral: 
When you sell Pyrex brand products you give your 
customers the best product for the money. Your pro- 
fit margin is good, the market is good, and Corning 
helps to make your selling job easier by consistent 
advertising in all major fields. Complete stocks of 
Corning products are carried by strategically located 
Warehousing Distributors for prompt service. 


PACKAGE” 
PYREX AND CORNING brand tubular gauge glasses for pres- 
sures up to 500 p.s.i., depending upon type and size. 
MACBETH brand flat gauge glasses—good for pressures up to 
1,500 p.s.i. for steam boiler use, and up to 5,000 p.s.i. at 
normal temperatures. 

pyrex brand sight glasses for ovens, absorption columns, 
reaction kettles, furnaces, pressure vessels, stills and tanks— 
up to 300 p.s.i. 

PYREX AND CORNING brand oil cup and lubricator glasses 
for rugged service conditions on machine operations. 


CORNING, N. Y. 
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40010 500 HOLES Per Grind / 


SPIREX reamers establish high 
production record ... maintain ac- 
curate taper and excellent finish. 








SPIREX High Speed Taper Pin Reamers can solve your 
problem of getting accuracy in tapered holes. And they will 
cut your costs, too! } On the job illustrated here, reaming 
tapered holes in X-1112 steel, SPIREX Reamers averaged 
400 to 500 parts per grind—without loss of accurate taper or excellent 
finish. Moreover, breakage was eliminated. Due to the special SPIREX 
construction, chips do not pack in the flutes. A Cloceland Service 
Representative will be glad to tell you more about SPIREX High Speed 


Taper Pin Reamers. Contact our nearest Stockroom, or... 


Telephone Your Industrial Supply Distributor 


THE CLEVELAND TWIST DRILL CO. 
1242 East 49th Street Cleveland 14, Ohio 


Stockrooms: New York 7 + Detroit 2 + Chicago 6 + Dallas 1 + San Francisco 5 + Les Angeles 58 
E. P. Barrus, Ltd., London W. 3, England 


ASK YOUR INDUSTRIAL SUPPLY DISTRIBUTOR FOR THESE AND OTHER C&evelaad TOOLS 





Furi 


Sie ah! 
DISTRIBUTORS EVERYWHERE 
_are ready to serve you! 


NN TN 


This advertisement reaches your customers who read the leading magazines in the metal-working field. 
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Look in this easy-to-use 


iy “nang e to our distribut 
ome preset ospe 


in of Coated Abrasives its 
We 
complete = ER . 


pare heer pena nding and fini ng 
needs of all your customers.) ‘4 


nationally advertised 3 


(Each ad tells you —o “We Rec — 
Buying Thro woh Yeu oar ial Distributor 


..made ina brand new ant 


ee < vat 9 n productio 
ae = —- 
e quality pr saiak aa ompt t deliv a 


mene. made to ¢ell / 


min] Be fees ra TTI 








OD He poets 


and Company . North Benton Road 


INDUSTRIAL DISTRIBUTION © NOVEMBER, 1950 





THE MEN 
you SELL 
PREFER 


CARD 
TAPS 


Yes, you will find Card Taps preferred 
items in your stock. What’s more, Card 
backs you up by assuring immediate nation- 
wide delivery from the seven Card ware- 
houses in New York City, Detroit, Chicago, 
Ft. Worth, Los Angeles, San Francisco, 
Seattle. Card distributors get further back- 
ing through Card merchandising helps and 
Card advertising to the trade in which 
prospects are urged to contact Card dis- 
tributors. For complete details, see your 
Card representative and find out how our 
more-than-fifty years of dealing through 
distributors has given us valuable ex- 
perience that can work to your advantage. 


Card Taps pictured above are 
but five of a wide variety 
available. 
TA Ps 


Lhe Corl: 
7, 7, * 
Cull food 


Opn 
on I 2006 
Q 2 Also Mokers Y Pittsburgh Testing Laboratory 


of a complete line 


MANUFACTURING CO. Bie Stocks, Top Wrenche, * Round Adjustable 
e 
Mansfield, Massachusetts * ond Screw Plates 
DIVISION OF UNION TWIST DRILL COMPANY 
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Rope uses 
STRENGTH CHART 


FIBRE GROWING KNOTS AND SPLICES 


ah Os 


wistory MANUFACTURING 


IMPORTANT FACTS FOR ROPE USERS 


From cover to cover, the 32 pages of this handy, pocket-size booklet are just 
crammed full of important facts about the history and manufacture of rope. 
There’s a lot of useful everyday information, too ... for farmers, ship operators, 
fishermen and industrial users . . . how to splice and tie knots . . . the really practical 
kind that are used in many occupations. There’s a detailed 
description about how to rig a block and tackle, with a 
weight and strength chart to aid in selecting proper rope 


sizes. Inside pages are attractively printed in two colors 


SAVE TIME . . . USE THIS COUPON 


Please send me the American Brand Cordage booklet 


. with a heavy four-color cover .. . a fine sales aid and 


reference booklet. Write for a copy. 


AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N. Y. one 
ROPE + TWINE * OAKUM «+ PACKING + ELECTRICAL AND CARPET YARN Company 
BRANCH FACTORY: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. pn oe 
SALES OFFICES: BOSTON * CHICAGO + HOUSTON + NEW ORLEANS 
PHILADELPHIA * SAN FRANCISCO FH City 
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of the Trade 


on 
eee 
{ 


PUBLICITY: A recent issue of the pictorial section of 
the Cleveland Plain Dealer featured on its cover a full 
color picture of H. F. “Sy” Seymour’s (Columbian Vise) 
auxiliary cutter, “Water Witch” . . . Sy’s racer won the 
30-mile Rocky River to Mentor Falcon Race . . . There 
were 42 others in the race . . . Nice goin’. 


ON THE GREEN: It’s getting a little chilly for golf, 
but I can’t resist passing on the accomplishment of one 
of my colleagues, Pete Thayer . . . Pete won himself one 
of those alarm clock radios at an outing . . . On a 178- 
yard hole, he took his trusty No. 4 iron and placed the ball 
exactly 16 inches from the pin. 


STORY OF THE MONTH: There’s a book, fruit, gift 
and whatnot of the month, so here’s my candidate for 
the shaggy-dog story of the month .. . A frowsy looking 
character staggered into a bar, intent upon cadging a 
drink or two . . . The bartender would have no part of the 
deal . . . But the barfly wasn’t to be dismissed that easily 
... “You look like a good Irishman,” he said, “I'll bet 
you like music, too. Now if you'll buy me a drink, I’ve 
got a little mouse and a little piano in my pocket and I’ll 
have him piay ‘When Irish Eyes Are Smiling’”’ 

I'he barkeep wasn’t going to be sucked in: “G'wan, get 
outta here, you're either drunk or nuts.” . . . The drink- 
cadger didn’t give up, though, and finally won a promise 
of a drink if he could produce . . . He reached into his 
shabby coat and after searching around a bit, came up 
with a mouse and a tiny piano... In no time at all, 
music was pouring out . . . The bartender couldn't be- 
lieve his eyes or ears but did pay off with the drink. . . 
Ihe tramp, of course, was not satisfied and after a long 


harangue won a promise of another drink if he would 
produce a canary that would sing the lyrics of any song 
named by the bartender . . . ‘The mouse, of course, was to 
be the accompanist . . . The tramp lived up to his prom- 
ise. ‘he bartender was thoroughly entranced. In fact, he 
was so impressed, that he offered the tramp a steady job 
with all the drinks he wanted . . . But the tramp, sorrow- 
fully turned down the offer with the comment: “No, it 
wouldn’t be honest.” Finally, the bartender 
demanded to know why the act wasn’t honest 
“Well,” the tramp said, “that canary can’t really sing. 
I'he mouse is a ventriloquist.” 


ALWAYS FORMAL: Dick Holden (Silliter-Holden, 
Hartford) is now back to work after being laid up several 
weeks . . . While he was convalescing, Dick and Mrs. 
Holden visited Atlantic City . . . After a stroll on the 
boardwalk one afternoon, they decided to stgp in at one 
of these hotel cocktail lounges . . . But they couldn’t get 
in ,. . Dick had on a sport jacket and a buttoned-up sport 
shirt but no tie . . . Not lacking in determination, Dick 
asked the bell captain if he had a spare tie . . . The cap- 
tain did—but it was such a gaudy, greasy looking thing 
that Dick declined . . . He was about to give up when 
he noted his breast pocket handkerchief . . . He whipped 
it out, and with the aid of a bell boy, came up ae 
flowing bow tie . . . Looked just like an artist. 


It’S GOLD, TOO: The next time you see Fred Emer- 
son (Spartan Saw), flip back his jacket and you'll see a 
gold badge . . . Fred is Police Commissioner and a mem- 
ber of the council in Agawam. 


R. W. B. 
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All these 


Jenkins Fig. 106-A “family” 


Fig. 106-A 
Renewable 
Composition 

Dise 

BRONZE 
GLOBE 

VALVE 

150 Ibs. Steam 
300 Ibs. O.W.G. 


Starting with the standard 

Fig. 106-A Renewable Composi- 

tion Disc Bronze Globe, a wide vari- 

‘ety of valves can be made up by inter- 

changing 4 bodies and a handful of parts. 

Trimming fits Globe or Angle body, 
screwed or flanged. 





FOR QUICK OPENING AND CLOSING — 
Merely substitute the bonnet and spindle 
from Fig. 941, in which threads are pitched 
more sharply. 


INDUSTRY'S ALL-TIME FAVORITE, 
TOO, FOR LONG RANGE ECONOMY 


It’s easy to see why Fig. 106-A sets 
records for endurance. Liberal dimensions 
of body and bonnet permit repeated dis- 
assembly and reassembly without distor- 
tion. On the heavy, manganese bronze 
spindle, there are more threads in contact 
with the body, whether valve is open or 
closed. The disc holder fully protects the 
edge of the disc, prevents creeping, flak- 
ing, or cracking. Every part, from hand- 
wheel to pipe end hex, is a feature that 
contributes to record-setting performance. 





Valves from ONE! 


wraps up 90% of industry’s valve needs 


in one profitable package for 


JENKINS DISTRIBUTORS 


The big advantage of the versatile Fig. 106-A “family” 
to valve users is clear . . . maintenance greatly simpli- 
fied . . . a minimum inventory of repair parts. 


For the Jenkins Distributor, there’s a still bigger 
advantage. In the Fig. 106-A series he has a concen- 
trated, easily handled ‘‘package”’ of the most popular 
patterns. The sales and profit possibilities are unlimited. 


But Jenkins doesn’t stop with sales-making design 
and quality. Continuing, industry-wide advertising 
support, unequaled service booklets and other sales 


literature, valuable engineering service, plus steady 
sales promotion through trade show exhibits and 
motion pictures all have helped to make—and keep— 
the Fig. 106-A Valve a sales leader for Jenkins 
Distributors. 

It’s an unbeatable combination from any angle, 
and one more reason why Jenkins is the preferred 
valve franchise . . . why year in and year out it pays— 
and pays well—to sell Jenkins Valves. Jenkins Bros., 
100 Park Ave., New York 17. Jenkins Bros., Ltd., 
Montreal. 


FOR LIFT CHECK SERVICE — Globe or FOR STOP & CHECK SERVICE — Use the SLIP-ON, STAY ON DISC HOLDER — Any JENKINS MAKES DISCS for every need. 
Angle Bodies can be fitted with interchange- 106A trim, but substitute this spindle from valve in the Fig. 106-A family can be quickly Valve is regularly fitted with hard dise for 
able Cap, Disc Holder, ond Guide Disc Nut Fig. 630A and replace the regular disc nut restored to new, drop-tight operating condi- saturated steam service. Other discs are 
from Fig. 117A. Addition of spring from Fig. with the check valve guide disc nut. tion by slipping on o holder containing a new made for hot and cold water, air, gas, gaso- 
655A provides spring loaded service. composition disc. line, oil, acids, and other fluids. 


Potent sales helps available to ay wit fj Te ak 
Jenkins Distributors are the Oo. en “ 
106-A Series folder, Form oul Wi Md 

d sal agente THE o1AMOND mane 


189-A, and the “Guide to Cor- 


rect Disc Selection”’, Form 191. 





SAVE RUBBER 


AMERICAN TROOPS MARCH ON RUBBER 


GI Joe slogs through the mud in rubber-soled boots, travels in rubber-treaded 
vehicles. Nearly every piece of his equipment contains rubber or involves 
rubber in its manufacture. 


AMERICAN INDUSTRY NEEDS RUBBER 


National survival now depends on strength, and rubber is considered one of 
the most critical materials in the production picture today. 


AMERICAN FAMILIES RELY ON RUBBER 


More than 80% of Americans live near paved roads and over these roads 
they must travel on rubber to work, to stores and to visit. 


AMERICAN LIVES DEPEND ON RUBBER 


Medical Equipment . . . dramatic achievements like iron lungs . . . common- 
place items like rubber gloves, elasticized stockings and household utilities 
. . . these require thousands and thousands of pounds of rubber each year 
and each year the demand grows. 


AMERICAN PROGRESs REQUIRES RUBBER 


Long flight conveyor belts, rubber-surfaced highways and millions of ideas 
yet to evolve . . . Rubber is a critical ingredient for a healthy future. Don’t 
let waste imperil American progress. Help Save Rubber! 


wmott—1ele the best 


INDUSTRIAL RUBBER PRODUCTS BY 


REPUBLIC RUBBER DIVISION 


Lee Rubber G&G Tire Corporation 


YOUNGSTOWN, OHIO 
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Selling in a Sellers’ Market 


f beige RE is a feeling in some quarters that selling 
is not required in a sellers’ market. That is a 
mistaken impression. Good selling in its broad 
meaning is always needed in this field of ours. To be 
sure, the emphasis may be changed but it’s selling just 
the same. What do I mean by this? 

Let’s take two examples. In the first place, distribu 
tors and especially distributor salesmen need to render 
a real service to their customers—service with a 
capital “S”. That is selling by doing. Secondly, 
everyone in this industry needs to sell the essentiality 
of the industry to everyone he meets. 


Sell Longer Life 


Good salesmen in this field know that their job 
does not stop with the sale. Products must be used 
properly and cared for properly if they are to give 
satisfaction and bring repeat business. To insure 
proper use and care is part of the salesman’s job. 
Indeed, it has always been part of a salesman’s job. 
But now, as the supply of more and more products 
becomes tighter and tighter, the need for this type of 
service becomes doubly important. And from th 
angle of national security, the selling of proper use, 
care and conservation becomes a matter of high essen 
tiality in our whole defense program. 

I’m not talking about something that you will do 
sometime in the future. The need is already with us. 
Rubber is a case in point. The first government order 
limiting the use of new rubber is already out. It cuts 
the amount of rubber that may be used in the last 
four months of this year by manufacturers of indus 
trial rubber goods as well as manufacturers of tires 
ind tubes. And the military has first call on output 
Again the conservation of rubber becomes a national 
problem 

Here is an opportunity for distributor salesmen to 
be of real service to their country and to their cus 
tomers. At the same time, they can earn lasting credit 
for themselves and their firms. Preach the gospel of 
proper use, proper care and conservation of all indu 
trial rubber goods. Look on page 70 of this issue for 
the facts that will help you sell conservation 


Sell Your Essentiality 


As our defense effort becomes progressively mor 
intense, someone in a high place is bound to come up 
with the perennial canard “Why not do away with 
the middleman? Why not by-pass the industrial 
distributor?” Memory is not so short that we don’t 
remember 1942. We need to put forth a real effort 


now to sell ourselves—to sell the essentiality of the 
industrial distributor’s service. 

Again, this is the sort of job that we should be 
doing all the time. In peacetime, we've got to sell 
our customers—the buyers of supplies and equipment 

on the dollar and cents advantages of buying 
through industrial distributors. This was the theme 
of our May 1950 issue which appeared weeks before 
the ““gooks” came down below the 38th parallel. ‘The 
message was important then and it becomes even 
more important now. The services which a good 
distributor is set up to render in peacetime—the 
services which make it economical for the buyer to 
channel his orders through industrial distributors. 
are the same services that save Time, Materials and 
Manpower in a defense or war economy. 

That is the story that doesn’t get told enough. We 
talk to each other and we talk to our manufacturer 
friends. Within this circle we all know the answers. 
But suppose I go out on 42nd Street and ask the first 
hundred people I meet this question, “Who is an 
industrial distributor and what does he do?” You 
know the response you would get on 42nd Street or 
on Main Street in any city in the U. S. A.? You might 
get a little more recognition, but not much, if you 
isked the same question of your senator, your con- 
gressman or of the man who will administer any con 
trol program we may have to live under. The point 
is, the essential nature of this industry is just not 
known. And who has more stake in telling the story 
than the industry itself. 


Two Jobs for You 


Yes, we've got a job of telling our own story. But, 
profound thinker of public relations once 
remarked, there are two essentials to good public 
relations. First, do a good job. Secorid, tell the world 
about it. And note the sequence. In the October issue 
we suggested a course by which distributors could put 
their individual houses in order to perform success 
fully their essential functions. On page 73 and follow- 
ing in this issue, we present a package that tells the 
story of what a distributor does and points up his 
essentiality in today’s defense economy. Let’s get this 
message to every opinion-forming individual in everv 
ommunity in the country. Let’s sell ourselves while 
there is vet time 


tr X Geille 


is one 
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DRY CHEMICALS at Triangle Chemical Co. are moved 
mixing efhcient Plant Superintendent R. D. Johnson 
Hazelhurst, C. W. Farmer Co., find out during 


KEEPING ABREAST Of economic trends and the pressing 
problems of industry 1s | g dividends to Roger Hazel 
hurst of C. W rmer Co., Macon, in higher sales 

ume and the placing materials handling svstems in 


ome of th lM po industrial concerns in the South 


cOrgia city 
During the last 

highs sts and business was I g for ways to im 

prove operations, Mr. Hazelhurst analyzed the trend 


He concluded that material handling systems were at least 


few rs when the trend was toward 


part of the answer to the business problem 

But designing, installing and operating such systems 1s 
not an exact science, although engineering is much along 
the same line. The main problem was to fit a system 
to the customer's needs, even if it had to be hand tai 
lored. Show its efficiency, low cost of operations, and 
the amount of savings which could be effected and every 
plant manager would want to install one. That’s the way 
Mr. Hazelhurst figured it out 

Convinced of the soundness of his reasoning, the next 
step was self preparation for the work. Industrial maga 
zines, which feature materials handling systems, manu 
facturers’ literature and other sources provided the tech 
nical and sales information along with illustrations of the 
many uses to which such systems could be employed 
profitabh 


FOLLOW-UP on conveyor performance led to order for 
second mixing and bagging unit at Triangle Chemical. Still 
following-up, Mr. Hazelhurst inspects drives after second 


unit begins operation 


ustomers Must Be 


Macon, Ga. salesman uncovers 


handling systems adapted to 


Armed with facts and a good working knowledge of 
materials handling methods, Mr. Hazelhurst set out to 
survey the industrial plants in his sales area. 

His first contacts were with his friendliest customers, 
those who gave him an opportunity to get into the operat 
ing and production areas of the plants. Industrial plants as 
well as warehouses and wholesale concerns were visited 
but these first approaches were not too successful. 

However, persistent sales effort supported by convinc 
ing cost-saving facts attracted more attention and he saw 
promising results. This was the direct result of a great 
deal of work in planning his sales program and gathering 
sufficient data to demonstrate the value of moving a large 
volume of materials automatically. 

One of his earlier conveyor system sales was to a 
wholesale grocery concern doing a large volume of busi 
ness but operating in cramped quarters. A small con 
veyor system was fabricated from stock items. It did 
such a good job that when the company moved to a 
larger warehouse, plans were made for a conveyor system. 

Here was repeat business and an opportunity to sell a 
conveyor system and the type of service that goes with 
it. Result: installation of a 160-foot belt conveyor with 
forward and reverse controls and switches at three points 
along the line. All incoming and outgoing merchandise 


is handled over the system which runs from a loading 
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SATISFACTION with initial set-up at Bibb Grocery Co 
warehouse is expressed by J. H. Hardin, assistant manager, 
who also tells Mr. Hazelhurst of plans to install duplicate 
belt conveyor. 


Sold Lower Costs 


remunerative market for materials 


customers’ needs after surveys 


platform to the opposite end of the building. 

In making this sale Mr. Hazelhurst did not crowd his 
customer, although he saw the need for two such systems, 
one in each half of the warehouse. He wanted to be 
sure that the first system worked satisfactorily before 
tackling the second system. 

The belt conveyor had been put together from standard 
stock items, including motors and drives. Mr. Hazelhurst 
was at the warehouse during installation, offering sugges 
tions and ready to assist wherever possible. 

“I stayed on the job until the system was operating,” 
Mr. Hazelhurst said, ‘‘and it is now paying more divi- 
dends, because I have an order for a duplicate system.” 

Successfully launched on the sale of conveyor systems, 
Mr. Hazelhurst savs that the more he talks conveyor 
systems the more convinced he is that there is an even 
greater market 

He proved his point with the completion of a system 
for a chemical company. ‘This system involved the use of 
1 great deal of transmission equipment motors, gears 
and belting. Working closely with the plant manager, 
the conveyor system was put together, again with 
stock items and a bit of outside fabrication. 

When the company added another mixing and bagging 
unit, a repeat order came over the transom. However, 
the second unit received as much of Mr. Hazelhurst’s 


PERFORMANCE of bucket conveyor installed in sulphur 
processing unit, F. S. Royster Guano Co., is checked by Mr 
Hazelhurst and J. A. Collins, assistant superintendent, to 
make sure of operating efficiency 


interest and attention as the first. He believes this is the 
way to win and hold the goodwill of your customer 

One of the most interesting of his sales, Mr. Hazel 
hurst says, was a system for a firm making commercial 
fertilizers. 

When Mr. Hazelhurst visited the plant he found its 
operations were similar to those in most fertilizer plants. 
Rock sulphur was unloaded near the burner, which was 
hand fed. This required three men working in shifts. 
Mr. Hazelhurst thought a better method could be 
devised 

Ihe result was a locally-fabricated bucket conveyor 
system which automatically feeds the burner. Savings to 
the customer have already paid for the system which 
now requires the services of only one man for two hours 
in cach twenty-four 
Mr. Hazelhurst says that his customers know they can 
ways call on him for assistance, day or night, and there 
have been many night calls. He says this is the time when 
the customer needs you the most and your willingness to 
give assistance pays off. 

Ihat this is so is reflected in his other sales. His con- 
veyor systems are only one item, but he says that when 
you sell such a system it is not difficult to sell all the 
other industrial equipment and supplies the customer 
requires 


] 
al 


INDUSTRIAL DISTRIBUTION * NOVEMBER, 1950 67 





- nA NEN 





SALESMAN Robert E. Golden fills 


PURCHASING, where Chief Buyer 


ae A 


STORE MANAGER T. H. Clynes, 


out a form when he fails to close sale, H. F. Rommel checks stock, finds out who reviews all the cards, approves 


and then forwards it for action to 


Trace Reasons 
for Lost Orders 


Newark, N. J., distributor uses simple 


form to report lost orders, is able to 


maintain inventory at proper levels 


Ine use of a simple “lost sale” report card instituted 
by the management of Squier, Schilling & Skiff, Newark, 
N. J., three years ago has performed the double function 
of reducing the number of sales lost because of unbal 
anced inventories and satisfying company salesmen that 
the firm’s stocks of items handled are adequate. 

Che cards are used by the firm’s telephone, countet 
ind ficld salesmen, who are required to report on any 
ile that is lost because the item requested is out of 
tock. Each time a card is sent to the purchasing depart 
ment, the reason for the lack of stock is found and 
remedied 

Before this simple system was put into effect, the man 
igement intermittently received complaints from the 
compan ilesmen that they were losing sales because 
this or that item was not in stock. Because there was no 

tten record of these lost orders, and the salesmen’s 
often proved faulty, there was no way to tell 
how many sales and what orders for what items had 
actually been lost because of inadequate stock. 

lo make up for this lack of records, the firm’s store 
manager, IT’. H. Clynes, had 3 x 5-in. file cards mimeo 


INCMOTICS 


iphed with blanks for this information. The cards, 
when filled in, show the article for which the order was 
customers name and address, the 
individual interviewed, the date, and the salesman’s sig 
nature 


lost, the prospective 


Each time a salesman receives an inquiry and fails to 
lose the sale. he fills out one of these cards and for 


why supply is gone. Carc eS hea 
I ly is g Card goes to 


action, and files them for reference. 








TO PURCHASING DEP.\RTMENT 


—_ Like t6L, Lema Leesa apa 
Acve 


Customer's Nwnae ana Address: 


(ilo Gmwar Sr. - Kore 


Nane of Individual Intervieved: 


We lost an crder per abdove on Lvt/se ,» because we 
were low (or entirely out of) stock, 














HE CARD is simple, a 3 x 5 in. file card, with information 
slanks mimeographed for all salesmen’s daily usc 


wards it to the purchasing department for investigation. 
After the chief buver, H. F. Rommel, has checked the 
reason for the lost order and taken whatever action is 
necessary, the cards are forwarded to Mr. Clynes for 
review and filing. 

Since the cards have been in use, Mr. Clynes has 
found that the majority of lost orders are due either to 
lack of stock or a non-competitive price on the items 
requested. 

In all cases, items are not in stock for one of these 
reasons: (1) the supplier is slow in making delivery, 
2) the item was not ordered properly, (3) it is an item 
which the company does not sell, (4) it is an item which 
the company sells but does not stock, and the customer 
is not willing to wait for delivery, or (5) the quantity 
required is much greater than the normal inventory level 

In many cases, lost orders are recovered because the 
company will receive a shipment of the items requested 
later in the same day that it was unable to make delivery 
Che prospect, when telephoned and told this, frequenth 
will replace the order. 

When it is found that items are not in stock because 
they have been improperly ordered, Mr. Rommel of 
course corrects the purchasing routine for these items 
[he spot check afforded by using the lost order cards 
has helped the company to keep its inventory on many 
items at their required levels—and at the same time 
eliminate complaints of a general nature concerning the 
inadequacy of the inventor 
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Can You Help 


Your Customers? 


‘THE ANSWERS to these questions aren’t 
as hard to find as you may imagine. 
Distributors can save themselves, their 
salesmen and some of their customers 
a lot of time, trouble and even money 
by learning the ground rules of de- 
fense and government contract awards 
and by learning where to obtain the 
information. Knowing will help you: 
1. Anticipate changes in cus- 
tomers’ operations and _ their 
effect upon your operation. 
Advise those customers with 
adequate facilities when and 
how they can secure contracts. 
3. Assist other customers with 
available equipment where they 
can secure subcontracts. 
4. Maximize the use of all indus- 
trial capacity in your territory. 
Government business methods have 
been simplified in comparison with 
those during World War II. 
Many items used by all three services, 
such as motor vehicles, food, small 
arms, hand tools, paints and varnishes, 
etc., are now bought through a single 
fice. One service may buy the needs 
of all other three, or it may be a joint 
office. Many items are 
still purchased by individual services 
yet, but these are being shaved down 


used 


procurement 


Trips Not Necessary 
rip 


I 
tract 
tract ir¢ 


to Washington to seck con 
no longer a necessity. The 
Small Division of the De 
partment of Commerce (now trans 
ferred to the National Production 
Authority) in cooperation with the 
Defense Department and the General 
Services 


Business 


\dministration is making put 
hasing information unclassified ) 
wailable throughout the country in 
order to maximize the use of all the 
available production facilities 

The Division, under Charles 
Hughitt, initiated the Synopsis of Bid 
Information in March. This is ad 
vance information on what the gov 
ernment is going to buv, how much, 
specifications, closing dates, etc. The 








who 


can let sub-contracts to 


Are you informed enough to advise 
them on how to obtain a defense con- 
tract or a mobilization assignment? 

Do you know where to find out 
which ones have secured a defense 
contract or government order? 


Do you know prime contractors 


your 


customers? 


information is available to business- 
men at 55 major procurement offices 
throughout the country and at some 
3,000 points such as the Department 
of Commerce field offices, cooperating 
chambers of commerce, boards of 
trade, industrial and trade associations, 
etc. The idea is to contact the nearest 
Commerce Department field office to 
find out the nearest place to you that 
can supply this information. 

In addition to this buying informa- 
tion, the Small Business Division also 
makes available to businessmen at the 
same points, the Synopsis of Contract 
Awards. This is of particular signifi- 
cance to industrial distributors and 
their salesmen because they can learn 
from it which of their customers has 
been awarded a prime contract. 


Lists Are Detailed 


The synopsis is a weekly round-up 
of formally advertised and negotiated 
unclassified contract awards made dur- 
ing the week. With their knowledge 


of production facilities, supply sales- 


men can put small plants in touch 
with prime contractors. 

Ihe detailed list includes the de 
cription of the product, quantity, dol 
lar value, contractor’s name and ad 
dress and procurement office. Nat 
list is mostly awards to 
prime contractors and the products 
cover a wide range. But distributors’ 
customers also make a wide range of 
products and one of the important 
industrial supply sales- 
can perform today is to get all 
the production facilities into action 
that he can. By serving as liaison be 
tween prime and sub-contractor, he 
expedites the use of available capacity. 

In advising customers seeking de 
contracts, the salesman should 
warn them to prepare certain data re 
quired by the Government ahead of 
time. The Government will want this 
information and by preparing it ahead 
of time the customer can cut a lot of 
red tape. The data includes: 


urally, the 


services an 
man 


fense 


—A list of equipment with size, ca- 
pacity, tolerance and age. 
What the contract-seeker did in 
World War II either as a prime 
contractor or a sub-contractor. 
What he is making now and how 
much. 
-Any unusual work or techniques 
in his plant. 
A breakdown of skilled laborers 
and engineering staff. Unskilled 
labor need be totalled only. 
Whether any part of his capacity 
(if so, how much) has already 
been assigned to one service. 
Indication of financial ability to 
handle large, moderate or small 
defense contracts, including his 
annual dollar volume of business, 
last financial balance sheet, credit 
rating, etc. 
If he is cleared to talk about 
classified subjects and examine 
restricted confidential, or secret 
blueprints. Supply evidence. 
Plant security information show- 
ing details of location, whether it 
has a fence around it, what kind; 
size and assignments of plant 
guard force; whether workers 
wear identification badges and 
are checked at the gate. 
Name of officer in his plant re 
sponsible for mobilization matters 


What to Sell? 


As only about 20 percent of the 
nation’s industry has been screened 
for production allocation there is still 


a big job ahead. 


Naturally, your defense-seeking cus 
tomers should tell the government 
what they want to scll. Otherwise 
their name will be thrown into a gen 
eral file. These are so full that in- 
vitations to bid must be sent out in 
rotation. On the other hand, those 
listed as capable of manufacturing one 
or more specific products are notified 


automatically by machine mailing each 


time the military gets set to buy the 
particular item. 
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Sell Conservation of Rubber 


Customers will be looking to you for pointers on how to get longer life from rubber 


products; here are 200 tips you can pass on to help customers and the defense effort 





Wir rusBer being in short supply, users of mechan 
ical rubber goods are intent upon getting longer life 
from the products they can obtain or that they 
ilready have. Industrial supply salesmen have a real 
opportunity, therefore, to render a service to both 
their customers and the national defense effort. 
Proper use and proper care of rubber goods, of 


course, lead to longer life and conservation. To aid 
you in rendering this service, InpusrriAL DisrRisvu- 
rion has prepared a complete check list on transmis 
sion belts, V-belts, conveyor belts, compressed air 
hose, water hose, steam hose, fire hose, and hose 
couplings. Read them, study them and you'll know 
what to tell your customers.—The Editors. 





TRANSMISSION BELTS 


Standardize on as few widths and plies 
of rubber belt as will economically 
meet plant requirements, thus reduce 
the amount of spare belting necessary. 

Use endless belts wherever possible. 

Before joining belt ends with lacing 
or other forms of mechanical fasteners 
be sure that ends are absolutely square 

Always use a steel square as a guide 
for the knife to cut belt ends. Belt to 
be trued up with straight edge before 
cutting 

Provide as much space as possible 
between belt ends and the nearest row 
of fastener or lace holes. 

Use the belt punch sparingly and 
do not use too many or too large holes 
for lacing or fasteners. 

Remember that material taken out 
of a belt for fastener holes is just that 
much deducted from its strength 

Use proper and types of 
fasteners for belts and the pulleys they 
must run over. Wrong-size fasteners 
commonly pull out of the belt. 

Do not use plate or other heavy 
fasteners in belts that run with reverse 
bends or under an idler 

Renew worn fasteners before they 
break and damage the belt. , 

Inspect joints in belts periodically 
and repair them at the first signs of 
distress. 

All belts except narrow ones and 
those operating on adjustable centers 
should be joined on the pulleys, by 
pulling them together with clamps be 
fore making the joint 

Modern rubber belts are highly anti 
oxidant and have high resistance to 
aging, but if stored should be kept in 
a cool dark place away from sunlight, 
heating pipes, oil, excessive moisture 
and corrosive fumes 


$1Zes 
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Do not use a rope to put a belt on 
its pulleys. 

Do not try to put a belt on its 
pulley at high speed. 

Do not use undersized pulleys or 
they will cause fasteners to pull out 
or fail; “bootlegging,” blistering, ply 
separation or air pockets may occur in 
the belt. 

Use pulley as large as conditions 
will permit up to sizes that will give 
a belt speed of 5000 f.p.m. as power 
transmitted by a belt increases ap- 
proximately in direct proportion to 
pulley size. 

Do not operate belts at speeds 
above 5000 f.p.m. if it can be avoided, 
or without consulting the belt manu- 
facturer. 

Run folded belts with seam out- 
side except where pulleys have exces 
sive crown, 

Avoid excessive crown on pulleys. 
It may produce strains along the cen- 
terline of the belt that will cause 
premature fastener failure and ply 
separation. 

Don’t run belts on flat-faced pulleys 
except on shifter drives. 
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Select belts of proper thickness and 
width for pulleys and load. 

Avoid thick narrow belts and wide 
thin ones. 

Use pulleys 4 to 2 in. wider than 
the belt. 

Align shafting and pulleys so that 
the belt runs true on pulley faces. 
Poor alignment causes premature fail- 
ure of fasteners, may give the belt 
a permanent crook or cause it to run 
off the pulleys. 

Do not operate a belt running off 
one side of the pulleys. Its fasteners 
may fail and the belt may stretch un- 
evenly across its width and tend to 
run crooked. 

Do not let a belt rub against sta 
tionary objects or they will wear its 
edge, rip out the fasteners or tear it 
lengthwise. 

Avoid vertical drives wherever pos- 
sible. If they must be used, select a 
belt of ample capacity. 

On vertical individual motor drives, 
mount the motor on an automatic 
tension or pivoted base. 

Avoid idlers if possible. ‘They put 
a reverse bend in the belt. If you 
must use them, use an approved unit, 
properly installed. 

Do not use crowned idler pulleys. 
They put a reverse bend across the 
belt, which may cause ply separation, 
blistering and fastener failure 

Avoid idlers that bounce off, and 
fall back on, the belt. Belts have been 
broken in two by such action 

Avoid idlers on short-center indi 
vidual drives by mounting the motor 
on an automatic tension or a pivoted 
base 

Where possible, operate belts with 
the slack side on top. This increases 
its arc of contact with the pulleys 

Avoid shifters that do not throw 





the belt entirely off or on the loose 
pulley. Otherwise one side of the belt 
will be stretched more than the other 
and it will run crooked. 

Give careful attention to belt 
shifters to see that they are not abus- 
ing the belt and causing edge wear. 

Use shifters with anti-friction bear 
ings in their sides. They greatly re 
duce belt-edge wear. 7. : 

Keep belts aligned on flanged pul- 
leys. Just because the flanges prevent 
the belt from coming off the pulleys 
is no reason for neglecting to main 
tain good alignment and letting the 
belt wear itself out on the flanges. 

Operate belts with the minimum 
tension that will prevent slipping. A 
properly aligned and operated rubber 
belt should run a long time and 
stretch very little. 

Do not let a belt slip excessively or 
it will burn the rubber and _ fabric 
\ belt should not creep and slip more 
than 2 percent. Check this with speed 
counter and pulley ratios 

\ belt that is too tight will fail 
prematurely and/or overheat the shaft 
bearings 

Where excessive tension is required 
to prevent slipping, a wood or a fiber 
pulley substituted for a small steel one 
may give relief. Lagging the small 
pulley with rubber or duck may also 
permit carrying the load with reduced 
tension. Several plies of duck may be 
cemented to the pulley with good rub- 
ber cement. On individual motor 
drives, mount the motor on an auto- 
matic tension or a pivoted base to 
permit operation with reduced tension 
in the belt. Where a tension base 
cannot be used, an idler, properly 
selected and installed, may solve the 
problem 

Keep all obstructions away from the 
side of a belt that it might rub against 
if it were to run off one side of the 
pulleys 

If a new-rubber belt slips, the 
trouble can sometimes be corrected 
by washing the white powder coating 
from the surface in contact with the 
pulley 

Dress the belt sparingly and only 
when actually needed 

When a rubber belt needs a dress- 
ing to remove the glaze on its pulley 
surface and to soften this surface so 
that it will make better contact, use 
1 light application of vegetable castor 
oil applied uniformly with a cloth. 

Excessive applications of oily dress- 
ing will act as a lubricant and increase 
belt slippage 

Do not use resin or other sticky 
belt dressings. They tend to cake and 
build up lumps on the belt and pul- 
leys that subject the belt to stresses 
that mav prove disastrous 


Keep both belt and pulleys clean. 

Keep lubricating oil from bearings 
or other sources from getting on rub- 
ber belts. In time, oil destroys the 
belt structure, causing it to stretch 
unevenly, run crooked and its fasten- 
ers to pull out. Even vegetable castor 
oil if applied too frequently will 
soften the surface of the rubber until 
it will shorten belt life. 

When rubber belts must be oper- 
ated in the presence of mineral oil, use 
synthetic rubber designs that are 
highly resistant to oil. 

Watch for adverse operating condi- 
tions and correct them before they 
have time to cause excessive wear or 
complete belt failure. 

Don’t overload a belt and expect 
good service. 

Do not operate belts exposed to the 
weather or excessive heat if it can be 
avoided. 

For high-temperature applications 
use special belts designed for high tem 
perature work 

Don’t operate rubber belts in the 
presence of acid fumes or in excessive 
without first getting the 
manufacturer's recommendations. 

Make one man responsible for mo 
tor and shaft lubrication and for main 
taining proper tension in the belts; 
he can then be held responsible for 
failure of either 


moisture 





V-BELTS 
Store V-belts in a dark, cool place. 


Don’t use undersize sheaves; they 


require unnecessary tension in the 
belts, undue bending stresses, 
overheating and breakdown of belt 
structure 

Use a sufficient number of belts of 
the correct size to handle the maxi 
mum load 

Use matched sets of belts. 


cause 


Don't overload the belts and expect 
good service. 

Provide sufficient takeup so that the 
belts do not have to be discarded be- 
fore they are worn out. 

Make sure that belts and sheave 
grooves match. Grooves too small 
cause belts to ride too high and, if 
too large, belts ride too low. 

Use standard belts and sheaves to 
make it easier to get replacements. 

Don’t operate V-belts at speeds 
above 5000 f.p.m. if it can be avoided. 
If it can’t be avoided, consult the man 
ufacturer for recommendations. 

Use sheaves as large as conditions 
will permit up to sizes that will give 
a belt speed of 5000 f.p.m. as the 
amount of power transmitted by the 
belts increases in approximately direct 
proportion to sheave pitch diameter. 

Keep shafting and sheaves in good 
alignment. Poor alignment puts un 
even tension in the belts and causes 
excessive side wear on belts and sheave 
grooves 

If belts run against fixed objects, 
their sides will wear and tear. 

Avoid vertical drives whenever pos 
sible, but if they must be used, use an 
ample number of belts for the load 
and conditions under which they must 
operate. 

On vertical individual] motor drives 
mount the motor on an automatic ten- 
sion or a pivoted base. 

When possible, operate the drive 
with the slack strands of the belts on 
top. 

Where drives are operated with the 
slack in the bottom strands, a properly 
applied idler to reverse the slack-side 
sag in the belts will improve the drive 
where operating conditions are severe 

Do not use an idler to put tension 
in the belts. 

Operate the belts with the mini 
mum tension that will drive the load 
without slipping. 

After belts are first installed, a few 
days are required for proper seating 
into the sheave grooves, after which 
the belts will tend to get slack. This 
will have to be taken out by adjusting 
center distance between sheaves. A 
properly designed V-belt drive should 
then operate for several months with 
out further adjustment. 

On individual motor drives where 
more than normal tension is required 
in the belts to prevent slipping, mount 
the motor on an automatic tension or 
a pivoted base. 

Keep lubricating oil from bearings 
and other sources off belts. In time oil 
destroys rubber and lets belts collapse 

Use oil resistant synthetic-rubber 
belts when they operate in the pres 

(Continued on page 162 
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HOW MANY arc left is the chief concern of stock clerks 
when filling orders. Bin cards in envelope on side of bin 
tell how many were put in. 


MINIMUM PAPERWORK FEATURES ... 





BIN CARD 
Item 3/4 x% BLACK HEX BUSH, 


Inv. 


Bin Capacity 800 Dec._500 _ 





Suggested >. ae 





Quantity 


Date Received 





coo 
— : a 


| 4 -af-$d 
3 -A0- S50 














LJ => 7-89 | J980 
ee 


HOW MUCH to order can be determined from bin and 


surplus stock cards by buyer since each receipt of goods is 


entered including date of receipt 








Low Cost Stock Control 


Minimum cosr and a daily tabulation of short supplies 
we features of the inventory control system used at 
facoma Plumbing Supply Co., Tacoma, Wash. Per- 
petual inventory is combined with stock inspection at 
time of filling orders to keep tabs on stock and aid in 
re-ordering 

After a study of sales, C. B. Baxter, president; E. D. 
Thomson, sales manager; N. FE. Henshaw, buyer, and 
William Matson, warehouse manager, segregated all 
items into two groups—fast-moving and slow-moving. 
Slow-moving items are recorded in a simple perpetual 
inventory showing in-out-balance and all posting is done 
by the warehouse staff. Records are kept on 4 by 6 in. 
mimeographed forms 

Inclusion of fast-moving stock such as soil and drain 
ige pipe, fittings and rough brass in the perpetual inven 
tory would have required a posting clerk. Instead, in 
spection of stock quantity on hand at the time of filling 
in order was adopted as a means of guarding against 


sets of cards are used, one set red and another 
They are identical in size (3 by 5 in.) and in 
nformation content (see illustration One of each is 
kept in a manila envelope attached to the side of each 
bin containing a fast-moving item. The red card is used 
to enter quantities placed in the bin whether directly 
by the receiving department or by the surplus stock 
clerk 
The white « show quantities received in 
surplus and to indicate whether or not the bin can be 
refilled from this source 
The receiving department is responsible for entering 
quantities placed in the bin, or in surplus, on the ap 
propriate card. If goods are transferred from surplus to 
the bins, the surplus stock clerk makes the entry on the 
red ( ird 
No record of withdrawals from the bin are kept. The 


SHORT SUPPLIES are marked on daily calendar and 
turned over to buver each evening by William W ) 


warehouse manager 


stock clerk who fills an order inspects the bin for quan 
tity on hand. If the supply is running low, he reports it 
to Mr. Watson. The latter checks the surplus card and 
orders a refill. If surplus is short, he checks on the quan- 
tity on hand and marks it on a daily calendar 

At the end of the day, Mr. Watson turns the day’s 
list of “shorts” to Mr. Henshaw for reordering. The 
date of receipt of goods indicates the time it took to 
sell the last supply. Mr. Henshaw bases his next stock 
order on this information and on the prospects of con 
tinuing the rate of sale 
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DISTRIBUTION 


In Today’s Economy 


As our national defense machinery swings 
into action, American industry stands ready 
with the industrial distributor as an indis- 
pensable ally in preventing waste in... 


» Time 
> Manpower 


> Materials 





“It is highly desirable to recognize that our effective business 
units are not confined to manufacturing. There is a tendency 
to ignore completely the function played by distribution in 
our peace and wartime economy. We cannot afford to over- 
look this part of the business world.” 
Charles Sawyer 
Secretary of Commerce 
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DISTRIBUTION IN TODAY'S ECONOMY 
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biggest job 
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DISTRIBUTOR SALES, throughout the years, have fluctu 
ated with the demands imposed upon industry. The sales 


__|Kore ond_v | 


National 
Defense | 


Public's pent- uf 
demands send 
production levels 
to new peace time 
highs; aid to Euro} 
pean countries helps 


keep industr 


ines filled, inven 


+ 





figures shown on the above chart are from INpusTRIAI 
DisrripuTion’s monthly activity index 


Distribution and Production Go Hand-in-Hand 


To meet the production goals of the defense effort, industry relies upon industrial 


distributing firms to have the right tools in the right place at the right time 


ACHIEVING PRODUCTION GOALS, it is universally agreed, 
constitutes the key to success in our national defense 
effort. To attain these goals, American industry must 
have the right tools, equipment and supplies in the right 
place at the right time. It is through a well-established 
network of 1,958 industrial distributing firms that these 
vital supplies flow to industry 

Th s curve for the industrial supply industry dur 
ing the last decade furnishes positive proof that pro 
duction and distribution are interlocked. One cannot 
flourish without the other. It is patent, of course, to state 
that without production, distributors would have nothing 
to distribute. It is equally obvious that record breaking 
production is of no value in any economy—defense, wat 
or peace inless industry’s output reaches users. 


Three Billion Dollar Industry 


Che industrial distributor is no Johnny-come-lately to 
America’s industrial front. He has grown with and helped 
nurture industry. He is located where industry is located. 
He, briefly, 1 three-billion-dollar-a-vear industry that 
enables both the user and the producer of industrial sup 
plies to effect such a saving of operational steps as to 
represent all the difference between order and chaos. 


Just how the distributor accomplishes this is casily un 


derstood when, viewed from the user’s standpoint. As a 
producer of planes, ships, guns, tanks or any of the other 
items that are needed in a defense economy, the user of 
industrial supplies is concerned with time, materials and 
manpower. And these are the fields in which the distribu- 
tor’s operations bring savings. 


How Time Is Saved 


No matter where he is located, the user of industrial 
supply products receives them only after they have trav- 
eled many miles, sometimes hundreds and frequently 
thousands of miles. But instead of waiting for delivery 
from distant points, the user orders industrial products 
from the distributor and waits while they travel “only 
the last mile’”—from the distributor’s shelves to the user’s 
plant. The distributor, having served the industries in his 
area for years, knows which products are in demand and 
he keeps those products in stock. 

“Down time”, that time when an entire plant or part 
of it stops operating because of a breakdown, is every 
production superintendent’s greatest worry. When a sin- 
gle machine is “down”, it is only a matter of time until 
the entire plant is affected; workers stand by idle; assembly 
lines clog up; costs go soaring and, what is probably most 
important, production schedules are not met. 
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PACIFIC 
Production workers 6.25 
Wor contracts 128 
industriol distributors 1! 40 

« 


/ WEST NORTH CENTRAL 


Production workers 
Wor controcts 
industrial destributors 


MOUNTAIN 


Production workers 
Wor contracts 
industrial distributors 





WEST SOUTH CENTRAL 


Production workers 3.82 
Wor contracts 52 
industria! distributors 10.16 


MATCHING PATTERNS are created when percentage 
figures are studied by regions. Note how closely the per- 


It is impractical, from both a cost and storage stand 
point, for plants to maintain duplicates of every tool and 
piece of equipment in those plants. Therefore, when a 
breakdown occurs—and they are more frequent when 
industry is operating on a stepped up basis—all efforts are 
turned to relieving the situation as rapidly as possible. 
Without the distributor, days, weeks and even months 
could pass while a plant awaited delivery of some small but 
vital tool or piece of equipment. With the distributor on 
hand, delivery time is cut to a minimum, a matter of hours 
and frequently just a matter of minutes. 

Old and shopworn as it is, the slogan “We are as neat 
as your telephone” is particularly apt and true when 
applied to an industrial distributor. 


How Material Is Conserved 


Each of the 1,958 industrial distributors in the United 
States has a considerable investment in inventory; the 
average inventory is valued at approximately $292,000. On 
the surface, this total inventory carried by industrial dis 
tributors (it amounts to more than one-half billion dol- 
lars) would seem to represent a mammoth stockpile being 
held in reserve. From a practical standpoint, however, 
the one-half-billion dollar inventory represents the mini- 
mum reserve of industrial supplies on which American 
industry can operate efficiently. 

Industrial distributors service manufacturing plants, 
mines and quarries, construction contractors, service indus 
tries and the transportation industry. Combined, these 
units according to Department of Commerce figures total 
776,000—776,000 customers for distributors. Broken 
down these figures mean that, for each customer, a dis 
tributor carries a stock valued at about $700. 

While it is impossible to arrive at any estimate of the 
amount of stock an average distributor customer would 
have to carry if the distributor did not exist, it is ridiculous 
to imagine that any plant could continue operations with 


DISTRIBUTION AND PRODUCTION GO HAND-IN-HAND 


EAST NORTH CENTRAL NEW ENGLAND 
workers 29.91 oduction workers 
rocts Oo tracts 
industria! distributors i885 


MIDDLE ATLANTIC 
Production workers 
Wor contracts 244 
industrial distributors 20.5 


EAST SOUTH CENTRAL 
Production workers 469 
Wor contracts 

industria! distributors, 557 


SOUTH ATLANTIC 
Production workers "2 


Wor controcts 61 
industrial distributors i28 


centage of World War II contracts and the percentage of 
production workers conform to the percentage of distributors. 


$700 worth of reserve tools, equipment and supplies. Any 
fair-sized plant eats up much more than $700 worth of 
expendable tools (drills, files, taps, grinding wheels, etc.) 
in a matter of weeks. Without the distributor, the average 
plant would be forced to carry a 60, 90 or 120-day inven 
tory of all of the hundreds of items carried by a 
distributor. 

It is conservatively estimated, therefore, that if indus- 
try were to attempt to operate without the distributor, 
our country’s standby inventory would swell to five or six 
times the size of the supply industry’s half-billion dollar 
inventory—and the protection would not be as great. 

Every product: on the distributor’s shelf represents 
reserve inventory for many plants, not one plant as it 
would if it were user-held. 


How Manpower Is Fully Utilized 


In saving time and conserving materials, the industrial 
distributor automatically keeps manpower operating at 
peak efficiency. Through his salesmen, the distributor 
keeps plants advised of the latest developments in equip- 
ment and supplies; he is an invaluable source for ideas 
on how to perform operations—he has the know-how of 
scores of plants at his fingertips; he is both engineer and 
salesman, especially to the thousands of plants who tackle 
defense work on a sub-contracting basis. 

The distributor’s operations, however, effect savings in 
manpower along other directions, too. Both the producer 
ind the user of industrial supplies use less manpower than 
would be necessary if they attempted to perform the 
distributor’s function on their own. 

Because of the distributor, the manpower involved in 
seeking information, contacting salesmen, making tele- 
phone inquiries, issuing purchase orders, handling in- 
voices, and issuing checks is held to a minimum. The 
customer and the producer deal with one instead of many 
in performing these operations 
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CHEMICAL PLANTS are vital in our economy—they rely on distributors for tools, equipment and supplies 


Distributors Serve All Industries 


Producers of planes, tanks, guns and other war material, food processors, mines, 


quarries, oil wells, ship builders and steel mills are distributor customers 


METAL WORKING SHOPS purchase a wide variety of FOOD PROCESSING, important in all times, is speeded 


products from distributors of industrial supphic up, thanks to distributor-sold products 


76 INDUSTRIAL DISTRIBUTION © NOVEMBER, 1950 





____DISTRIBUTORS SERVE ALL INDUSTRIES 


AIR POWER is dependent upon the output of such plants ARMAMENT PRODUCERS meet production schedules 


t 
is this—these plants depend upon the distributor’s services with tools and supplics purchased from industrial distributors 
I | | 


COAL MINES and oil wells that supply the fuel to keep SHIP BUILDERS are outranked in importance by none. 


industry going are customers of industrial distributors They, too, are served regularly and efficiently by distributors 
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The Distributor's Dollar-- How He Spends It 


Prerisgs 


Wilikhitiltili 


QZZIZ 





The major share of the distributor’s dollar goes for merchandise; a breakdown" proves . . . 


Distributors Operate Efficiently 


Stocks are tailored to the needs of the distributor’s customers and often 
include as many as 30,000 items that salesmen keep industry informed on 


[HE INDUSTRIAL DISTRIBUTOR is no mere broker. The 
inventory he carries, representing an investment of $291,- 
000, includes as many as 30,000 different items. And they 
are all items used and needed by the industries pictured 
on the two preceding pages. 

Distributors regulate the size and content of their 
inventories with great care. Each distributor's inventory 
is tailored to meet the demands of the area in which he 
operates. In a metal working area, cutting tools are a 
number one stock; where chemical plants are located, 
many distributors specialize in pipe, valves, fittings and 
steam specialties. 

Nothing could be more inaccurate than to label the 
distributor's stock as static or idle material. The average 
rate of turnover for distributor products—both the fast 
moving items and those which are inherently slow—is 
six times a year. 

That the distributor can perform his many-fold opera- 
tions, with merchandise accounting for 75 cents of each 
dollar, is indicative of administrative efficiency. On the 
opposite page are some typical distributor products. 

* The figures shown in the above illustration are the 1949 


averages for reporting members of the National Supply and 
Machinery Distributors’ Association 


Distributor’s sales are obtained by the demonstration 
of willingness to render honest worth-while service. 

It might be argued that, in a boom economy, industry 
demands the full capacities of industrial distributors and 
that, therefore, it is not necessary to maintain a sales 
force. Any such argument is based on a false premise, 
the fictional premise that salesmen sell without regard for 
the customer’s needs. Industrial distributor salesmen 
build sales by giving customers the newest production 
ind application knowledge and then following through 
to see that it is adapted efficiently and correctly to the 
particular customer’s needs. 

Many industrial distributor salesmen hold engineering 
degrees; all are practical, mechanical-minded individuals. 
They render service to both large and small plants. In the 
larger plants they serve as consultants to engineering 
staffs; in the smaller plants, where it would be economi- 
cally unsound to maintain engineering staffs, industrial 
supply salesmen are not only the consultants, they are 
the engineers. 

Without the advice and help of the industrial supply 
salesmen, many of these smaller plants would be unable 
to fill the sub-contracting role that is so important to 
our industrial economy. 
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DISTRIBUTOR PRODUCTS... Al Defense Plants Need Them | 





Abrasives, Coated Bars—Sheets and Shapes Bearings, Plain, Anti-friction 


Lip % BS de 


Compressors and Pumps 








Belts, V, Conveyor, Transmission Bolts, Nuts, Screws 


te 3 


Cutting Tools—Drills, Reamers, Taps, Dies Files Hand Tools Hoists, Chain and o Light Machine Tools 


ai 


Pipe, Valves, Fittings Rope, Wire & Manila; Cordage 


Machine Tools—Accessories Motors 


XK OQ <i? oF 


Sows, Circular, Band, Hack Steam Specialties Tools, Portable Electric and Pneumatic Wheels, Grinding, Wirebrush 


Miscellaneous Shop Supplies 


Brushes, Caster, " Greases, Packing, 
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DISTRIBUTION IN TODAY'S 


IMMEDIATE DELIVERY of a bush 
ing is needed by a plant 
Salesman Churgin borrows one from a 


defense 


ement plant, gives a receipt for it 


ECONOMY 








Se ae 

pets eo. tt - 2 
PERSONAL DELIVERY of the bush- 
ing is made by Churgin of Long Island 
City. He follows a shop man to the 
engine room. 





Salesmen At Work: 
Defense Plant Aided 


Typical of the services performed by 


distributor representatives is this case 


where a defense plant breaks down and 


is put back in operation within two hours 





THE PROBLEM 
1 worn 


was simple enough 
bushing (he solution, 
simple—get a new bush 
ing. But the compressed gas plant 
had none in stock; the distributor 
himself was “fresh out’, had only 
just sold his remaining rough stock 
of three to a cement machinery 
builder. So the problem, as Morris 
Churgin, salesman for Lilien Hard 
ware & Supply Corp., Long Island 
City, got it by telephone, wasn’t 
is simple as it seemed 

Without the bushing, the com 
pressed gas plant operated at 
than 50 percent of 


too, was 


less 
with 
one of its two important expansion 
“down.” And meanwhile hos 
pitals waited for their quota of “gas’’ 
for use im 


capacity, 
engines 


surgery; a nearby airport 
“gas’” for a hurry-up repair job 
on a plane scheduled to take off in 
the aftcrnoon—and who could say 
what other industries and shops would 
be held up for lack of compressed gas 


for cutting metal or brazing tools? 


needed 
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So when Mr. Churgin hung up his 
phone, he hadn’t said a straight “no” 
to the request for the bushing. He'd 
said: “Sit on it. I think I can borrow 
enough for the job.” 

He phoned a cement machinery 
maker customer, The Preload Corp., 
half a mile away, and obtained an 
okay from the warehouse manager to 
some bushing stock of the 
proper size. He hurried over to the 
cement man’s place, .picked up the 
bushing, hopped into his car and. . . 
but the car wouldn’t start. He didn’t 
waste any time tinkering, either. 

He ran back into Preload and asked 
for a lift in one of their trucks. They 
obliged him again, got him there all 
in one piece but a little rattled. 

Then it was only a question of 
standing by while the machinist at the 
compressed gas plant turned down the 
24-in I. D. by 4-in. O. D. to size, 
2}-in. by 3}-in. by 5-in. 

It might have been done differently, 
but -maybe not as well. The stock 


borrow 


OLD BUSHING on the shaft end of 
an expansion engine had a clogged oil 
hole. The shop superintendent wor- 
tied about the damage it could cause. 


STANDING BY in case he’s needed, 
Churgin watches as a machinist turns 
down the bushing to size 
was back in operation two hours after 
phone call 


The engine 


wasn’t anything really special, nothing 
really hard to come by. Mr. Churgin 
might have scouted another distribu 
tor nearby for some; or phoned to New 
Jersey for more from the manufacturer. 
He'd have come though with some 
stock in short order. 

But each of these other possibilities 
would have involved time—and paper 
work. Mr. Churgin’s quick-thinking 
solution involved neither, except for 
the receipt he gave the warehouse 
manager at Preload. 

He’s paid him back since, of course, 
as far as the bushing stock goes—but 
he owes him something extra for his 
good-will. So does that surgeon wait 
ing to perform his operation, and the 
airplane mechanic working on his wing 
job. But who'll ever tell them?—how 
will they ever know how much they 
owe that distributor and his two co- 
operating customers? 
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SALESMEN AT WORK 





Distributor “Selling” 
Is Spelled $-e-r-v-i-c-e 





INDUSTRIAL SUPPLY SALESMEN get around a lot; a recent 
survey shows that the average salesman actively services 
145 accounts. How this coverage of a wide variety of 
manufacturing processes helps the plants is illustrated by 
the case of Joe Kress, industrial supply salesman for the 
Joseph Woodwell Co. of Pittsburgh. 

\ manufacturer of saw blades and paper cutters in 
Pittsburgh was drilling from six to eight holes in each 
blade and cutter with a single drill. Six, seven or eight 
separate drilling operations were required on each product 

On one of his recent calls to the manufacturer, Mr. 
Kress suggested a multiple drill head for the operation, 
and proved that it would do the job by telling of a similar 
process he had seen in another Pittsburgh plant. The 
manufacturer accepted Mr. Kress’ idea, and now all the 
holes are drilled at once, in one operation. 

Nothing dramatic about this except the result: produc 
tion in this plant is up 300 percent 

Another case? Take that of the manufacturer who 
is producing gun barrels under government contract. This 
assembly line process developed a bottleneck at the point 
where the barrels were sawed to the proper lengths. ‘The 
saws just couldn’t keep up with the rest of the line. 

This company didn’t wait for Mr. Kress’ regular visit. 
[he production superintendent called him in and ex 
plained the process. By substituting a sample blade of 
greater coarseness, which he had in his car, Mr. Kress 
cut 40 seconds off the sawing time, on the spot 

A return visit with blades Mr. Kress knew would do 
this particular job even better resulted in a full minute 
shaved off the sawing time. 

Now the company has called him in again. The steel 
is being cut so fast that it’s now ahead of the assembly 
line. They want to know if Mr. Kress can speed up the 


polishing operation inside the barrels. He can and will 


BEFORE: Production of a paper cutter was slow and costl; 
because the manufacturer was using a single drill. Salesman 
Joe Kress recommended employing a multiple drill 


4 BOTTLENECK IN GUN BARRELS developed in a 
plant working on a government contract. Recommendation 
of a new blade cut production time one minute per barrel. 


NIGHT WORK is nothing new to distributor representa- 
tives. Mr. Kress, having received an emergency call, hurries 
to the warehouse for the needed product 


AFTER: Kress’ recommendation was followed. Instead of 
six to eight operations, there now is only one. Production 
is up 300 percent, thanks to the distributor salesman 
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WHEN SUPPLIES ARE NEEDED, DISTRIBUTOR CUSTOMERS DO NOT WAIT; THEY GET... 


Delivery From Stock 


WAREHOUSING AND DELIVERY COSTS can be extremely high 
and when a plant attempts to perform the operations for 
itself, the costs are high. In the distributor's operation, 
though, the costs are kept at a minimum. The difference 
in costs is accounted for by the simple fact that che dis 
tributor handles and delivers thousands of items while a 
single plant would deal in hundreds at the most. 
Distributors, because they warehouse and deliver on a 


DELIVERIES are made by distributors chiefly by truck 
Ihe average distributor operates, either through ownership 


or under lease, four trucks 
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large scale, employ the most modern of materials handling 
methods; they stock their products so the fastest moving 
items are in the most accessible spots; they make regular 
deliveries and thus serve many customers, reducing the 
individual delivery cost. Distributors know, though, that 
delivery costs are not the whole story and, in cases of 
emergencies, are prepared to make special deliveries 
deliveries that prevent or minimize “down” time. 





SMALL ITEMS are stored in well-identified bins, making 
it easy for stock pickers to fill orders and h 
their way to plants 


them on 
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TEAMWORK AIDS INDUSTRY 





Distributors Operate 
As Team 


To Aid Industry 





Services are many-fold but all add up to 
savings in time, material and manpower 
for industry; for each outside represen- 


tative distributors use five inside men 


THE INDUSTRIAL DISTRIBUTOR has been described 
basically a selling organization. It is true that, in the 
normal operation of a distributing firm, emphasis is 
placed on sales. It is equally as true, however, that sell 
ing in the sense that it is done by the distributor is not 
even remotely related to high pressure and sharp practice 
selling. The distributor buys and sells products, and 
in doing so he renders invaluable service to both the 
producer and the user of the goods he handles. 

His services are many-fold. From the user’s stand- 
point, they start the instant the distributor’s outside 
representative steps into a plant. Being a source for 
as many as 30,000 items, the distributor representative 
conserves the time of the user’s purchasing department; 
having extensive knowledge of product applications, the 
representative gives authoritative advice; being well in 
formed on new products and their applications, the 
representative makes recommendations that speed up 
production; knowing manufacturer-suppliers, the repre- 
sentative suggests substitute products for those in short 
supply, quotes reliable delivery dates and _ handles 
expediting. 

[o perform these various services, the distributo1 
representative does not have to rely completely upon 
himself. He is backed by a smooth running organization, 
an organization that takes a mass of detail work from 
the shoulders of buyers and manufacturer-suppliers. 

The distributor’s inside organization outnumbers the 
outside personnel by five to one, on the average. The 
figures, five inside workers for every outside representative, 
give an inkling of the amount of detail work involved 
in the distributor operation. To perform these many 
details, the distributor employs the most modern of 
business machines and systems. 

The distributor’s detail work is handled so efficiently 
it is a routine operation. But, to make sure that it is 
kept in this category and that all operations dovetail 
without wasted manpower or time, the distributor, like 
other business firms, has administrative personnel. 

Administrative work in a distributor organization 1s 
an extensive operation. It starts even before the dis- 


INDUSTRIAL DISTRIBUTION 


CONFERENCES between distributor executives and man- 
ifacturer’s men are commonplace; they lead to better service 
ind more information for distributors customers. 


UP-TO-DATE INFORMATION is relayed to distributor 
executives at regular staff meetings. Manufacturer's men 
speak frequently, telling of new applications for products. 


ll 
CUSTOMERS’ NEEDS are not a matter of guess work 


for distributors. They maintain accurate sales analysis and 
inventory systems, know what will be needed, when and 
where 
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DISTRIBUTION IN TODAY'S ECONOMY 


ae 


DISTRIBUTOR EXECUTIVES are experienced market 
ing men. By studying reports from salesmen and sales 
analysis figures they keep abreast of industry’s needs (left); 


tributor signs up with a manufacturer-supplier to 
distribute the manufacturer's products; the market for 
the products is appraised. 

Once a line is taken on, the distributor has frequent 
conferences with manufacturer's men; he has the manu 
facturer’s representatives speak at staff meetings, explain 
ing product application to the distributor representatives; 
he studies sales analysis and inventory figures to make 
sure the products are ordered in the right quantities to 
insure that industry will be able to obtain the products 
when they are needed; he supervises warehouse opera 
tions, making sure that they are efficient; he studies 
physical layout of his offices and warehouse so there will 
be no wasted effort 

Through the close contact engineer-salesmen have 
with industry, the distributor is in a position to anticipate 
the needs of customers, as a group and as individual 
buyers. Many distributors keep books on the needs of 
individual customers, a practice that proved popular 
imong purchasing agents during World War II. With 
such records, distributors can forecast supply requirements 


distributor representatives are kept appraised constantly of 
developments concerning stock and sales (center); detail 
work (right) is a routine operation for distributors 


and take steps to see that they are met. They have been 
so successful along these lines that many buyers have 
said “The distributor is part of my buying family”. 

Probably no greater compliment to efficiency of dis 
tribution could be paid than is contained in the state 
ment of the purchasing director of one of our largest 
corporations. The purchasing director put through a 
blanket order to all branches to eliminate the checking 
of shipments received from distributors and to eliminate 
the checking of invoices received from distributors. A 
study of shipments and invoices had convinced the 
purchasing director that errors were virtually non-existent, 
that checking was a waste of manpower and dollars. 

In return for the services he performs, the industrial 
distributor, of course, makes a dollars-and-cents profit. 
‘he profit, as shown in the dollar illustration on page 78, 
is a relatively small return on investment—1.61 percent. 

Rent, real estate, taxes and insurance account for a 
larger share of the distributor's dollar than does profit. 
Distributors, for the most part, are located in low-cost 
districts, where fixed costs are generally low 





Time Saved For Defense Work 


Distributors are solid insurance against delays; study of single aircraft 


plant’s purchases in one month reveals a saving in waiting time of 766 days 


\s OUR DEFENSE OPERATIONS speed up, delivery of pro 
duction tools, equipment and supplies slows down—the 
products in greatest demand are in shortest supply. In- 
dustrial distributors are fully aware of this truism. Each 
distributor's stocks are balanced to meet the needs of his 
area; the distributor anticipates—at the risk of dollars- 
the quantity of products that will be needed and sees to 
it that those products are on hand when needed. They are 
in business to save waiting time for their customers, 
America’s defense industry 

Just what this saving of time amounts to will vary with 


distributors and with custome Obviously, the plant 


located thousands of miles from sources of supply will 
effect a greater saving of time by dealing with a distributor 
than will the plant located close to supply sources. 

It was to insure that the study tabulated on the next 
page would show an average picture, that it was made 
in an area close to manufacturers of many supplies sold 
through industrial distributors. The result is that the total 
savings are on the conservative side. Another factor that 
merits attention is that the study was made before govern- 
ment contracts had had time to create any sizeable impact 
upon our economy. 

Tabulated opposite are sales made to one customer— 
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TIME SAVED FOR DEFENSE WORK 





an aircraft plant—by one distributor over a one-month 
period. The listing, because it covers only one month, 
does not give a true picture of the variety of items pur- 
chased by the plant. Many other products are purchased 
but such purchases just did not happen to be made during 
the month under study. 

It is interesting to note, though, that there are many 
orders for the same products. Had the aircraft plant been 
dealing direct with manufacturers, time would be lost 
accumulating orders for one product until it was sizeable 
enough to warrant placing an order direct and then there 
would be a waiting period. 


The tabulation reveals other facts, too. In the case of 


the precision tools delivered by the distributor in six 
days (see asterisk *), the distributor salesman, aware of 
the company’s operations and anticipating its need for 
these special tools, recommended placement of an order 
with the supplier eight days before he actually received 


the order. The result: an eight-day saving of time for the 
customer. 

In a second case (note double asterisk **), couplings 
were delivered in a matter of hours despite the fact that 
the distributor did not have them in stock. Rather than 
subject the customer to a three-week wait, the distributor 
borrowed the couplings from another distributor. 

A third case (note triple asterisk ***) points up the 
distributor’s constant awareness of a customer’s increasing 
needs. In this case a three-week delivery time was cut to 
five days because the distributor, knowing there would 
be a demand for the V-belts, had placed an order for 
them 16 days before they were ordered from him. 

That occasionally the distributor was obliged to back- 
order items merely proves the point that the listed “‘deliv- 
ery times without the distributor” are accurate. The days 
listed in that column are the actual days it took the dis- 
tributor to replace his stock from the time of ordering. 





766 Waiting Days Saved For Aircraft Plant 


Delivery 
Time 

Without 

Distributor Saved 


Delivery 
Time By Days 
Product Ordered 


Valves 


Distributor 


Delivery 
Time 
Without Days 
Distributor Saved 


Delivery 
Time By 


Product Ordered Distributor 


Precision Tools 
Precision Tools (*) 
Chuck Wrenches 
Chucks 
Files 
Precision Tools, 12 

7 out of stock 

5 backordered 
Metal Slitting Saws 
Couplings (** 
Hose 
Gears 
Rubber Arbors 
Files, 7 doz. 

5 out of stock 

2 backordered 
Files, 15 doz 

13 out of stock 

2 backordered 

Carbide Stones 
Files 
Chucks 
Couplings 
V-Belts (*** 
Files, 31 doz. 

29 from stock 

2 backordered 
\ alves 
Precision Tools 
Gears 
Precision Tools 
Files, 6 doz. 

3 from stock 

3 backordered 
Twisted Rawhide 
Bearings 
Gears 
Files, 9 doz. 


4-6 weeks 
4 days 
14 days 
4 days 


Same day 
4 days 
6 days 
Same day 
Same day 4 days 
Same day 2-3 weeks 
1 week 
1 week 


5 days 


Same day 
1 week 
Same day 
3 weeks 

30 days 
5-6 days 
10-12 days 


Same day 
Same day 
1 day 

Same day 


Same day 2 weeks 

2 weeks 2 weeks 

3 weeks 

3 weeks 

3 weeks 

3 weeks 

5 days 
10-14 days 


5 days 21 


Same day 
3 weeks 
Same day 
Same day 
| day 
Same day 


3 weeks 
3 weeks 
1—6 weeks 


6 days 


Same day 
3 weeks 
Same day 
Same day 
2 weeks 
2-3 weeks 


Same day 


Same day 


1 month 
1 month 
Same day 2 weeks 
1 week 

2 weeks 


Same day 
1 month 


Same day 
Same day 


35 
0 
8 
3 
3 

16 


5 from stock 

4 backordered 
Precision Tools 
Rubber Arbors, 24 

15 out of stock 

9 backordered 
Electric Tools 
Chucks 
Gears 
Sheaves, 16 

8 out of stock 

8 backordered 
Abrasive Sticks 
Files 
Gears 
Carbide Blanks, 25 

5 out of stock 

20 backordered 
Motor Bases 
Shim Stock 
Grinding Wheels, 20 

10 from stock 

10 backordered 
Speed Reducer 
Grinding Wheels, 25 

19 from stock 

6 backordered. 
Sprockets, 4 

3 out of stock 

| backordered 
Gears 
Lathe Tools, 2 

1 from stock 

| backordered 
Bushings 
Air Guns 
Cutting Tools 

Drills, Taps, Reamers 
V-Belts 


Next day 
| month 
Same day 


Same day 
10 days 

1 day 

1 day 
Same day 


Next day 
2 weeks 

Same day 
Same day 
Next day 


Same day 
2 weeks 
Same day 


Same day 


Same day 
1 month 
Same day 


Same day 


2 weeks 


Same day 
1 week 
Same day 


Same day 
6 weeks 

Same day 
Same day 


Same day 
Same day 


1 month 28 
1 month 0 
2-3 weeks 


10 days 
10 days 
1 week 
1 week 
2 weeks 


2 weeks 
2 weeks 
week 
weeks 
weeks 


2 weeks 
weeks 
2 weeks 


week 


month 
month 
month 


2 weeks 
weeks 


week 
week 
weeks 


weeks 
6 weeks 
10 days 
1 month 


1 week 
+ weeks 
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A SINGLE STOCKPILE SERVES MANY PLANTS AND THUS ... 


Distributors Save Material For Defense 


INVENTORY MAINTAINED by industrial distributors con 
stitutes a bulwark against production slowups and stop 
pages. That the distributor's inventory is industry’s 
“reserve” stock can no more be denied than can the 
fact that industry must have reserve stock 

fo obtain maximum efficiency in production, indus 
try’s problem, therefore, is not one of how to eliminate 
reserve stocks; the problem resolves itself into one of 
how to keep reserve stocks at a low level but still at a 
level that will guarantee production can go full speed 
ihead at all times 

The industrial distributor furnishes that guarantec. 
He furnishes it by maintaining inventory upon which 
many plants can draw. Without the distributor, each 
customer would have to maintain his own reserve pool 
of stock. Nationally this would mean 250,000 industrial 
plant stocks and another 526,000 pools for service indus 
tries, mines, quarries and other distributor customers—a 


total of some 750,000 reserve stockpiles 


Individually, each of the mythical 776,000 stockpiles 
would amount to less than the inventory maintained by 
a large distributing firm but collectively they would 
dwarf today’s stockpiles. Our nation would have reserve 
stocks that would stagger the imagination—and bankrupt 
many a firm holding the reserves. 

Of course it is fantastic to imagine that any plant 
would carry a reserve stock so complete that it could 
replace every tool or piece of equipment from stock. 
In addition to the investment in the tools and equip- 
ment, the cost of storing the supplies would make such a 
venture prohibitive. 

While it is true that the distributor has storage and 
inventory control costs, his stocks go to hundreds of cus- 
tomers and, therefore, the cost is spread 

Costs, of course, are not the ranking factor in a de- 
fense or war economy. Materials are all important and 
the distributor is the established means by which pipe 
lines are kept shortest and filled most efficiently. 
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Distributors Hold 
Key To Savings 


Stupies by both large and small companies have proved 
beyond all doubt that paperwork is expensive to handle 
—expensive not only in dollars and cents but, what is 
more important, expensive in time and manpower. 

(he distributor, by concentrating office routine, keeps 
paperwork at a minimum for both manufacturer sup 
pliers and the users of distributor products. W ithout the 
distributor there would be a multiplicity of operations. 


The Manufacturer-Supplier . . 


Speeds product information to indus 
try by dealing with a few hundred 
distributors instead of thousands of 
users. 

Result: Time and Manpower Saved 


Employs a few representatives to work 

with distributors instead of hundreds 

to work with thousands of users. 
Result: Time and Manpower Saved 


Handles inquiries from a few hundred 
distributors instead of from hundreds 
of thousand of users. 

Result: Time and Manpower Saved 


Receives purchase orders from a few 
hundred distributors instead of receiv 
ing hundreds of thousands from indi 
vidual users. 

Result: ‘Time and Manpower Saved 


Prepares one invoice to a distributor in 
stead of thousands of invoices to indi 
vidual users 


Result: ‘Time and Manpower Saved 


Extends credit to and receives pay 
ment from one distributor instead of 
thousands of users. 


Result: ‘Time and Manpower Saved 


American Industry .. . 


Obtains information on hundreds of 
products from one source, the distrib- 
utor, instead of from many manufac- 
turers. 


Result: Time and Manpower Saved 


Interviews one distributor representa- 
tive who knows the plant’s problems 
instead of hundreds of manufacturers’ 
inen who do not. 

Result: Time and Manpower Saved 


Gets information on products with 
one local telephone call instead of 
hundreds of long-distance calls to 
manufacturers. 

Result: Time and Manpower Saved 


Places one order with the local dis 
tributor for many products instead of 
many orders with many manufacturers 
in widely separated points. 


Result: ‘Time and Manpower Saved 


Receives one invoice covering many 
products from the distributor instead 
of many InVvOICeS from many manu- 
facturers 

Result: ‘Time and Manpower Saved 


Writes one check for supplies bought 

from the distributor instead of writing 

scores of checks for manufacturers. 
Result: Time and Manpower Saved 
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As Others See The Industrial Distributor 


[HAT THE INDUSTRIAL DISTRIBUTOR'’S OPERATIONS are 
interlocked with those of American industry in all 
economies—war, defense or peace—is recognized by 
both manufacturer-suppliers and users of industrial 
tools, equipment and supplies 

One of the more important testimonials to the 
efficiency of the distributor is found in the advertise- 
ments of manufacturer-suppliers to users. In hun 
dreds of cases it is general practice for the manufac 
turer-supplier to include in all advertisements a line 
urging users to get in touch with “your local dis- 
tributor” for information as to how the products can 
best be used. Some manufacturers have even gone to 
the extent of creating a symbol for distributors and 
using the svmbol extensively in advertising. 


From the Manufacturer-Supplier’s Standpoint 


here is only one conclusion to be reached: Manu 
facturer-suppliers recognize that industrial distribu 
tors are performing a vital function. 

Here, for example, are statements of four execu 
tives of well-known manufacturer-suppliers: 

“Were we to discontinue having our line sold 
through industrial distributors throughout the coun- 
try, it would be necessary for us to immediately install 
two to three hundred warehouses so as to give the 
same service we are now able to give through our dis- 
tributors.” 

E.. J. Chamberlain, Fxecutive Vice-President 
National ‘Twist Drill & Tool Co. 


“The importance of industrial supplies of all kinds 
to manufacturers of the products, which are so vital 
to the defense requirements of our country, as well as 
the magnitude of the task to be accomplished, focus 
anew the attention of the procurement staffs of these 
plants on the necessity for on-the-spot information 
and stock service. Industrial supply distributors, in 
fulfilling their prime functions of making available 
local stocks of the thousands of production and main- 
tenance supplies and the necessary information about 
them and their use, are a necessity to insure the 
uninterrupted output of plants producing materials 
for both military and civilian use.” 

Ralph M. Johnson, Vice President in Charge of Sales 
Norton Company 


“The distributor is necessary to us both on the 
buying and selling side of our business. We have a 
very definite distributor policy which is reduced to 
print, so that there can be no mistake about it. This 
has been one of the bed rocks of our business.” 

S. Duncan Black, President 
The Black & Decker Mfg. Co. 


“The industrial distributor multiplies our selling 
and service effectiveness thousands of times, because 
he localizes the necessary steps to a completed sale— 
or purchase. This local-level service saves time, 


money and manpower that would otherwise be spent 
by thousands of manufacturers in duplicate efforts. 
Considering the multitude and variety of items 
required by industry, both large and small, similar 
savings in time, effectiveness and money are accom- 
plished because of the elimination of similar efforts 
in the procurement of manufacturing material.” 
R. P. Melius, Vice President-Sales 
Rockwell Manufacturing Company 


From the Users’ Standpoint 


Users of industrial tools, equipment and supplies 
also are aware of the services performed by the indus 
trial distributor. ‘Typical of the comments users make 
on the advantages they derive from dealing with dis 
tributors is this statement from Murray B. Jones, 
\ssistant to Director of Procurement, Glenn L. Mar 
tin Co., Baltimore: 

“We believe that the question can best be an- 
swered by comparing the distributor's operations to a 
cooperative plan of buying. 

“TI mean by that—our distributors in the Baltimore 
area will under normal conditions and, depending 
on their representation, supply approximately 15 
large industries. In buying for distribution to those 
industries, they can stock on a projected minimum- 
maximum basis and thereby give us services that we 
would be denied in ordering direct from the factory in 
small quantities. 

“In effect, the distributor establishes a warehouse 
for the manufacturer without the normal expense 
to the manufacturer.” 

Thousands of other buyers, buyers in all branches 
of industry, echo Mr. Jones’ statement and, like M1 
Jones, they do more than just talk about the services 
of distributors—they use those services. 


From the Government's Standpoint 


Recognition of the role distributors have in “Today's 
Economy” is also given by government officials. On 
the first page of this article (page 73), is a statement 
by Charles B. Sawyer, Secretary of Commerce, which 
was made in an address in Chicago 

Other men serving the government in war time 
ilso had things to say about the distributor. In 1943 
Charles E. Wilson, president of General Electric 
Co., was Executive Vice-Chairman of the War Pro 
duction Board and had this to say: 

“We need the help of every industrial distributor 
and every distributor's field representative in the 
drive for greater war production. Industry can only 
turn out more by utilizing new ideas for doing its job 
faster and more efficiently. The supply people, who 
go from plant to plant in their daily rounds, are a 
major force in spreading new production ideas 
throughout industry.” 

Thus it is from the standpoint of all: The indus 
trial distributor is a vital factor in “Today's Econ 
omy.” 
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HOW TO TELL TOP QUALITY in a paint 
brush: Simplest way, of course, is to look 
for the name “OSBORN” — recognized 
throughout the world for the very best in 


workmanship and materials. 


ON THE PAINT BRUSH BUSINESS? 


Are you constantly telling your customers about 
OSBORN top quality painting tools? 

Are you stressing the completeness of the 
OSBORN line. . 
right brush for every job? 


. the ability to give them the 


Osborn No.611 Osborn No. 401 Osborn No. 105 Osborn No. 435 Osborn No. 441 
Flat Sash Tool Varnish Brush Heavy Round Wall Paint Oval Varnish 
Glue Brush Brush or Paint Brush 


The prospects for paint, varnish and main- 
tenance brushes are legion! Here you have the 
means to get a good grip on profitable business 
and repeat business. Are you making the 
most of it? 


THE OS80RN MANUFACTURING COMPANY 


Dept. 361, 5401 Hamilton Avenue Cleveland 14, Ohio 














WORLD'S LARGEST MANUFACTURER OF BRUSHES FOR INDUSTRY - POWER DRIVEN BRUSHES + PAINT BRUSHES - MAINTENANCE BRUSHES 
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U. S. TOTALS 


September 1950 
Compared with 
September 1949 


+907 








First 9 Mos. 1950 
Compared with 
First 9 Mos. 1949 


+13% 


Le) 
Wild 


Compicep BY Inpustriat DistRispuTION 





Supply Sales Trends 


Preliminary Figures For September, 1950 





September 1950 
Compared with 
August 1950 


September 1950 
Compared with 
September 1949 


First 9 Mos. 1950 
Compared with 
First 9 Mos. 1949 








NEW ENGLAND 


Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 


New Jersey 
New York 


Pennsylvania 


SOUTH 


Delaware 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 

West Virginia 


EAST NORTH CENTRAL 


Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


-3% 


-4% 


-6% 


-3% 








+69% 


+92% 


+46% 


+90% 





+2 9% 


+12% 


+8% 


+22% 
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Oster No. 702 “WILCO” 
Pipe Threading Machine 
Standard range 1/4" to 2” pipe. 
Extra range 1/8" pipe. 

Bolt range 1/4" to 1 1/2". 


The exclusive Oster “Auto- 
grip” Front Chuck. Operator 
spins handwheel until jaws 
strike pipe. Then he starts the 
machine, The chuck jaws take 
hold instantly - AUTOMAT- 
ICALLY. The tougher the pull 
—the tighter the grip! 


| Rear Chuck is new universal, revolving type 
with three powerful, quick-acting plain jaws. 


Die-Head —Quick-opening, individual quick- 
change die-head is adjustable, floating type. 


| Dies are HIGH SPEED STEEL for long 
production runs. Long lead for easy starting 
and cutting. 


% Cut-off Device is self-centering, roller type 
which needs no roller adjustment. Heavy, rigid 
construction. Fast operation. 


| Worm Gear Drive—Method of drive is 
through 3 “V” belts and hardened and ground 
triple thread worm driving a bronze worm 
gear on spindle. Spindle is mounted in 
BALL BEARINGS. 


Be Coolant System —Individually motor driven 
centrifugal pump provides uniform flow of 
coolant delivered through swinging spout 
mounted in ball joint. 


BB other Features shown in illustrated 
Bulletin No. 702. Write for copy. 


q © threading machines 


Time-saving, cost-reducing features of Oster 
threading machines make your selling job easier 
and more profitable. 


A specific example is: the new Oster No. 702 
“WILCO”, illustrated here. Advanced features 
of this modern threader are engineered for faster 
chucking, faster threading and a minimum of 
operation effort. 


these speeds! 


(threading time in seconds) 





Chuck- 
Pipe | ing and |Thread- | Cutting |Reaming 
Size Un- ing Off 

chucking 























1%" 
y af 


























ERERRS AN 
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That’s the kind of FACTUAL information to 
tell your prospects who seek higher production 
and lower costs of threading pipe and bolts. 
Complete details to help you discuss this 
machine with your prospects are graphically 
presented in the No. 702 illustrated bulletin. 
Write for your copy now. 


THE OSTER MANUFACTURING CO. 
2041 East Gist Street ¢ Cleveland 3, Ohio 
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SALES TRENDS (Continued ) 





September 1950 
Compared with 
August 1950 


September 1950 


Compared with 
September 1949 


First 9 Mos. 1950 
Compared with 
First 9 Mos, 1949 





EAST SOUTH CENTRAL 


Alabama 
Kentucky 
Mississippi 
Tennessee 


WEST 


Arizona 
Colorado 
Idaho 
Iowa 
Kansas 
Minnesota 
Missouri 
Montana 


Nebraska 
Nevada 

New Mexico 
North Dakota 
South Dakota 
Utah 
Wyoming 


WEST SOUTH CENTRAL 


Arkansas 
Louisiana 
Oklahoma 
Texas 


PACIFIC 


California 
Oregon 
Washington 





14% 


-I% 


+13% 


-11% 





+26% 


+40% 


+69% 


+62% 





+62% 


+2% 


+16% 


+13% 








U.S. Total 

New England 
Middle Atlantic 
South 

East North Central 
East South Central 





August 1950 


' 


+60% 


Final Supply Sales Trend Figures for August, 1950 


August 1950 First 8 Mos. 1950 
Compared with Compared with 


July 1950 


Compared with 


August 1949 First 8 Mos. 1949 
422% 59% 
427% 
+-24% 


+ 13% 
+ 16% 


+-60% + 7% 
+61% 
| 66% 
153% 
+ 49% 
+52% 


+75% 


10% 
21% 
20% 
12% 
+ 8% 
18% 
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A GOOD PRODUCT 
AND EFFECTIVE 
MERCHANDISING 
MAKE YARWAY 

IMPULSE STEAM TRAPS 
A PROFITABLE LINE 
FOR 
SELECTED DISTRIBUTORS 


Write for information 


NOW! AT NO INCREASE IN COST 


Makes a good steam trap better 


Nearly 650,000 Yarway Impulse Steam Traps have already been installed— 
proof that they are doing a good job. 


Now a stainless steel body makes this famous littletrapeven better—at no increase in cost. 
Better in wear, better in service. Users will find Yarways require less maintenance 
than ever. All parts are wear-resistant, practically wear-proof. There is only one 
moving part, a small, stainless steel, heat-treated valve. Important, too—Yarway 


Impulse Traps are suitable for all pressures up to specified maximum without change of 
valve or seat. 


Other popular advantages are small size, light weight, easy installation and low cost. 
Often it costs Jess to buy a new Yarway trap than to repair an old, ordinary trap. 


In performance—ask any user. They all say Yarways are the traps that get equipment 
hotter sooner and keep it hot! 


YARNALL-WARING COMPANY 
111 Mermaid Avenue, Philadelphia 18, Pa. 


IMPULSE STEAM TRAP 





The Outlook For Business 





CONTROLS NEXT YEAR 


MILITARY DEMANDS 


WAGE INCREASES 


BLACK MARKET 


How much production will be shifted to military orders? 


This year business will hardly feel the impact. By year’s end business will 
be counting 1950 as the greatest peacetime year — and greater than any war year 
for most lines. Autos, steel production, housing, electric power, dozens of others, 
will set new marks. 


Economic controls talked of so far are almost all designed for next year. 
Defense order priorities going out now will touch only small percent of today’s 
production. Impact of credit controls won’t be really felt until next year. 


And it will be mid-1951 before military production begins to cut sharply into 
supplies of basic materials. Latest estimates of the increases in military’s de- 
mands are for: 

Steel — from 2% now to 10% by mid-1951. 

Copper — from 6%-7% now to 22%-23%. 

Aluminum — from 8% to 23%-24%. 


By mid-year, however, the impact on civilian production will be serious. 
Appliances, other products that use a lot of copper, may be cutback as much as 
25%. Overall production of metal-using items may be cut 15%. 


But look for rising production of industrial goods. Equipment for electric 
utilities, steel mills, defense plants, refineries — and others — is basic in mobi- 
lizing U.S.’s industrial machine. It’ll come under priorities, like direct defense 
orders, when the squeeze gets tighter. 


Wage increases — the 1950 round — come along steadily. Apparel workers, 
telephone employees — and now steel and rubber workers — are joining in the 
parade. One lesson of the 1950 round: long-term contracts won’t hold if employees 
feel they suffer a serious inequity. 


But wage increases, the steady rise in military spending, and new gains in 
prices all add to inflationary pressures. 


Washington is beginning to worry seriously about inflation — next year. The 
military program will go ahead. Spending, as it is planned now, will step up from 
a rate of about $1.2 billion a month now to $3 billion a month next summer. It’s a 
mobilization designed to contain Russia’s strength — wherever the Reds put on 
the pressure. Rearmament won’t slow down even in the face of a Russian ‘‘peace 
offensive’, say Washington’s top officials. 


But — unless there are new ‘‘incidents’’ — it will be tougher to raise taxes. 
It’ll be a lot harder to apply effective controls on prices, wages and production. 
And it will be much tougher to enforce controls if people feel they aren’t really 
needed to wage war. 


Black markets are making prices deceptive. Non-ferrous metals, for example, 
are going at 20% or more above list prices in many Sales. Used machinery in some 
cases is reported selling for more than new. Construction industry is paying pre- 
miums for some materials, for skilled labor. 


It’s another wartime problem returning to plague business. 
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When I’m called a 


“CHARACTER” 


. 1 just smile 





Sometimes, when people call me that, I’m not 
sure they have in mind the same meaning I do. 

To me it means: “distinguishing trait; reputa- 
tion, repute”. (That’s in Webster’s—I looked 
it up.) 

Well, I certainly have “distinguishing traits”. 
In fact, they stick out all over me. That’s why 
I'm on every single package of “National” 
fasteners. And I’m mighty proud to be identified 
with those eye-catching black and red cartons— 


(man, how they dress up your shelves)! 


eee A OARS SELES ELLIE, 





As to “reputation, repute’ —almost everyone 


knows I represent the most complete line of “National” Products Include: 
fasteners made by any one manufacturer. And 


ALLL ALE ELLAND ALIR 


Wood Screws © Machine Screws © Nuts 
they know those fasteners are made to the Cop Screws ¢ Tapping Screws 
highest quality standards. (That’s why you can Stove Bolts Carriage Bolts 
always keep your customers happy by selling ie iis ats 


them “National” fasteners.) HODELL CHAINS 


So if you want to call me a “character”, it’s all CHESTER HOISTS 


right with me... if you know what J mean. 














a Z LOMA THE NATIONAL SCREW & MFG. COMPANY 
Cleveland 4, Ohio 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 
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wes: How they... 


... adapted waste counter space for display 


A HOUSEWIFE’S WINDOW-BOX gave Frank Hyland 
the idea for this compact display rack fastened to the coun 
ter at Mid-Island Supply Co 


A LITTLE WHILE Aco, Mid-Island Supply Co. of Long 
Island City had a problem to solve; in what inexpensive 
but effective way could they call their customers’ atten- 
tion to the various products they stock and sell? Their 
solution?—they decided to put booklet literature out 
front in some interesting kind of “silent salesman” dis- 
play. 

Nothing new in that; nor in their choice of a location 
for the display, their counter area, the point of first 
contact with the customer. But their counter area was 
small; every inch of its space had a dollars-and-cents 
value in direct relation to the number of customers it 
served 

Frank Hyland, a brand new salesman, came up with 
the compromise; how about using some of that scrap 
lumber stored off the back room to make a kind of off- 
the-counter, window-box display rack for envelope stuffers? 

That did the trick. He used 1-in. by 3-in. wood 
throughout, cutting two for the long sides (you only need 
two sides, the counter makes the third), each about 3 ft. 
long) and dividing up a third strip for the 3-in. deep 
compartments. Two right angle brackets, a few screws 
and a screwdriver, to fasten the rack to the counter, and 
the job was done. 


... expedite customers’ orders by stamping process 


A suRE-FIRE METHOD for placing responsibility when 
customers’ orders are not handled promptly has been 
developed by Beals, McCarthy & Rogers, Inc., Buffalo, 
N. Y. It’s simply a matter of time stamping all orders at 
various points during their processing. These points are 

(1) Immediately on arrival 

(2) After the orders are edited and copied onto Beals, 

McCarthy & Rogers forms. 
(3) When the orders are received in the 
department 

Only one automatic time clock is required, the orders 
are returned to the centrally located clock to be stamped 
by a clerk at each point 

Orders received by Beals, McCarthy & Rogers ordi 
narily go first to the order department for editing and 
copying onto company forms, then to the inventory clerk 
for posting to the perpetual inventory control, and finally 
to the shipping department for delivery. The time stamp 
indicates the time required by each of the departments 
involved to complete its phase of the order processing. 

Orders, after filling, are spot checked by Paul Evans, 
sales manager of the frm. An unexplained lag between 
stamping brings an inquiry from Mr. Evans to the depart 
ment responsible. ‘The maximum time allow ible between 
initial rec 1 di f each order is 24 


h urs 


shipping 


pt and osition 


TIME CLOCK stamps cach order when received by Beals, 
McCarthy & Rogers, Inc., Buffalo, N. Y. Here Miss Betty 
Ball stamps one group of orders. 
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here's One Reason Why: 


=? ie ‘3.9% Over 60 years ago, 
¢ é > a PRATT & CADY Board of Directors 
- wh” 


. passed this resolution: 


resolved: 


‘* That the superintendent 
‘* shall be held responsible 
‘¢ for the production of goods 
‘*as near perfect in design, 
‘¢ material and workmanship 
‘¢as shall make them merchantable 
¢¢and of a character that will serve 

‘*to establish for this company 

‘¢a high reputation. ’’ 


fy 


i 

- 
i 
ie 


eee 


eThis policy has remained unshaken 
through two world wars. The “high 

i reputation” has been maintained. 

{ e More than ever before, the valves 
offered by R-P&C meet the demand 
for longer and better service. 


joit * Houston 
, Conn. 


R-P & C VALVE DIVISION 
AMERICAN CHAIN & CABLE 
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| Door Openers To Sales 








Ever fumble for something to say when you want to make small talk with the 


P.A.? Here are a few random facts that will help fill in the conversational blanks 


WHY PAY FOR OVERTIME? Prisoners at the Roseville, California, jail 
recently went on a five-day week. The police chief announced that a ten-day 
sentence at hard labor would now mean eight days of work and two days of rest. 


THE POWER OF PAINT: Cost of accidents dropped from $1.21 a man to 
18 cents in one plant, a decrease of 85 percent, after old machinery was painted 
in accordance with safety recommendations. Production of individual operators 
increased from 10 to 20 percent when machines were painted other colors than 
usual gray or black. 


HOW MUCH TO BUY? Calculators that determine the most efficient lot 
sizes in production plants answer the production man’s questions of “How much 
to buy?” and “How much to make?” Two plastic discs, one for purchasing and 
one for manufacturing, figure out such variables as set-up saving and inventory costs 


of storage, etc. 


ACHING FEET: To find out how many miles a foreman walks in a day, a 
Yonkers, N. Y., carpet company tied pedometers to its supervisors’ feet. Results 
showed that the average foreman walks 12 miles a day in covering his department. 


TAX TREND: ‘The U. S. Census Bureau recently revealed that over the past 
58 years, state and local taxes have advanced more than 1,000 percent: From 
$7.95 per person in 1890 to $79.98 in 1946. Surprisingly, property taxes declined 
from $37.50 per person in 1932 to $36.52 in 1946. 


ULTRASONIC SOLDERING: An ultrasonic soldering iron developed by an 
English firm employs high frequency vibration of soldering bit to break up refrac 
tory oxide film. No flux is required. Aluminum is readily soldered with tin-lead 


or tin-zinc solder 
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Got customers with grinding problems? 
Send them to a 3M Demonstration Room! 


ites You 


Fhe 3M Company Inv 
_.and your customers t0 _ _ 
modern demonstration rooms yin 

in the foll owing cities, ali 
advice on the application of abrasives. 


- BOSTON.....51 Sleeper Street N 
gs phen ec chs cocanme 


From Boston to Los Angeles, 3M Methods Engineers 
are ready to help you and your customers on any grind- 
ing problem—large or small. Demonstration rooms, 
equipped with the latest in belt grinding equipment, are 
now operating in 13 major industrial areas. 


Check the list below for the most convenient location. 
Any one of these 3M Methods Rooms will be glad to 
advise your customers, free of charge, on equipment and 
type of coated abrasive that’s best, most economical 
for the particular job. 


Why not let your abrasive customers know about this 
service today? Tell them to come in anytime with any 
kind of problem—from heavy grinding to fine finishing. 
You can be certain they’ll get careful attention. 








++++-1500 So. Western Avenue 
CINCINNATI. .49 Central Avenue 


| sesaee1200 West Ninth Street 


DETROIT. .8825 Grinnell Avenve 


++ +e++815 Monroe Avenve N. W. 


+-6411 Randolph Street 


PHILADELPHIA.....6. 56.2000, : 
se+ee.401 North Broad Street 


SABE LOUNG. i is oes i ee 


+seses +3700 Forest Park Blvd. 


SAINT PAUL. -367 Grove Street 
SAN FRANCISCO. ..---cseeeee 


saseesss-+450 Alabama Street 


DOAN TAE 6.03 cca bb 00 deb meate 
+ewee+1242 Sixth Avenue South 








Recording Tape, 


“Underseal”’ Rubberized Coating, 
General Export: Durex Abrasives Corp 


ABRASIVE 
BELTS 


al 
~ 


a 


Made in U.S.A by MINNESOTA MINING & MFG CO., St. Paul 6, Minn., also makers of “Scotch” Brand Pressure- sensitive Tapes, ‘ “Scotch” Sound 
“Scotchlite”’ Reflective Sheeting, ‘‘Safety-Walk”” Non-Slip Surfacing, ‘ 


“3M” Abrasives, "3M" Adhesives. 


, New Rochelle, N. Y. In Canada: Canadian Durex Abrasives Ltd., Brantford, Ontario. 
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P. W. Van Orden 


Goodrich Advances 
Executives In Sales 
Paul W. Van Orden has been 


named industrial products merchan 
dise manager; Richard G. Cox man 
ager of original equipment sales; Wil 
fred A. Smith, manager of molded, 
extruded, lathe cut and sponge sales 
ind George J. Fischer, manager of 
“V" belts and packing sales, of Th 
B. F. Goodrich Co., Akron, Ohio 
Chester F. Conner, manager of in 
dustrial products sales has been placed 


Richard G. Cox 


on the company’s retirement payroll. 
He completed 40 years with the com- 
pany last March. 

Mr. Van Orden has been with the 
company 22 years, all in industrial 
products sales. Among posts he has 
held are those of product manager, 
manager of hose and belting sales and 
for the last two years, manager of “V” 
belt and packing sales. 

Mr. Cox has been with the com- 
pany for 25 years, in industrial prod- 
ucts sales for the last 19. He had 
been named manager of lathe cut, 
molded, extruded and sponge sales for 
the last five years. 

Mr. Smith started with Goodrich as 
a mail clerk 26 years ago; has been in 
industrial products sales or engineer 
ing for the last 19. For the last five 
vears he had been manager of rubber 
suspension sales. 

Mr. Fischer joined the company 16 
vears ago; has been in_ industrial 
products sales for 1] years. As man- 
ager of hose sales he had been on 
special sales assignments the last two 
years. 


N. Y. State Association 
Holds Annual Meeting 


A near record attendance of its 
membership was on hand for the an- 
nual meeting of the New York State 
Industrial Supply Association, held at 
Albany, N. Y., a feature of which was 
a morning session on “The Industrial 
Supply Distributor’s Position in a War 
Economy.” The session brought out 
reminders of the vital and essential 
services by distributors in World War 
II, in aiding industrial plant mainte- 
nance, repair and operations 

C. P. Spuck, Sager-Spuck Supply 
Co., Albany, was elected president of 
the association. Other new officers 
elected who will serve with Mr. Spuck 
for the next two years, included: Wal- 
ter C. Viergiver, Erskine-Healv, Inc., 
Rochester, vice-president; M. G. Kim 
ball, Barker, Rose & Kimball, Inc., E] 
mira, secretary; A. F. Despard, Smyth 
Despard Co., Utica, treasurer 

Directors include the above-named 
officers and A. I.. Darby, Tr.. J. M. 
Warren & Co., Trov, N. Y.; Rav C 
Neal. R. C. Neal Co.. Inc.. Buffalo 
C. W. Griswold, Sidney B. Roby, 


Rochester; and H. E. Torell, Syracuse 
Supply Co. 

In attendance as guests of the asso 
ciation were: James H. Ruddell, presi 
dent of The National Supply & 
Machinery Distributors’ Association; 
Harry R. Rinehart, executive secretary 
of the National Association; Frank 
Cruger, president of Central States 
Supply Distributors’ Association and 
Miles Stray, New England Industrial 
Supply Distributors. 

In charge of meeting arrangements” 
was Howard Sager, who presided at a 
dinner for visiting guests and out-of 
town members. 


Nicholson Names Neal 


Sales Manager 


Edmond A. Neal 
pointed domestic manager to 
assume the duties of Harry L. Whit 
ney at Nicholson File Co., Providence, 
R. I. Mr. Whitney recently resigned 
as director of sales. 

Mr. Neal entered Brown Universit 
of Providence, R. I. in 1932. Follow 
ing his graduation, he went to work 
for the Devoe & Reynolds Paint Co. 
as a member of the market analysis 
department. 

He joined Nicholson in 1939, com 
pleted the company’s intensive train 
ing course for representatives, and was 
assigned to the Philadelphia and New 
York areas. In 1945 he was sent to 
the home office and subsequently be 
came assistant director of sales. 


has been ap 


sales 


Edmond A. Neal 
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James P. Kinney 


James A. Shellenberger 


Yale & Towne Appoints 


Five Senior Executives 


A major reorganization of the man- 
agement of the Philadelphia division 
of The Yale & Towne Mfg. Co., be- 
gun recently by Elmer F. ‘Twyman, 
vice-president in charge of that divi- 
sion, has resulted in appointment of 
James P. Kinney as general sales man- 
and James A. Shellenberger as 
director of advertising, publicity and 
market research. 

John T. McCarley has been named 
manager of production, a new post, to 
direct production control functions 
for all product lines 

C. Eugene Moore has been ap- 
pointed works manager, a new post, 
and is responsible for all manufac- 
turing operations ind the maintenance 
of plant and equipment. 

Bruno A. Moski, has been ap 
pointed chief industrial engineer, a 
new post, and is responsible for all 
plant industrial engineering functions. 

Mr. Kinney, former partner in Gor- 
don & Kinney, Inc. of Detroit, suc- 


ager 


ceeds Samuel W. Gibb, who recently 
resigned. Mr. Kinney has specialized 
in materials handling for the automo 
tive field during the past five years. 
His previous affiliations include Philco 
Corp. and Fairbanks-Morse & Co. 

Mr. Shellenberger previously was 
associated with General Foods Corp. 
and the Cellophane Division of E. I. 
du Pont de Nemours & Co. 


New Officers Elected 
At Ferry Cap & Screw 


At a board of directors’ meeting 
held recently at The Ferry Cap & Set 
Screw Co. of Cleveland, Ohio, Charles 
B. Lansing Jr., treasurer and formerly 
assistant secretary, was elected secre- 
tary and treasurer; and William H. 
North was elected assistant secretary 
of the company. 

H. Allen Hall, with the company 
for 31 years, has resigned. As secre- 
tary of the company and in charge of 
sales to the jobbing trade, Mr. Hall 
was widely and favorably known. In 
ill health for sometime, upon the 
advice of his physician he has retired 
from active business. 


Cummins Purchases Wappat 


Purchase of the assets of Fred W. 
Wappat, Inc. of Mayville, N. Y. re 
cently was consummated by Cum- 
mins Portable Tools. The newly ac 
quired property will be operated as 
the Fred W. Wappat Division and all 
personnel and identity of the Wappat 
line will be retained. 





OUTSIDE SALESMEN all were on 


hand for the 


Interstate Mill Supplies 
Elects Kirtland 


Lloyd J. Kirtland has been elected 
president of Interstate Mill Supplies 
of Pennsylvania, Inc. He has been 
associated with the company since 
November, 1947, when he became 
manager of the Scranton, Pa., plant. 

Formerly he was an administrator 
at the United States Military Academy 
at West Point. 


C. W. Farmer Co. 
Purchases Building 


The building adjacent to C. W. 
Farmer Co., Macon, Ga., distributors 
on Fifth Street has been purchased 
by the firm under its program for 
expansion of its facilities. The elec- 
trical and wholesale hardware depart- 
ments will be moved into the new 
building, making additional space 
available for industrial supplies and 
equipment. 

Since 1939, the company has grown 
in its personnel from five members 
to some 60-odd; including ten outside 
salesmen, six floor salesmen and 50 
other employees. 

Recently the firm appointed Albert 
A. Howell as manager of the hardware 
department; Silas Middlebrook, man- 
ager of the electrical department; and 
Bruce Walton, manager of the chain 
saw department. 

Elmo Donald, formerly with No- 
land Co., and Hoehn Michell, for- 
merly with Philips Hardware & Supply 
Co., Columbus, Ga., have joined the 
Farmer organization. A. E. Ford and 
Charles Moxley are two new additions 
to the inside sales staff. 


educational program that 


featured the taking on of Eutectic Welding Alloys Corp. line of products by C. W 
Marwedel, San Francisco, Calif., distributors. General Manager Ralph V. Vincent, 
the third man from left, was in charge of the sales meeting 


ADDITIONAL NEWS BEGINS ON PAGE 202 
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49 MILLION 


1 “ALL “WAPPENED TO ME 
Adventures of 


2 GREAT 
NATIONAL 
WEEKLIES! 


M MS CONSTRUCTION 





ME 
THODs AND EQuipm rN 


/8 WIDELY READ 
BUSINESS 
PUBLICATIONS! 


SANDERS 
BENCH GRINDERS 
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Black & Decker Messages 
in the Year Ahead! 





JE 1921) ee Piping & 
Mill ska pn LY Condit 


| gop woRkih® 


More Market Coverage 


To Help You... 


*Reach More Prospects ° Sell More B&D Tools 
*Make More Profits in 1951 


— cine AARC ISN, 


Yes, exactly 49,791,535 Black & Decker sales 
messages will pre-sell tool prospects every- 
where in the next 12 months! They’ll reach 
your customers in The Saturday Evening Post 
and Collier’s. They'll give you increased cover- 
age in a wider group of business magazines 
... aimed at what you recognize as your pri- 
mary markets for electric tools. 

And every one of these millions of messages 
will tell prospects to see YOU ... their B&D 
Distributor . . . for demonstrations, complete 


LEADING DISTRIBUTORS EVERYWHERE SELL 


information, expert helps in saving time and 
cutting costs! 

More evidence that, in portable electric 
tools, the world’s biggest line is the best pro- 
moted! More reason for selling Black & Decker 
Electric Tools... world-famous for top-quality 
design, materials and workmanship... choice 
of leading distributors everywhere for big 
volume and profits! THE BLACK & DECKER 
MFG. CO., 617 Pennsylvania Ave., Towson 
4, Maryland. 


({) Black & Decker 





SCREW DRIVERS 


PORTABLE 
GRINDERS 


PORTABLE ELECTRIC TOOLS 
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2. 


CHESTER F. CONNER (right), manager of industrial 
products sales at B. F. Goodrich Co., is pictured with John 
L. Collyer, company president. The occasion is Mr. Con- 
ner’s retirement after 40 years of service with the company. 
(For complete story, refer to page 100). 





lr. B. PEELER has succeeded his ; ; 

father, the late A. M. Peeler, as presi DEEP IN A DISCUSSION of metal cutting tools at a sales meeting held at McJun- 

dent of Peeler-Hardware Co., Macon. kin Supply Co., W. Va., are Robert Humburger, L. W. Jander and Oakie Moffatt. 
Messrs. Humburger and Jander are affiliated with Henry Disston & Sons, Inc., the 
former as sales representative in the Charleston territory and the latter as eastern 
industrial sales manager. Mr. Moffatt is one of McJunkin’s outside salesmen. 


“HOW DOES IT WORK?” ponders Teddy Spaid as he stops at the E. C. Atkins & 
Co. display in the Industrial Exposition held at Indianapolis Union Station. The 
small saw moves up and down, simulating the action of ripping a board. It operates 
without assistance or any visible moving parts. The company gave a miniature hand 
saw charm to the 12 persons who were able to give the 


GEORGE S. LAMSON, manager of 
the Automotive Replacement Division 
of the Thermoid Co. recently was 
elected a vice-president of the firm yrrect solution. 
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So Easy to Handle 


Compact. Portable. Y2-ton model weighs only 
37 Ibs.! High-strength aluminum alloy castings and 
alloy steels, fewer parts—these factors provide the 


“carry-around” lightness of the Load King in all capacities. 


So Fast to Operate 


Efficiency up to 95%! It takes only 20 seconds to hoist a 1000 Ib. 
load 3 feet. Two tons can be lifted 2.1 feet in 60 seconds. 

All rotating shafts have ball bearings, parts are precision 
machined, and the powerful, revolutionary new Synchro-matic 


load brake acts quick as a wink. 


) — if / ri So Easy on Muscles 


iM) capacities: (Fp 


o} 


One-half ton or 2-ton capacity—the Load King is a one-man 


: hoist! Hand-pull force to lift the load is maintained at 
(a 

M) 
Py _ aren't droopy and dragged out after a few lifts. 


minimum by its high efficiency. Load King operators 


Hoisting costs drop. 


D OTHER HOIST HAS THIS SYNCHRO-MATIC LOAD BR 


a new, improved principle of instantaneous brake action—maximum braking 

tomatically! 6-tooth pawl engages 24-tooth ratchet at 6 points simultaneously 

ed and cushioned spring pressure . . . no side pressure on bearing surfaces 

| life. Stabilizer ring gives a soft, even, lighter hand chair pull—speeds 
precise inching when lowering. 


You have all the Load King facts. And, Yale opeg 
advertising and promotional campaign. 
ell ‘em and you'll sell ‘em—fast. 
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To Sell Band Saw Machines. You Need the Answers 





Binding a little lately on 
band saw machine sales? 
Want to increase capacity? 
Loosen up the tension on 
these 14 questions, then 
over to Page 160 for 


answers. 


1. Match the following metals 
© aluminum sheets 
] asbestos sheets 
] brass sheets 
1 carbon tool steel 
] copper 
)} drill rod 
with the following recommended 
metal-cutting speeds (in f.p.m.) 
for band saw machines (assuming 
size and thickness determines the 
number of teeth in blade) 
(a) 340 (14-18 teeth) 
b) 80 (14 teeth) 
c) 2200 (8-10 teeth) 
d) 175 (10-12 teeth) 
e) 125 (8-10 teeth 
(f) 80 (14 teeth 


For cutting plastics, aluminum, 

magnesium and other non-ferrous 

metals, you would recommend the 

band saw machine operator use 

standard conventional blades be 

cause they can be filed and reset 
Truc ) False 


Capacity” of a band saw machine 
is specified in the distance blade 
to frame and the distance under 
guide ) True ] False 


In writing up an order, you would 
isk the customer for which of 
the following facts 
) overall height width and 
depth (front to back table 
size } angle of table tilt: 
tab] height from floor 
] length of blade; © the stock 
he will cut 


} 


5. When a customer tells you he'd 
like to order “a 14-inch band saw 
for working wood,” the 14-inch 
dimension signifies 

the blade to frame capacity 

size of the wheels over which 
blade runs 

1 width of work the machine 
will accept 


When thev are too far forward,” 
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Woodworking shops are big 


buvers of band 


5 


the shop superintendent explains 
to you, “the teeth get damaged; 
when they are too far back, the 
blade doesn’t get enough support 
for cutting curves in work.” He 
is talking about 

support bearings 

the guide blocks 

the wheel rims 


Keep the upper blade guides and 
guard down as close to the work as 
possible; it gives maximum protec 
tion to the operator as well as best 
support for the blad 

TF True l'alse 


Adjustment for centering the blad¢ 
on the wheel rims is best mad 
when the machine is running 


l'rue False 


Wood cutting band saw machines 
frequently may be used for cut 
ting 

plastics 

iluminum 

manganes¢ 


lension in the blade bears a direct 


relation t 
wheel diameter 
blade length 
blade width 


saw machines. Getting your cut of the pic? 


11. A customer complains of excessive 


breakage of blades in the machine. 
That might be due to: 

1 feed too fast 

] dullness of teeth 

] insufficient set of tecth 

O excessive tightening of blade 


A customer calls you in to say he 
isn’t getting uniform cutting. 
Most likely, it’s due to: 
1 top guide is set too high 
above work being cut 
| blade weaves across the 
crown of the wheels 
) faulty alignment and adjust 
ment of guides 
high tooth in blade 


Band saw machines can be op 
crated only with constant speed 
drives. 

] True. © False. 


\ tendency to bind at the reat 
edge of the blade probably would 
be due to: 
] blade not centered properly 
on wheel rims 
support bearings are too fat 
back of blade 
front edges of guide blocks 
have become worn 





Next month: PIPE THREADING MACHINES 














ike these... 





seep KC AAC TEA 


HELP PAINT 
AN ACCURATE 
PICTURE 
OF YOUR SERVICE 


pcp aetna eG CMLL NEE 








Spang ads are designed to further build the good will of your customers. 


Take the ad above, for example ... A Dependable Source of Supply. 
This ad tells your prospects that you not only have dependable products 
like Spang CW Steel Pipe, but you give friendly, dependable service 
even during these days of short supply. 


It is our earnest desire that these ads will help build good will for you in 
your community. They are constantly working for you...constantly reminding 
your prospects of the dependable Spang Distributor in their community. 


SPANG-CHALFANT 


Division of The National Supply Company 
EXECUTIVE OFFICES: PITTSBURGH, PA. 


District Sales Offices: Atlanta; Boston; Detroit; Houston; Los Angeles; 
New York; Philodelphia; Pittsburgh; St. Lovis 
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NEW PRODUCTS 


WITH SALES 
POSSIBILITIES 

















Dial Depth Gage 


Useful for 
Very Small Measurements 


This dial depth gage is especially 
useful for measuring the depth of 
small holes, recesses, slots, etc., which 
are too small for any ordinary depth 
gage. It is also particularly adapted to 
theasuring pipe threads or the result 
of any cutting, etching or engraving 
process. 

The knife edge base is 24 in. long 
and in combination with a needle 
point rod permits exact positioning of 
the needle point relative to the sut 
face to be measured, especially in re 
stricted areas. Base and point are 
hardened, ground and lapped. Depths 
up to .125 in. are registered directly on 
the dial in .001 in. or plus or minus 
variations can be directly measured. 

I'he L. S. Starrett Co., Athol, Mass. 

Industrial Distribution, November 
1950. 


Valves 


New Line Added of 
Small Size, High Pressure Valves 


The manufacturer has announced a 
new line of small size, high pressure, 
cast steel valves designed for such 
services as high pressure steam, boiler 
feedwater, by-pass, 
throttling 


ingle and “Y” patterns, Classes 


instrument and 
’ 


They are available in globe, 
1500 


and 2500 lbs., in sizes 4 in. to 2 in., 


inclusive, and have socket weld ends. 

One piece construction of the body 
and bonnet eliminates the body-bon- 
net joint and all possibility of leakage 
at this point. Other features are a 
deep packing chamber, a long disc 
guide that centers the disc in the seat 
and prevents chattering in throttling 
service, hard faced seat and disc, ac- 
cessibility of all internal parts, and the 
ease with which valves can be disassem 
bled. 

The Wm. Powell Co., Cincinnati 
Industrial Distribution, November 


1950. 














Head Drill 


Head Rotates 
Through Full 360 Degrees 


This two speed all angle head drill 
has a low speed of 275 rpm for deep 
boring, and a high speed of 1100 rpm 
for small holes and drilling lumber. 
The all angle head feature is espe- 
cially valuable for getting into “tight 
spots” often inaccessible with an ordi- 
nary drill. The head rotates through 
the full 360 degrees. When it is set 
at a right angle, the tool measures only 
74 in. overall width. 

Capacities of the drill range from 
} in. in steel up to 4 in. in soft woods. 
The angle head is easily removable 
from the spindle; when the chuck is 
then removed from the angle head and 
screwed on the spindle shaft of the 
drill, the tool is converted into a stand 
ird duty 4 in. drill. 

Cummins Portable Tools, Chicago 

Industrial Distribution, November 
1950. 








Eyeshield 


Mounts on 
Any Type Machine 


The 6 x 10 in. window of this eye 
shield fully protects operator from 
grinding, sanding, or polishing dust, 
and from any machine or tool chips 
It can be mounted on any type ma 
chine on a horizontal or vertical sur 
face with the square frame arm post 
in a horizontal or vertical plane. 

The larger window affords 60 per 
cent greater visibility and protection, 
according to the manufacturer. Safety 
glass for window is covered with plain 
glass for economical replacement. 
Other features include full adjustabil 
ity in tilt and height to allow most de 
sirable working position, and specially 
designed bulbs, with the filament sup 
ported to withstand vibration. 

Stanley Electric Tools, New Britain, 
Conn. — Industrial Distribution, No 
vember 1950. 


Cabinet Bench 


Bench of 
All Steel Construction 


The manufacturers announces this 
newly improved cabinet bench as a 
part of his shop equipment line. Th 
bench has been designed for 


customed to the 


mecn ac 
finest tools and 
cquipment, giving it moré 
than before. ll-steel con 
Continued on page 112) 


“custom” 


features 
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SIMONDS | 


ABRASIVE CO. 


Grinding Wheels 


For good profits through steady repeat business, here’s your answer. 
Simonds Abrasive Company wheels for portable grinding. They‘re 
fast cutting, durable and dependable . . . real production tools you 


can sell for use on all portable grinders . . . electric, pneumatic and 
flexible shaft. 


These are only a few of the much-in-demand products in Simonds 
complete line . . . a line that enables you to supply the grinding wheel 
needs of every mill, shop and factory in your area, promptly and 


profitably. Let’s tell you about it. Write. 


SIMONDS ABRASIVE COMPANY, PHILADELPHIA 37, PA. DISTRIBUTORS IN PRINCIPAL CITIES 


DIVISION OF SIMONOS SAW AND STEEL CO FITCHBURG, MASS. OTHER SIMONDS COMPANIES: SI 


SIMONDS CANADA SAW CO. LTD., MONTREA QUE. AND SIMONDS ANADA ABRASIV 
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ALWAYS AT YOUR SERVICE 


WINTER BROTHERS advertising in leading business publi- 
cotions points out that WINTER distributors carry o com- 
plete stock of WINTER Taps. Your customers are encour- 
eged to deal with their industrial distributors when they 
need any staple industrial product. 


Rochester, Michigan, U. S. A. Distributors in Principal Cities 


WINTER TAPS FOR 
SPECIAL APPLICATIONS 


ee ee 
materials, odd sizes and types of threads, or is 
cessible work conditions, tapping problems o 
arise. This is especially true when high production 
also required. Then you should be ready to suggest 
Winter Taps of special dimensions and design. _ 


Winter Tap Engineers are well qualified to develop 
the most efficient taps for your customer's applica- 
tions. The outstanding accuracy and quality of all 
Winter “Balanced Action” Tops, stock or special, 
makes them a sound investment for you and your 
customers. 


Winter makes all types and sizes of stock taps and 
dies, as well as special threading tools. 


INIER 


WINTER BROTHERS COMPANY © Division of the National Twist Drill and Teel Company 


© Branches in New York, Detroit, Chicage, San Francisco 








NATIONAL 


TWIST DRILL 


COUNTERBORES FOR 
THAT "TOUGH" JOB 


When, as often happens, customers complain of a 
counterboring difficulty, you will be right when you 
recommend National Interchangeable Counterbores 
and Inverted Spotfacers. Counterboring is one of the 
most punishing metal cutting operations. Common 
problems are uneven starting surfaces and lack of 
support. 


National Counterbores are specifically designed to 
meet such conditions. Their sturdy construction, com- 
bined with simple interchangeability and rigid align- 
ment, makes them ideal tools for production counter- 
boring and spotfacing. 


For especially difficult or unusual applications, design 
and field engineers are at your service and that of your 
customers. The complete National line includes Twist 
Drills, Reamers, Milling Cutters, End Mills, Hobs, and 
Special Tools. 


re 


“CALL YOUR DISTRIBUTOR” | 
x It is NATIONAL'S firm belief, based on long experience, 
S that the local industrial distributor is the one best source 
€ XY for all staple industrial needs— including NATIONAL 
ik Metal Cutting Tools. 


NATIONAL TWIST DRILL AND TOOL COMPANY ¢ Rochester, Michigan, U.S. A. 
Distributors in Principal Cities ¢ Factory Branches: New York «+ Chicago «+ Detroit « Cleveland « San Francisco 





struction, choice of top materials, am 
ple storage space, standardized units, 
interchangeable accessories, and trim 
good looks are a few of its advantages. 

Standard Pressed Steel Co., Jenkin 
town, Pa.—TIndustrial Distribution, 
November 1950 














Caster Line 


Double Ball Race Caster 
Has No King Pin 


I'he new double ball race, pressed 
steel swivel caster line is now avail 
ible in 4, 5 and 6 in. sizes. Completely 
climinating the non-rigid, three piece 
king pin assembly, which causes 
caster failures, this patented construc 
tion embodies spot welding, forming a 
solid one piece unit. The top plate, 


most 


integral with the lower raceway, holds 
the curved top of the fork in position, 
permanently locked between the upper 
and lower rows of balls. Rigid align 
ment of all parts provides greater 
strength, easier swiveling and longer 
life. 

Ihe patented leg design is engi- 
neered to eliminate bending and 
buckling. This construction provides 
maximum dispersion of direct and 
thrust loads over a large area of the 
raceway and prevents uneven stresses, 
stretching and excessive wheel wear. 
Swiveling efficiency and shock absorp- 
tion and overloads are tremendously 
increased by the larger secondary race 
way and greater number of hardened, 
high grade steel balls. 

Fairbanks Company, New York 
Industrial Distribution, November 
1950. 


Router 


Works from 
Any 115 Volt Outlet 


Working from any 115 outlet, pow 
ered by a Ys hp. motor, this router 
develops 19,000 rpm for fast, clean 
routing of wood, linoleum, formica, 
plastics, ete. The quick change chuck 
has 4 in. capacity, and 4 in., #% in. and 
1 in. router bits are available. Adjust 
ment for depth of cut is quickly at 
tained, and positively locked, by 2 
knurled set screws at router rear. 

Because of its light weight and por 
tabilitv, the tool is ideal for both the 














professional and the homeshop worker. 
Iwo large, correctly angled handles 
make router handling easy and ac 
curate. Wide front opening gives 
clear view of cut, permitting extra 
iccurate work. 

Ihe Dumore Company, Racine, 
W isc Industrial Distribution, No- 
vember 1950. 


Cold Solder 


Hardens Like Metal, 
Can Be Ground, Sanded 


his cold solder is applied like putty 
and hardens like metal, and like metal 
it can be ground, filed, sanded, pol 
ished and painted. It is claimed to be 
non-shrinking, non-rusting, waterproof 





Product 


Dial Depth Gage 
Valves 

Head Drill 
Eyeshield 
Cabinet Bench 
Caster Line 
Router 

Cold Solder H. 
Bar Cutters 
Nipple Chuck 
Rubber Pad kit 
Chain Hoist 
livdraulie Truck 
Tungsten Electrodes 


Outdoor Lamp 


sion 
Goggle Chemical 
Fork Shovel 


Belt Sander 





Manufacturer 


The L. S. Starrett Co. 108 
The Wm. Powell Co. 108 
Cummins Portable Tools 108 
Stanley Electric Tools. 108 
Standard Pressed Steel Co.. 108 
Fairbanks Company 

The Dumore Company. 
K. Porter, Inc.. 112 
Julius Blum & Co., Ine. 114 
The Ridge Tool Co. 114 
The B. F. Goodrich Co. 116 
The Yale & Towne Mfg. . 116 


Sylvania Electric Products. 122 


Westinghouse 


The Wilkins Co., Ine. 
Clark Equipment Co. 


Porter-Cable Machine Co. 


Page Product 


Pullers. 


Hose Shutoff 


112 | Toolroom Lat he. 


112 | Soldering Gun 





Gear Motor 
Grinder. 
Lubricant Pump 
| Portable Saw. 


Drawer Separator 


Lyon-Raymond Corp. 118 


Floodlight Lamps 

Sander. 

Lamp Divi- 
Plasticized Glove 
Induction Motors 


Gang Vises 


Abrasive Belt Unit 


Motor Driven Trolley 


Multiple Feed Oiler 


Temperature Recorder 


Manufacturer Page 
Owatonna Tool Co. 130 
H. L. Ramsey Co. 130 
B. B. 


turing Co. 


Sherman Manufac 
Industrial Equipment Co. 
South Bend Lathe Works. 
Wellér Electric Corp. . 
Trico Fuse Mfg. Co.. 
Janette Manufacturing Co. 
Baldor Electric Co. 
Stewart-Warner Corp. 
Skilsaw, Inc. 
Equipto 
Radiant Lamp Corp. 
Dremel Mfg. Co. 
Weston Electrical 
ment Corp. 


Instru- 


American Rubberizing Co. 
Allis-Chalmers 
Dery Tool & Die Co. 
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A NEW HOME FOR 


SOCKET SCREW 
PRODUCTS 





The new Safety Socket Screw Company plant is devoted entirely 
to the manufacture of socket screw products. 

The increased and modern facilities of the new plant will 
‘enable us to offer you better and faster service. 

“Blue Devil” Socket Sctew Products are sold only through 
‘industrial supply distributors, whose loyalty and cooperation 
“have made this new plant possible. 


WO Am SAFETY SOCKET SCREW COMPANY 


‘ ANY West C Warehouse 
SYUALI SCAN PAA 11 Park Place, N. Y., N. Y. 2022 &. Seventh oh Los Angeles 21 


6500 AVONDALE AVENUE « CHICAGO 31, ILLINOIS 
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SERIES 


“gq” 


Bassick all-purpose 
truck caster 


3 in.-8 in. sizes, 


heavy gauge steel 


You'll sell more if you tell more about 


the Reducible 30% 


You'll sell more Bassick casters of every kind if you link your sales 
talk to the ‘‘Reducible 30%” —a business-boosting idea we’re exten- 
sively advertising in the top industrial magazines. 

The ‘‘Reducible 30%” is materials-handling, comprising 30% of 
total manufacturing costs, say cost experts. And it’s about the only 
cost readily reducible. 

In this cost-conscious era, an item like the Bassick Series ‘‘99”’ 
all-purpose truck caster shown above has real sales appeal. Point 
up the efficiency and economy in its wide range of load capacities. 
Swivel and rigid, with wheels of soft rubber-tread, solid composition 
or semi-steel. 


Send for free folder 99-49 of Bassick Series ‘‘99”’ casters, 
specifying quantity you need to supply your salesmen or 
use in direct mail. It will help you build truck caster sales. 





— 


THE BASSICK COMPANY, Bridgeport 2, 
Conn. Division of Stewart-Warner 
Corp. In Canada: Bassick Division, 
Stewart-Warner-Alemite Corp., Ltd., 
Belleville, Ont. 
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New Products 


(Continued from page 112) 





and flexible. It can be used for seal- 
ing, waterproofing, patching, caulking, 
resurfacing and filling. The manufac- 
turer is also producing a fabric that 
acts as a filler and a support for cold 
solder in larger areas. 

H. K. Porter, Inc., Somerville, Mass. 
—Industrial Distribution, November 
1950. 














Bar Cutters 


Hand Lever Bar Cutters 
Have Unbreakable Steel Frame 


These hand lever bar cutters, with 
an utibreakable steel plate frame, will 
cut any size rod from ys in. up to 
their rated capacity without changing 
knives. The knives are located at the 
top of the machine, and a number of 
bars may be laid down on top of the 
machine, dropping into the opening 
one by one, 

The cutter is available in two sizes. 
One cuts rounds up to % in., squares 
up to 3 in., flats up to ys in. x 24 in. 
ro other size cuts rounds up to 1 

» Squares up to % in. and flats up 
7 } in. x 3 in. 

Julius Blum & Co., Inc., New York 

—Industrial Distribution, November 


1950. 


Nipple Chuck 


Designed for 
Threading Short Nipples 


This nipple chuck, for the thread- 
ing of short nipples, is of simple de- 
sign which fits any threading machine 
or vise without special tools, parts, or 
adjustments, according to the manu- 
facturer. It requires no adjustings or 
changing of the stop plug which is 
an integral part of the nipple chuck, 
and is said to be always automatically 
in position for use. 





To readers of “industrial Distribution”: This message to your customers, published in 
Business Week and Newsweek, is reprinted here for your information. It will help you when- 
ever you sell products made with Du Pont Cordura” High Tenacity Rayon. Just be sure tore- 
mind your customer about the engineered qualities of Cordura” that give beter performance, 

And keep“ Cordura” in mind whenever your customer needs a yarn that provides Sigh 
strength at low cost. 
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SILO MADE OF PAPER ... sinewed with “Cordura” Rayon 
yarn. By lining a circle ot fence with heavy paper, farmers 
make an economical storage place for ensilage. Paper re- 
inforced with tiny strands of “Cordura” yarn has far greater 
strength ... holds up under the strain of retaining tons of 
ensilage throughout the winter months. 














O MANY different products have been improved with Du Pont 
Cordura* High Tenacity Rayon. This is the yarn that makes con- 
veyer belts thinner . . . yet tougher. It takes the stretch out of V-belts. 


Surprising It makes garden hose so durable that one manufacturer now offers 
it with a ten-year guarantee. ‘“‘Cordura” builds in sales advantages 

what ou can do . and often decreases costs at the same time. 
y This carefully engineered yarn is inherently stronger than natural 
. . fibers commonly used. Made of continuous filaments, it has no short 
with this ends to pull apart under strain. And ‘‘Cordura” is absolutely uni- 





form ...a yarn with no weak spots. 


rayon yarn Consider these advantages, and you may find that this rayon yarn 
can help you cut costs and add new selling points to your product. 
“eG. U. 8. PAT. OFF 

YOU CAN GET ALL THE FACTS about “Cordura” in 

this new manual, ‘‘Sinews for Industry.” It gives 

physical properties of ‘Cordura,’ describes many 

successful applications . . . and tells you how 

Du Pont will help you profit from this yarn. Write 


Rayon Div., E. 1. du Pont de Nemours & Co. (Inc.), 
Wilmington 98, Delaware. 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


Du Pont “Cordura” High Tenacity Rayon—for high strength at low cost 
for RAYON...for NYLON...for FIBERS to come... look to DU PONT 
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WueDIXON Le is 


line... lt Tleady 
Sales and PRUFITS/ 


OM’ 


JLSAUN VALY) 


PRODUCERS OF Jhe Quality Line COUPLINGS - 


“BOSS” 


“GJ-BOSS”’ 


Fo thirty-five years DIXON has 
held fast to an established policy 
that has meant consistently profitable 
business for Distributors and their sales- 
men. Based on channeling sales only 
through Distributor organizations, it 
has been backed-up by the following 
program: 

Supplying products of uniformly 
high quality. Frequent introductions of 
new items. Adequate stocks. Active 
cooperation in sales and service prob- 
lems. Ample imprinted literature for 
Distributor use. Regular advertising 
schedules in publications covering all 
major markets. 

When you make. a sale, the buyer 
is your customer ... our job is to help 
keep him your customer by assuring 
his complete satisfaction with the coup- 
lings, nipples, clamps, valves or other 
Dixon products he has bought from 
you. You can count on us to work for 
that result, always. 


The items pictured here 
ore merely represon- 
tative of the complete 
DIXON Quality Line... 
described in detail in 
new Cotalog No. 250. 


NIPPLES * MENDERS ° 


CLAMPS 





Nipples to be treaded are screwed 
in by hand, and after threading, re- 
leased instantly by an easy turn of the 
chuck. Pipe adaptors are made for 
+ in., 3 in., 4 in., ? in., 1 in., 14 in, 
and 14 in. pipe. The nipple chuck 
itself holds 2 in. pipe. Adaptor for 4 
in. also available. The device is made 
for British Standard Pipe Thread. 

The Ridge Tool Co., Elyria, O— 
Industrial Distribution, November 
1950. 


Rubber Pad Kit 


Eliminates 75 Percent 
Of Machinery Vibration Shock 


It is claimed that this  self-engi- 
neered rubber pad kit will eliminate 
up to 75 percent of the vibration and 
shock caused by machinery. It is de- 
signed as the answer to single problems 
of industrial vibration too small to 
justify the use of technical personnel. 

The kit consists of a 12 in. square 
rubber pad, rubber tubes, thick wash 
ers and an instruction booklet. It was 
specifically to enable the 
small plant owner with only two ot 
three machines to install the pads un 
der the legs of the equipment and 
save the cost of engineering and instal 
lation. 

[he B. F. Goodrich Co., Akron 
Industrial Distribution, November 
1950. 











designed 


Chemical Buckets 


Plastic and Rubber Buckets 
Carry Corrosive Chemicals 


These unbreakable buckets for cat 
rying corrosive chemicals are made of 
1 tough new thermosetting blend of 
plastic and rubber. The buckets are 
lighter and tougher than hard rubber 
varieties, and will not crack or shatter 
under severe abuse. 

They will resist aliphatic solvents, 
all concentrations and types of alkalies, 
most acids and other corrosives up to 


“DIXON” “KING” “AIR KING” “DIX-LOCK”’ 


temperatures of 150 degrees F. They 
BRANCHES: CHICAG 


PHILADELPHIA, PA ire not designed for carrying formic, 


BIRMINGHAM ° \NGELES ¢« H 310). 
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glacial or acetic or concentrated nitric 
and sulphuric acids. However, nitric 
and sulphuric acids in concentrations 
up to 50 percent can be handled 
satisfactorily. They are not recom- 
mended for aromatic solvents, esters 
or ketones. They are produced in 12 
quart size. 

United States Rubber Co., Passaic, 
N. ].—Industrial Distribution, No 
vember 1950. 


Roof Coating 


Sprayed On, Coating Dries 
In Twenty Minutes 


\ long lasting, protective coating 
for roofs subject to rugged weathering 
and manufacturing conditions is easy 
to apply with a low cost material based 
on protective Vinylite resins. Sprayed 
on roofs and walls, the coating dries 
in about 20 minutes. It is resistant to 
moisture, abrasion and most acid 
fumes, and will not support combus 
tion. Inherent tensile strength and 
clasticity enable the coating to with 
stand severe temperature changes. 

Possessing good insulating proper 
ties, this material has already been 
used to coat equipment in atomic en 
ergy laboratories where radioactive ma 
terials are present. 

R. M. Hollingshead Corp., Cam 
den, N. ].—Industrial Distribution, 
November 1950. 


Chain Hoist 


Hand Hoist Features 
Unusually Low Weight 


Weighing only one half as much as 
conventional hoists of the same capac- 
ty, this hand chain hoist enables one 
man to lift 1000 pounds with less 
work than it takes to climb an average 
flight of stairs. It is claimed, for ex- 
ample, that the 4 ton capacity model 
(weight 37 pounds) has 95 percent 
efficiency, permitting a full load to be 
raised three feet in 20 seconds. 

Use of high strength aluminum 
castings and alloy stecl plus fewer parts 


' 
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It’s hard to put your finger on reasons why people buy one brand 
of product in preference to others. 


Assuming that price and quality are equal, surveys show that the 
most potent factor influencing purchasers is “familiarity” — or, in 
the words of the researchers, ‘“‘consumer acceptance”. 


Lamson & Sessions builds ‘consumer acceptance” for distributors 
through a well-planned, continuous national advertising program. The 
publications in which Lamson advertisements appear reach hundreds 
of thousands of industrial buyers in dozens of different markets. 


A recent impartial survey on brand name recognition in the Bolt 
and Nut Industry indicates that Lamson rates tops in “familiarity” 
among buyers of fastener products. These are your customers—so 
you stand to benefit most directly from this “acceptance”. 


The moral: Cash in on Lamson’s ‘consumer acceptance’. Stock 
Lamson & Sessions’ fasteners and push the sales of bolts, nuts 
and screws at every opportunity! 


THE LAMSON & SESSIONS COMPANY 
General Offices: 1971 West 85th Street © Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio © Birmingham 
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EXTRA FAST, EASY 


That Sells Fast and Easy 








““I'll take this extra-long-taper 
RIFEaIb mae time 
... makes reaming 


a cinch! “/ 


And RIGEAID LonGrip 
Reamers Won't Flare or Split Pipe 


@ Pipe experts go for the extra-long taper on RIFID 
LonGrip reamer that makes it smooth the burr cleanly out of 
pipe or conduit almost without effort. Just a few light ratcheted 
strokes and the job’s done. Saves time, work and pipe—that’s 
why they’re favorites. You sell ’em complete with ratchet han- 
dle, or the No. 2 reamer unit separately for use in RikaIib 
OOR small ratchet die handle. Two sizes, No. 2, %”’ to 2”; 
No. 3, %” to 3’. Feature these popular sellers to boost your 
profits. Order today. 


WORK- -SAVER PIPE TOOLS 
THE RIDGE TOOL CO. * ELYRIA, OHIO 
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make it a featherweight without sacri 
fice of strength or headroom. All ro 
tary shafts have ball bearings, and 
parts are precision machined. A new 
load brake provides split second auto 
matic braking when hoisting or lower 
ing. Other features include a one piece 
housing for support of shafts and beat 
ings, and a new chain of heat treated 
alloy stecl operating over sl of 
the same material 

The hoist is available in 4, 1, 14, 
and 2 ton capacities, with chain pro 
vided for a standard lift of eight feet. 

Philadelphia Division, The Yale & 
Towne Mfg. Co., Philadelphia—In 
dustrial Distribution, November 1950. 














Hydraulic Truck 


Truck Handles 
Materials on Spools 


Cable reels, paper rolls and other 
materials on spools can be transported 
and positioned with this new hydraulic 
truck. One model of this truck which 
has been used with small cable reels 
has a capacity of 300 Ibs 

‘The opening between the base forks 
and elevating forks is 15 in. and the 
elevating forks lower to 14 in. and 
elevate to 28 in. A single speed hy 
draulic hand pump and hydraulic cy] 
inder actuate the lifting mechanism, 


(Continued on page 122 





You get 
—.. complete kit 
of sales tools 
to help boost your profits 


on UNION 


CUTTING TOOLS 


YOU GET ADDITIONAL 
POWERFUL BACKING 


through Union's national advertising. Hard- 
hitting and dramatic, these full pages in color 
reach your customers regularly in their favorite 
magazines — continuous reminders that “No 
Other Cutting Tool Will Out-perform A Union” 
and always telling the reader to “Contact Your 
local Distributor”. 





Among the many sales builders on Union's comprehensive list of 
merchandising aids are the handy drill sharpening gauge and the 
decimal equivalent and drill size charts — each one in demand for 
customers’ everyday use, and each constantly reminding the user 
of Union Cutting Tools. 





PLUS AN OUTSTANDING 
DISTRIBUTOR POLICY 


Fair treatment is the keystone of Union's co- 
operative distributor policy aimed at channel- 
ling sales directly through you. In THOMAS’ 


REGISTER you'll find a special, two-page Union 
And for point-of-sale impact, there's the handsome counter dis- 


play, prominently featuring the latest Union ad, and with side 
pockets offering the attractive, information-packed Union folders 
which you can also use in direct mail or as stuffers. 


insert in the Drill section, listing Union distribu- 
tors. Why not get your own name on that list and 
enjoy the many advantages and steady profits 
that go with selling Union Cutting Tools? 





UNION TWIST DRILL COMPANY, ATHOL, MASSACHUSETTS 
MILLING CUTTERS e GEAR CUTTERS e¢ TWIST DRILLS ¢« HOBS «& REAMERS o« CARBIDE TOOLS 
We own and operate S. W. CARD MANUFACTURING CO. Division, Mansfield, Mass, Taps, Dies, Screw Plates 
BUTTERFIELD DIVISION, Derby line, Vt, Taps, Dies, Screw Plotes, Reamers 

BUTTERFIELD DIVISION, Rock Island, Que, Milling Cutters, Twist Drills, Hobs, Reamers, Taps, Dies, Screw Plates 
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“Easiest rope in the world to sell” 


“OUR WIRE ROPE sales picture has changed 


completely since we began selling the Roebling 


line. In the first place, Roebling is the oldest 
name in wire rope, and far and away the best 
known. Tell a customer you're going to fill his 
order with Roebling rope and he’s always pleased. 
He knows he’s going to get a product that’s the 
standard for the whole industry...rope that will 


give him top performance, stay on the job longer 


and bring his costs right down to rock bottom. 

“If one thing more than another is sure to bring 
prestige and business to a distributor, it’s a widely 
known line of products that everybody knows 
and believes in. You'll find that Roebling has the 
sort of reputation that comes from established 
leadership in a field of essential importance to 
industry everywhere. 


“When you tie up with Roebling, it pays off.” 
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ALL YOUR customers and prospects are looking 
for ways to reduce their costs. And every time 
they open their trade papers they see Roebling 
advertisements that tell about the extra service 
life and economy of Roebling wire rope. Business 


owners and executives are also reached regularly 


by special advertisements in Fortune, Newsweek 


and Business Week. 











ROEBLING DISTRIBUTORS can always have 
the active cooperation of the Roebling organiza- 
tion. It’s part of the job of Roebling Engineers 
and your Roebling Field Man to help you recom- 
mend the best rope for every type of service and 
equipment ... to find the solution for technical 
difficulties ... to show users how to install and 


maintain wire rope for best results. 





WHENEVER Roebling Distributors are asked to 
fill orders in an extra hurry, they are always in a 
position to make good. There’s a Roebling branch 
warehouse nearby, and it always has a full line of 
wire rope on hand in ample supply. Distributors 
can count definitely on supplementing their own 


stock by means of prompt deliveries from the 





warehouse. 


Todey les yal 
__ For EASIER SELLING .. . EFFECTIVE ADVERTISING .. . 
SUPERIOR ENGINEERING AND WAREHOUSING SERVICE . . . Oday Ms 1, ° 
a i EE. 
JOHN A. ROEBLING’S SONS COMPANY, TRENTON 2, NEW JERSEY 


ROE BLi a e. A CENTURY OF CONFIDENCE 


Atlanta, 934 Avon Ave. * Boston, 51 Sleeper St. * Chicago, 5525 W. Roosevelt Road * Cincinnati, 3253 Fredonia Ave. * Cleveland, 701 St. 
Clair Ave., N. E. * Denver, 4801 Jackson St. * Houston, 6216 Navigation Blvd. * Los Angeles, 216 S. Alameda St. * New York, 19 Rector St. 
* Philadelphia, 12 S. Twelfth St. * Portland, 1032 N. W. l4th Ave. * San Francisco, 1740 Seventeenth St. * Seattle, 900 First Ave. $. 
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Labor saved...sales boosted with 


si 


HANDY- PACK 
BOLT CARTONS 


By Sales Clerks because the 
cover of the strong Handy-Pack 
makes a bea open drawer 
for bolt cabinets. It eliminates 
opening cartons everytime you 
make a sale. It’s a strong drawer... 
won't tear, bulge or break. 


@ Handy-Packs 
contain the 
same small lot 
a quantities of bolts 
that have been standard for years. Cut thread carriage and 
machine bolts have nuts attached as always. 


oo open 


rawer 


Sealed with nylon tape Certified Reshippable 





¥ Jobber Salesmen because 
he strong Handy-Pack is more 
ttractive to retailers. It has fea- 
ures that stimulate sales... that 
ive the jobber salesman some- 
thing to talk about. 


By Warehousemen because 
the strong Handy-Pack can be 
handled or even dropped without 
breaking. It can be stacked neatly 
and easily in the warehouse. It 
won't crush or topple. It saves 
time and labor. 


Xe Kees ep 
Ss Xelie Xe 





STRONG HANDY-PA CK BOLT CARTONS have a certified bursting 


strength of 125 to 200 Ibs. per sq. in. depending on bolt size. The cartons are 


= in wooden boxes...can be ordered in carload or less-than-carload lots. 
ivery carton is sealed with nylon tape...is certified ses, 9 Tying and 


wrapping are not necessary when you reship them. Strong Handy-Packs have 

countless advantages over old fashioned ‘paper’ boxes. They eliminate costly 

spillage, mixing, sorting and losses due to breakage of weaker cartons. Order 

your bolts from Buffalo and get them in the new, strong Handy-Pack cartons. 
for this free circular on quantities 


WRITE and weights of Handy-Pack Cartons. 
BUFFALO BOLT COMPANY 


al | North Tonawanda, N. Y. 
r Sales Offices in Principal Cities. Export Sales Office: 
Buffalo International Corp., 50 Church Street, New York City 


PRODUCERS OF CIRCLE ® PRODUCTS — BOLTS * NUTS « RIVETS AND SPECIAL FASTENERS 
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assuring easy operation. The truck is 
equipped with two 5 in. swivel casters 
and two 5 in. rigid casters. 
Lyon-Raymond Corp., Greene, 
N. Y.—Industrial Distribution, No 


vember 1950. 


Tungsten Electrodes 


For Atomic Hydrogen, 
Helium and Argon Arc Welding 


Pure tungsten electrodes having a 
melting point about 6000 degrees F 
are suitable for atomic hydrogen and 
gas shielded electric arc welding of a 
wide range of metals. The use of tung- 
sten electrodes in inert gas atmospheres 
prevents the formation of oxides, ni- 
trides and other contaminants which 
tend to reduce the strength of welds. 
Since tungsten has the lowest vapor 
pressure property of any metal, the 
amount of the electrode consumed in 
the welding process is held at a mini- 
mum. 

It is claimed that these pure tung- 
sten electrodes, used in proper weld 
ing conditions, will resist the extreme 
heat of the arc, retain stiffness, keep 
arc properly spaced, and will be con- 
sumed at an almost imperceptible 
rate. They are available in any diam- 
eter and length. 

Sylvania Electric 
Towanda, Pa.— Industrial 
tion, November 1950. 


Products, Inc., 
Distribu- 


Outdoor Lamp 


Collector Grid 
Collects Vaporized Tungsten 


This new 1800 watt sports flood 
light lamp supercedes the manufac 
turer's previous 1750 watt lamp. It 
features a collector grid above the fila 
ment that collects the black, vapor 
ized tungsten that normally deposits 
on the inner surface of the bulb with 

(Continued on page 126) 





ANY 
oe 


Condor 
Compensated Belt 


L & 


Standard 
Rubber Belt 


Condor 
Compensated Belt 


Standard 
Rubber Belt 


it pays DISTRIBUTORS to sell 
Gondocv COMPENSATED BELTS 


Condor 


Compensated 8 eft 
7. 


Standard 
Rubber Be/t 


Compensation Principle Relieves Over-Worked Outer Plies 


You can see what hap- 
pens to the plies of an 
ordinary transmission 
belt by holding a pad 
of paper firmly and 
bending it as a belt 
bends around a pulley. 
All the stress and 
stretch goes to the 
outer plies. Outer ply 
rupture is the cause of 
. especially at the fasteners. 








most belt failures 


The photos shown above are from actual tests under 
equal operating conditions, where Condor Compen- 
sated Belt was tested against high quality, regular 
transmission belt. In every case, Condor Compensated 
Belt outlasts other constructions, giving as much as 
3 to 4 times longer service at the fasteners. 


The Compensation Principle is an exclusive Manhattan 
feature by which stresses between plies are equalized 


so that the inner plies share the load equally with the 
outer plies and the life of the belt is considerably 
extended. In fact, a Manhattan customer recently 
reported that a Condor Compensated Belt is in its 18th 
month of service on a drive that had “killed” previous 
belts in only 2 to 3 months. 


Manhattan Engineers’ claims of longer life in Condor 
Compensated Belt are conservative when measured 
against actual user reports. Try a Condor Compensated 
Belt, the belt with Equalized Ply Stresses, and prove 
to yourself the savings that are possible for the drives 
in your plant. 


FOUR DRIVING SURFACES FOR EXACT 
MACHINE SELECTION 

Condor Compensated Belt is also available with 4 

driving surfaces for operating conditions varying from 

low-tension to a degree of slip, as on winder drives. 

Send for Bulletin 6808 H. Your nearest Manhattan 

Distributor will promptly serve you. 


C 


RAYBESTOS-MANHATTAN, INC. 


Manufacturers of Mechanical Rubber Products * Rubber Covered E t * Radiat 





Hose * Y hn Belts * Brake Linings * Brake 


Blocks * Clutch Facings * Packings * Asbestos Textiles * Powdered ‘Metal Products * Abrasive & Diamond Wheels * Bowling Balls 


INDUSTRIAL DISTRIBUTION © NOVEMBER, 1950 123 








Defense Purchases Mean a Greater Use of Lubricants... 
All Lubricants Must Be Applied... For 
Extra Sales and Profits 


An expanded industrial economy means more machinery in operation, more production 
hours per day. Greater quantities of lubricants will be used to keep the machines running. 
THOSE LUBRICANTS MUST BE APPLIED... THAT GIVES YOU GREATER OPPORTUNITIES 
FOR SALES OF LINCOLN LUBRICATING EQUIPMENT. 


Wherever lubricants are used, there is a need for LINCOLN Lubricating Equipment to APPLY 
those lubricants. The Lincoln line is complete, and meets every lubrication requirement. It includes 
everything from the new Bullneck* Surface-Check grease fittings to a full range of Centralized 
Lubrication Systems. 


SELL LINCOLN LUBRICATING EQUIPMENT 
WHEREVER LUBRICANTS ARE PURCHASED! 


Lever-Type Grease Guns 
15 or 19 oz. capacity 





. Grease Fittings 
. A Complete Range) 
100 Ib. Drum 


Pumps 
Air-Motor 
Operated 


Powerluber* 
Air-Motor Operated 
60 Ib. capacity 


Push-Type Grease 
Guns 9 or 15 oz 
capacity 





Centralized 
Lubricating Systems 
For One or Batteries of 
Machines 
iMustrated, the New 
CentrOiler System for 
machines requiring periodic 
applications of oils , 400 Ib. Drum Pumps 

| Air-Motor Operated 





Bucket Pumps 
30 Ib. capacity 
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Here’s What One 
LINCOLN Distributor Has to Say 
About the Lincoln Line: 


“Linco/n Lubricating Equipment 
Has Proven a Very Valuable 
and Profitable Line’’ 


“Some ten years ago, LINCOLN LUBRICATING EQUIPMENT was a 
welcome addition to the many famous lines we handle. It has 
since proven a very valuable and profitable acquisition to our 
already vast stock of hand and machine tools, industrial and Mr. J. F. Phillips, Director of Sales 
safety equipment and supplies. The Boyer-Campbell Company 


“The sterling quality of LINCOLN LUBRICATING PRODUCTS, your 

splendid cooperation, and our united efforts have placed the 

LINCOLN LUBRICATING EQUIPMENT line in a most important 

position, which we hope and expect to maintain, in the Write for complete 
LUBRICATION FIELD. information on how you 


“LINCOLN PRODUCTS are conveniently packaged for the can become a LINCOLN 
distributors’ shelves and it is a pleasure for us to handle both Industrial Distributor and 
incoming and outgoing stock.” be prepared for your share 

THE BOYER-CAMPBELL COMPANY of defense orders. 
Detroit, Michigan 





*Tradename Registered 


+ © © PIONEER BUILDERS 
¥ = 7 LINCOLN ENGINEERING COMPANY 
G& WeVET 5739 Natural Bridge Ave. + St. Louis 20, Mo. 
LUBRICATING EQUIPMENT © « «. 
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a resultant gradually increasing absorp 
tion of light as the lamp burns. The 
improved performance of the lamp 
| with respect to light maintenance 1s 
| evidenced by the fact that, at the end 
| of its life, the lamp in conventional 
sportslighting equipment will still pro- 
duce approximately 81 percent of the 
| initial beam lumens as compared with 
| some 59 percent for the lamp without 
the collector grid. 

The 1800 watt lamp is rated at 117 
volts, and produces initially the same 
amount of light as the manufacturer's 

| 1500 watt, 105 volt lamp burned at 
| 10 percent overvoltage and consuming 
about 1740 watts. The rated average 


laboratory life of the new lamp is 300 
eee FOR LOWE R | hours. 
Westinghouse Lamp _ Division, 


LI FTl N G CcOsT IN EVE RY Bloomfield, N. ].—Industrial Distribu- 
tion, November 1950. 
TYPE OF INDUSTRY... 


When you show prospects how quickly and 
easily a Buda 2-speed High Lift Hydraulic Jack 
can lift 25 and 50 ton loads up to 22” without re- 
blocking, they can see the advantages and lower 
lifting costs they get—and your selling job is done. 

Two lifting speeds, plus a simple, fool-proof 
lowering control that permits stopping the load 
safely at any position, are built into these sturdy, 
perfectly balanced jacks for dependable, low 
cost lifting. 

Write for complete details on this and other 
Buda Jacks—the profitable line to sell. The Buda 
Company, Harvey, Illinois 

















HIGH LIFT JACKS IN 3 MODELS 














CAPACITY | HEIGHT WEIGHT ’ 
MODEL TONS CLOSED LBs. Goggle Chemical 





25-B-22 25 22" 16" Eliminates Fog 
‘ ° : From Goggles 


25-B-28 25 28" 22" 
eg * ; This special liquid eliminates blind 
50-8-26 50 26 20 ing fog from goggles and eyewear of 


; ee, ate “ glass or plastic. It is a mobile liquid, 
Buda 2-Speed Jacks are also ovoilable in 8°, 10°, and 12° closed | }ye<t described as a surfactant-silicone 


heights in 25 and 50 ton capacities. composition designed to create an in- 























| visible coating on optical surfaces. It 
is non-hazardous from any standpoint, 
either in shipment, in application, ot 
in use. 

The glass or plastic surface to be 
| treated is cleaned, and then the chem 
| ical is applied and polished. The coat 
}ing, while completely effective in 
| rendering the surfaces free of fog and 
| steam for hours at a time under the 

most severe conditions, is invisible 

3 and does not impair vision in any way 
| #e . } One application will normally last for 
Co . many hours. 


Automatic Ball Bearing Screw Standerd Standard High : [he Wilkins Co., Inc., Cortland, 
lowering Journal Jocks Speed Type Ratchet peed" , . ; . 
a nae ey aa, 2 aystetaa N.Y. Industrial Distribution, No 

5 to 15 tons 15 to 50 tons 1Sto7Stons 15-ton Cap. vember 1950. 
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WHY LENOX HACKMASTER 7) ARE— 
@ | 


F ECONOMY 
Do not break — no loss from breakage of 
partially worn blades. 


DURABILITY 


Made of High Speed Steel that will out- 
last several standard grade blades. 


SAFETY 


Will not shatter in use. No bruised hands 
or other accidents. 


“A DIFFERENT HAND 
HACK SAW BLADE” 
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The biggest sell-on-sight sales booster offered 
in promotion of precision files in many years. 
Backed by big advertising program, directing 


the sale to the supply houses. 








... 
ASSORTED NEEDLE FILE SETS 


5'/." and 6!/," overall 
ESCAPEMENT FILE SETS 


Xxx 5!/" overall 








Pat. Pend. 





Kit Divides 
into Two 
Compartments 
7 


Plastic Spring 
holds each 
File secure 

* 


Files do not 
touch 
ey 


Fine Points 
protected 
e 


Practical for 


new needle file case _°""" 


GROBET since 1812—the oldest name in files and the world 
leader in its field, offers you a fast turn-over package that will 
increase unit sales. 

The handsome clear plastic box slides open to form two 
storage units that will appeal to users of precision files in the 
machine shop, tool room, design department, and metal working 
and finishing operations. 

Supplied in Needle File Sets and Escapement File Sets, one 
dozen assorted GROBET CHROME STEEL SWISS PRECISION 
FILES to a Plastic Case. 

An extra selling feature that will appeal to you and your 
customers is the fact that there is no extra cost for the case— 
the price is the same as for a dozen files only. 

Write for details, prices and circulars suitable for imprinting. 














NEW YORK + CHICAGO + MONTREAL 
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Fork Shovel 


Attachment for Lift Trucks 
Handles Loose Materials 


his heavy duty fork shovel attach 
ment for lift trucks, with 7} in. long 
tines, saves time in the handling of 
such loose materials as castings, forg- 
ings, coal, coke and broken stone. The 
heavy, tapered tines are designed to 
case their way into and under mate 
rials with minimum tractive effort, and 
with the least possible degree of shock 
to the truck. 

The hydraulically controlled shovel 
can be tilted up to 40 degrees above 
horizontal, including 10 degrees tilt 
of the upright assembly, which per 
mits it to scoop up maximum loads 
without having to ram the stock pile. 

Clark Equipment Co., Battle Creek, 
Mich. — Industrial Distribution, No 
vember 1950 














Belt Sander 


Heavy Duty Sander 
Features Ease of Handling 


This heavy duty, dustless four inch 
belt sander is balanced throughout for 
easy operation. A low center of grav 
ity and the wide belt make the sande1 
unusually easy to handle. The large 
capacity, + x 27 in. belt puts a 25 sq. 
in. abrasive surface on the work at all 
times. The big belt, containing 33 
percent more sandpaper area, assures 
more work between belt changes 








There's Money for 
setts oul 
in this picture! 


~ This Har 
a ee ae tes appears currently / 
aes ' by your customers. o 
a on it by stocking and 
ling Harper non-ferrous and j 
stainless steel fastenings : - 


og” 


Sounds like ao exaggerati n't it? But it’s not so far-fetched 
when you consider that thi i symbolizes @ whole group 


of fastenings that have e because of corrosion. 
merican industry- 


BOARD of 7.25555 ; 
A small bolt or that was never designed for use under 


corrosive com —and the whole machine, 


DIRECTORS or process, gti ' 
y to keep out of this picture js to make sure that the 


The only w@ 
fastenings yOu use are non-ferrous OF stainless steel. 


meeting on Harper specializes in these 
over 7000 different sizes, t 

a machine Screw Copper Monel sod Stain ; 
s' . immediate delivery 
warehouses located in principal cities. 

If rust and corrosion resistance is important to you. 
in replacing common steel with 
i longer-lasting, 


.. if you can 


8219 Lehigh Avenue 


New York Office and Warehouse: 200 Hudson St. 

Los Angeles Office and Werehous?: 835 E. 31st St. 

Branch Offices: Atlanta, Combridge, Cincinnati, Cleveland, Dolls, 
Denver, Detroit, Grand Rapids, Milwaukee, Oakland, 
Priladelphic, Pittsburgh, St Louis, Seattle, Toronto (Canado) 


AMERICA’S LEADING SPECIALISTS IN NON-FERROUS AND STAINLESS STEEL FASTENINGS 
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A high powered turbine fan vacuum 
system assures dust free operation and 
longer belt life by preventing excessive 
clogging of the grits. The patented 
belt tension device enables the oper- 
ator to change belts in a matter of 
seconds. Standard equipment includes 
dust bag and nozzle assembly, resilient 
cork pad and steel shoe covering, six 
assorted belts, allen wrench, tube of 
grease for chain housing, tube of 
grease for gear housing. 

Porter-Cable Machine Co., Syra- 
cuse, N. Y.—Industrial Distribution, 
November 1950. 





” 




















Pullers 


Pullers Have 
Patented Gripping Feature 


- PAT off = the These pullers have a patented grip 
EASY TO USE ying feature, thin jaws and_ great 
ABSORBENTS 
Just spread it on grease spots strength. They are recommended for 
f Oj every possible use from ignition and 
Absorb all types of Oils, Greases ECONOMICAL 


1 
: sctrical work to heavy maintenance 
and Fats plus Water Solutions from : electrical work to he atenance 
Saves time, saves maintenance jobs In large industrial plants. I ach 


oil-covered floors. expense —can be used again size is automatically adjustable to a 
ond again wide range of applications made easy 

N ANCE by the linkage arrangement. They are 

Check these Advantages same SUR safe, will not slip off the work, and it 
| is claimed the threads on the forcing 

Reduces slipping hazards Recommended by insurance screw pt wide 32 percent more power 


Reduces fire hazards pee an ond eatety organ | than the conventional V type thread. 
Improves floor conditions — Foz There are 14 sizes of the pullers in 
si both two jaw and three jaw types 
ase ranging from 34 in. to 36 in. reaches. 
Reduces insurance penalties ’ al Owatonna Tool Co., Owatonna, 
. = \Minn.—Industrial Distribution, No 
vember 1950. 





Reduces maintenance labor costs 


improves working conditions 


N AANAWH™ 


Permits safer, easier, faster, 
walking on plant floors 


Abrasive Belt Unit 


se 


Improves plant housekeeping 


Manefactured Exclusively by ™_ nd ; Machine Unit 
f Performs Many Operations 

: : . a [his portable adjustable adaptable 
520 N. MICHIGAN AVE | C ] € adaptable 

Oil-Dri Corporation CHICAGO 11, ILLINOIS ibrasive belt machine unit can be set 


it any angle, instantly, selecting the 
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SAY, RED, 
THIS IS AGOOD PLACE TO WORK.| RED SHIELD: 
| HAVEN'T HAD A SHUT DOWN | SURE -THIS SHOP STANDARDIZES 
BECAUSE OF TOOL FAILURE / ON SHIELD BRAND CUTTING TOOLS. 
FOR WEEKS. THATS WHY WE HAVE SO LITTLE 
PRODUCTION INTERRUPTION, THAT HELPS 
OUR PRODUCTION BONUS, TOO. 
IT SURE IS A GOOD 
PLACE TO WORK. 














aN 


joo€ Qa nes gives 


uninterrupted production 


[' interrupted production because of tool failure 
is taking a nick at your profits—try Standard 
Shield Brand Tools. 


They are Foremost Quality in design—work- 
manship— material. Qualities that in themselves 
give you assurance of continuous performance. 

Then, too, our service staff is trained and 
experienced—more than 69 years of accumulated 
knowledge of cutting tools is available to you 
through these Standard Men. 

Standardize —and save. Call your Industrial 
Supply Distributor for prompt delivery of 
Standard Shield Brand Tools. 


\TAN DARD |OOL (0. CLEVELAND 4, OHIO 


New York + Detroit « Chicago - San Francisco 


THE STANDARD LINE: Drills » Reamers + Taps + Dies + Milling Cutters + End Mills » Hobs + Counterbores + Special Tools 
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EVERY ASSEMBLED PRODUCT 
NEEDS FASTENINGS LIKE THESE! 


Sof 


THREAD-CUTTING SCREWS SHAKEPROOF SPEED NUTS 


SHAKEPROOF LOCK WASHERS 


SELF-LOCKING NUTS 


SEMS-by-SHAKEPROOF 


GIABINEPH 


5 root WOR 


winot 
Chic icage 3% 


nw OF 
Keeler ‘Avenv® 


pivisio 


2501 Neth 
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angle at which the operator may work 
most efficiently. It affords facilities for 
all types of abrasive belt -wengeet | 
line contact with and without resili- 
ency and resiliency of any degree; pre- 
cision platen grinding; free belt grind- 
ing with and without a back up belt 
and working inside and outside the 
project; and contour polishing on 
shaped platens and wheels. 

A motor is attached to the unit by 
means of the motor tie bolts. The as- 
sembly is then a unit and is a portable 
one. 

lhe drive pulley is mounted directly 
on the motor shaft. A back up belt, 
which also serves as a drive belt, oper- 
ates from the center pulley to the 
front or work pulley. The abrasive 
belt operates over both the end 
pulleys. 

Abrasive Machines Mfg. Div., H. L. 
Ramsay Co., LaGrange, IIlinois - 
Industrial Distribution, November 
1950. 














Hose Shutoff 


Self Closing Shutoff 
Made of Cast Brass 


This self closing hose shutoff is 
durably made of cast brass, with long 
wearing valve mechanism. The valve 
provides instantaneous control of wa- 
ter flow. 

The shutoff is equipped with 3 in. 
hose thread, both ends, for easy attach- 
ment to hose and standard garden hose 
devices. 

When used with a nozzle the spray 
can be adjusted as desired, then the 
water can be turned on or off without 
affecting the spray pattern. The shut- 
off is designed to help steer and steady 
such devices as car washing mops, and 
at the same time provide instantane 
ous shutoff or control of the water 
flow. 

H. B. Sherman Manufacturing Co., 
Battle Creek, Mich.—Industrial Dis 
tribution, November 1950. 





GRINDING WHEEL 
DRESSERS 


For nearly half a century users of grinding wheels have 
used our dressers. Each dresser in our complete line has 
been designed to do a particular class of work. 


DESMOND HUNTINGTON DRESSERS 


Designed for use on various sizes of grinding wheels where 
quick dressing is essential. 5 types of handles and 3 sizes of 
cutters meet the full range of wheel dressing requirements. 


DIAMO-CARBO DRESSERS  atentes) 
The steel tube of this DIAMO-CARBO grinding wheel dresser 


is packed with an extremely hard abrasive, ideal for average 
wheel dressing and for hand forming special shaped wheels. 


DESMOND DIAMOND DRESSERS 


ad 





Narr 


For utmost precision truing and dressing grinding wheels. 
We select rough diamonds with extreme care, mount them 
(in handtools or nibs) with hard-earned know-how and 
stand behind every single one. 


DESMOND HEX DRESSERS 
With Huntington Cutters 


This dresser, with its six-hole 
bearing blocks contained in its 
head, is the most durable me- 
chanical dresser made. As one 
pair of bearing holes 
becomes worn, the 
hardened steel bear- 
ing blocks are turned 
to present a new set 
of bearing surfaces. 


DESMOND HEAVY DUTY DRESSERS 


This dresser has 
been designed for 
heavy duty use and 
on large or high 
speed wheels. It is 
the only effective 
dresser for bakelite 
and special bonded 
wheels. Cutters are mounted on dust-protected ball bearings. 





SIMPLEX 
Steel Slide VISES 


The solid steel slide makes these vises stronger than iron 
slide vises. The jaw inserts are removable. Two point bear- 
ing increases gripping power and the outside screw retainer 
enables easy lubrication of screw. 


MACHINIST VISES—Swivel Base 


Holds with tremendous 
gripping power. Has 
maximum life and maxi- 
mum strength. Slide of 
front jaw, where prac- 
tically all vise breaking 
occurs, made of steel. 


Designed for tapered or 

irregular pieces. Back 

jaw automatically ad- 

justs itself to conform 

to the shape of the work. © 
Tapered pin locks jaw 

in place, 


PIPE VISES 


The steel slide easily 
withstands the greater 
strain imposed by the 
greater jaw depth of this 
type of vise. Pipe jaws 
are removable and ac- 
curately milled to give 
secure grip. 


DRILL PRESS VISES 


Equipped with hardened 

and ground removable 

jaws of offset type (as 
illustrated) or straight face. Top of work base covered with 
hardened steel plates to prevent holes being drilled into 
vise body. 





ea 





Rei 


BUY FROM YOUR MILL SUPPLY DISTRIBUTOR 


The only complete line of grinding wheel 


DRESSERS & CUTTERS 


THE DESMOND-STEPHAN MANUFACTURING COMPANY «+ URBANA, OHIO 


‘ 


SIMPLEX 
Steel Slide VISES 





y, 
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A MARKET FOR YOU:--- 
©°THROUGH PRODUCT DESIGN AND 
ON-THE-JOB PRODUCT PERFORMANCE 


(© ALSO BECAUSE THE LINE IS COMPLETE TO 
MEET VARIOUS INDUSTRIAL APPLICATIONS 


V-BELT DRIVES 


Medart V-Belt Drives give your customers 
these benefits... compactness... positive speed 
.-. dependability. . . quietness . . . cleanliness... 
shock absorption ... easy on bearings... low 
maintenance cost...smooth driving and safety. 


Other WMedart Products. 


Belt Pillow Shoft 
Adjusters Blocks Couplings 


Literature on each is available. Write. 


Mico: 
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. continues relentlessly 
to seek ways of economizing... 
to hammer down costs and keep 
them at the lowest possible level. 


That is your cue for action... that 
is the signal to distributors that 
industry is wide open to the ad- 
vantages of MEDART Mechanical 
Power Transmission Equipment. 


You can get the full profit benefit 
of this opportunity because the 
market around you knows the 
name MEDART...You are equip- 
ped with a line that does a 
selling job that is continuing. 


Make that good sound busi- 
ness move now and send for 
Catalogs No. 56-V, 77 and 88. 


MEDART 
“SL” SHEAVES 


Sleevelock Type. Simple to mount and 
dismount. Bushing is split for entire 


length on one side assuring full length fit 
on oversize, standard or undersize shaft. 
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Motor Driven Trolley 


Attaches to 
Lug Mounted Electric Hoists 








This motor driven trolley is designed 
for attachment to standard lug 
mounted electric hoists, and may be 
adjusted to accommodate a wide vari 
ety of beam The trolley has 
crown thread machine steel wheels 
with hardened drivers. Each wheel is 
equipped with double row precision 
ball bearings and a removable head 
axle. 

I'he trolley is powered by a crane 
duty high torque totally enclosed mo 
tor of 30 minute, 55 degree rating. 
The magnetic contact panel is 
equipped with a transformer to reduce 
the voltage in the single speed push 
button control circuit. A four button 
control station is provided to operat« 
the single speed trolley and hoist mo 
tions. 

Industrial Equipment Co., Chicago 

Industrial Distribution, November 
1950. 


SIZCS. 


Toolroom Lathe 


Lathes Take Work 
Up to Ten Inches 


This new line of small precision 
toolroom lathes takes work up to ten 
inches in diameter over the bed 
Swing over cross slide is 6} in., and 
distance between centers varies from 
164 to 28% in., depending on bed 
length. Driven by a 4 hp motor, ample 
power is provided for all work within 
the capacity of the lathe. The head 
stock is back geared, providing spindle 
speeds ranging from 48 to 1435 rpm. 

Designed primarily for precision 
toolroom work, this new lathe is eco 











If you havea rust problem, 
ld like a free sur- 
mendations, 


e s free service, 
which includes 4 trial size 
of Rust-Oleum for specific 
test purposes There is no 
obligation on your part 
Write today 


CUSTOMERS 
f ¢ 


STOP RUST «zh 
RUST-OLEUM 


Every day rust eats away at your metal 
tanks, buildings, fences, stacks .. .every- 
thing metal inside and outside your 
plant. Yet, rust and costly rust depre- 
ciation can be stopped instantly . - 

economically . - _with RUST- OLEUM. 


Industry of all kinds .. railroads, steam- 
ship lines, iron and steel companies, 
refineries, in industrial 
and coastal areas 

Oleum for more than 

know that Rust-Oleum § 

vents rust!* 


Rust-Oleum can be applied withou 
extensive preparation . - - even ove 
surfaces that are already rusted. Rust- 
Oleum spreads evenly . . - free of brush 
marks. Its tough, pliable finish protects 
against every kind of weather, against 


rRust- 


umes and heat - . even against salt 


t 
air and salt spray- 
Beauty and durability are combined in 
Rust-Oleum for it is available in & large 
selection of colors. - - including alumi- 
num and white. 
Don't wait another day! Let Rust-Oleum 
give you safe, sure, economical pro- 
tection against rust. Use it to protect 
all your metal surfaces. 
ndustrial distributors in 
all principal cities of the 
United States and Canad: 
stock Rust-Oleum to 
ry 2 See 


KGSels lor complete cata: 
og and nearest source of 


supply, or write us direct. 
* Names of request. 


cOoRPORATION 


2414 Oakton Street, Evanston, Ilinols 
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CAP SCREWS SET SCREWS MACHINE BOLTS 
to 3” a. 8” to %” x 4" to q x 60” 


CARRIAGE BOLTS PLOW BOLTS STOVE BOLTS LAG BOLTS 
to 1” x 60” to %" x 20” to V4" x 6” to %” x 20” 


NUTS—Semi-Finished, Cold Punched, Hot Pressed, Casteliated 
SIZES 4" to 1%" 





ed PLEX makes all the ae 


fasteners and makes them Tough! 


Manufacturers, jobbers and dealers 
prefer TRIPLEX for ECONOMY too! 


Write for ourcatalog and 


wall chart for easier ordering 


The TRIPLEX SCREW Company 
5317 GrantAvenue @¢ Cleveland 5, Ohio 


CAP AND SET SCREWS + BOLTS, NUTS AND RIVETS 
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nomical to own and operate. It takes 
less power and space than larger, heav- 
ier sizes and will perform as well or 
better on work within its capacity. 
Large handwheels, micrometer gradu- 
ated feed collars, and convenient con- 
trols reduce operator fatigue and help 
prevent mistakes. It is delivered com- 
pletely equipped with a precision lead 
screw having .0015 in., or less, lead 
variation in any one foot; a handwheel 
draw-in collet attachment; collet rack; 
taper attachment; thread dial indica- 
tor; thread cutting stop; large face 
plate; and a micrometer carriage stop. 

South Bend Lathe Works, South 
Bend, Ind.—Industrial Distribution, 
November 1950. 














Soldering Gun 


Dual Spotlights 
Eliminate Shadows 


Dual spotlights to eliminate shad 
ows, and over/under terminals to brace 
tip and improve visibility are features 
of this new light duty soldering gun. 
I'he model is considerably smaller and 
lighter than previous, now obsolete, 
135 watt guns, and yet has substan 
tially greater soldering capacity. 

Features are dual heat (100/135 
watts) for all light and delicate solder 
ing, five second heating to save time 
and current, trigger switch control 
which adjusts heat to the work and 
climinates need of unplugging gun be 
tween jobs, chisel shaped tip for faster 
heat transfer and speedier soldering. 

Weller Electric Corp., Easton, Pa. 

Industrial Distribution, November 
1950. 


Multiple Feed Oiler 


Lubricates One to 20 
Bearing Points 


This centralized system lubricates 
one to 20 bearing points on machine 
tools, punch presses, high speed pro 
duction equipment, automatic ma 
chines, printing presses, conveyors, 
chains and similar applications. Oil is 





8 
S-A “SWIVELOADERS" 
fill and trim dry bulk 
materials—up to 2” size 
—into cars, bins and 
storage spaces at low cost. 
Bulletin No. 1046. 











PULLERS 


save manpower. One 
man—unaided—can 
move up to six loaded 
cars. Every firm with a - S-A 
switch track can use one. “TELLEVEL” 
Bulletin No. 1339. regulate bin levels 
automatically— 
control material 
level in bins, tanks 
: and storage silos. 
SACO SPEED REDUCERS Bulletin No. 1048. 
adapt standard full speed 
motors to any speed required. S-A 
Saves time, floor space, instal- Hand and Motorized 
lation costs and maintenance. WINCHES 
Bulletin No. 643. enable one man to 
lift—or move— 
heavy loads—up 
to 3000 pounds. 
Ask for Bulletin 
No. 340. 











a een No Stock to Carry. .No Investment. .No Sales Quotas 


LOADERS Your customers scarcely expect you to carry these 
speed up load- ¢ 


ing and trimming Stephens-Adamson specialties in stock—and neither 

loose, small lump do we. You merely sell from catalog ...and we make 
materials into box . : ‘ 

cars. One man, part drop shipments. Practically every type of business 

time, can operate. you call on can use one or more of these time-saving, 

Bulletin No. 948. cost-cutting items. Your men will welcome these 

practical additions.to your line. You'll make extra 


profits with no extra investment or selling cost. 


WRITE FOR FULL INFORMATION—PRICES—AND DISCOUNTS. 


STEPHENS-ADAMSON 


8 RIDGEWAY AVENUE, AURORA, ILLINOIS \_MFG. CO. LOS ANGELES, CALIFORNIA *& BELLEVILLE, ONTARIO 


INDUSTRIAL DISTRIBUTION * NOVEMBER, 1950 137 





You're not just another “me-too” dis- 
tributor — slugging it out with a host 
| of competitors selling the same line. 
} You're the Besly Distributor, with 
| sales protection provided by Besly 
“respected distribution.’’ You're the 
' Mr. Big, too, because along with Besly 
| Taps, Twist Drills and Reamers, you 
}can offer a measure of service and 
) recognized quality that builds — and 
| holds — business. Besly’s hard-fisted 
selling program works with you and 
) for you all the way. Check the follow- 
| ing facts and you'll know why a Besly 
| Distributorship is one of the big profit- 
} makers in industrial sales today! 


BESLY STOCKS MOVE 
User satisfaction makes sales for you 
Besly standards of accuracy have won 
top customer acceptance in large and 
small shops——-because Besly helps them 
do a better job—cheaper. 


USER 1OOCE RE 

Mass production plants where tool 
quality is critical buy Besly Taps, 
Twist Drills and Reamers. Besly's un- 
challenged reputation for performance 
helps you sell the big fellows . who 
make it easier to sell all the rest 


YOU GET THE y f 
There's no wasteful dup slic ation of 
sales effort under Besly’s policy of 
“selective distribution" that is truly 
selective 


PROFIT 


118 N. Clinton Street, Chicago 6, Illinois + FRanklin 2-1222 


(ESL ita cnn H. BESLY & COMPANY 


APS . T 


138 


WisT 


INDUSTRIAL DISTRIBUTION 


TAPS 


TWIST 
DRil 
REAMERS 


HELP WHEN YOU NEED IT 

Close support by factory engineers 
at Beloit, or in the field, helps your 
customers lick tough production 
problems—and boosts your stand- 
ing as a supplier. 


TURNOVER IS FAST 
Because of Besly’s popular ex- 
change policy that weeds out slow 
movers and replaces them with 
items in greatest demand in your 
territory. Besly stock must make 
money for you and your salesmen. 


EYE’ PROMOTION 

The buying power of industry sees 
and reads Besly ads. Intensive 
trade paper advertising is backed 
by coordinated promotion that in- 
cludes catalogs, mailings, reprints, 
selector manuals and data sheets. 
Besly gives you the tools to culti- 
vate your big-profit markets. 


Write Voday! 
Find out whether Besly’s Better 
Deal is still open in your territory. 


BULt 





DRILLS ° REAMERS 
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fed from a large reservoir through in 
dividually adjustable needle valves and 
through copper or neoprene tubing to 
the various bearings. When the sole 
noid, located directly below the reser 
voir, is energized, oil feeds to all lines. 

The unit stops feeding when current 
is cut off. It can be operated from 
any convenient current outlet or con- 
nected directly across the motor start- 
ting switch to feed automatically when 
starting, or stop feeding when equip- 
ment is not in operation. 

Trico Fuse Mfg. Co., Milwaukee— 
Industrial Distribution, November 
1950. 














Gear Motor 


Designed for 
Combustion Control Systems 


his gear motor, developed espe 
cially for application to combustion 
control systems, uses double reduction 
worm gearing to furnish an output 
speed of .4006 rpm and approximately 
220 pound inches output torque. 
Speed reduction ratio is 4242.4 to 1 

The gear motor is driven by a spe 
cial single phase, 60 cycle, 115 volt, 
rpm capacitor run, capacitoi 


“a. 
| 5 





Compared Wrenches 


-eand discovered that choosing 
BLACKHAWK makes a surprising difference 


BLACKHAWK GIVES 
| ME SOCKET SIZES 
FROM %6" TO 3%" 


PUT THE BENEFITS OF SOCKET WRENCHES ON MORE JOBS! You 
can do it when you bank on Blackhawk. It’s the most complete 
line of Socket Wrenches. Having all the proper sockets makes 
it unnecessary to resort to slow, cumbersome solid-type wrench- 
es on large or isolated nut sizes. 


WE GET 
MANY MORE 
NUT-SETTINGS 
PER SOCKET 


IT’S THE SUPERIOR ALLOY STEELS THAT MAKE THE DIFFERENCE! 
This longer life adds up to big savings—especially on contin- 
uous, grueling assembly work. By lessening replacements, you 
also prevent costly work stoppages. The buying records of 
many plants specify that Socket Wrenches must be “Blackhawk.” 


fa WE ZIP UP ASSEMBLY 


aS 


TRY THIS! LAY A BLACKHAWK WRENCH NEXT TO AN ORDINARY 
TOOL! You'll spot the big extra quality in a flash. The Black- 
hawk Wrench is thinner, better balanced, has less weight and 
more utility. Its user stays fresh longer, operates more skill- 
fully and does jobs that are impossible with ordinary tools. 


THIS THUMB-RELEASE LOCK-ON” 
IDEA CUTS OUT TIME-LOSSES 
AND ACCIDENTS 


BLACKHAWK QUALITY SOCKET WRENCHES COST NO MORE . 

but even if they did, “Lock-On” would be worth the differ- 
ence. Sockets can’t stick on the nut or fall into dangerous 
places or on workmen below. Combinations can't fall apart. 
“Thumb-release” quickly disengages the combinations. 


COMPARE FOR YOURSELF. Sce why these and many other exclusive 

selling advantages create bigger volume when you push Blackhawk 

Socket Wrenches. A Product of Blackhawk Mfg. Co., Dept. W-17110, 
Milwaukee 1, Wisconsin. 


BLACKHAWK 


HYDRAULIC JACKS + “PORTO-POWER” 
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PIPE BENDERS * 


y seer 


FOR design 


TORQUE INDICATORS 
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WLPLU 





The word “RAWLPLUG” used 
in connection with Jute Fibre Screw 
Anchors is exclusively the property 
of The Rawlplug Company, Inc. For 
forty years it has been secured to them 
by common law and by trade mark 
registry. It is the corporate and trade 
name of the company and specific 
product of their manufacture, 


Buy—Stock—Sell and Use Only the Original 

and Genuine RAWLPLUGS .. . There are 
many imitations . . . so look for the trade & 
mark “Rawlplug” on the Blue Box. 











RAW HAMMER- SETS 


For Further Information Write Dept. | 


THE RAWLPLUG CO,, INC. 


271 Church Street, New York 13, New York 


HARDWARE, ELECTRICAL AND MILL SUPPLY H 
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start motor, furnished with three 
leads, and is instantly reversible up to 
20 times per minute. A double output 
shaft is provided with the unit, at 
right pied aa to the input shaft. One 
side of the double shaft is provided for 
driving a limit switch. It is also 
equipped with a 24 in. handwheel to 
operate a clutch for disconnecting the 
motor and the first reduction worm 
gear. 

Janette Manufacturing Co., Chicago 
—Industrial Distribution, November 
1950. 


Grinder 


Features Extra Clearance 
Between Wheels, Motor Frame 


This new six inch grinder, in } and 
+ hp. sizes, has extra wide clearance 
between the wheels and the motor 
frame which permits the grinding of 
large and odd shaped pieces. Also, 
long pieces may be moved across the 
front of the motor frame because it is 
smaller in diameter than the grinding 
wheel. Additional features include ca 
pacitor start, capacitor run motor guar- 
anteed against burnout for two years, 
full size ball bearings which never 
require lubrication, and tool rests 
which may be tilted for angle grinding. 

Baldor Electric Co., St. Louis 
Industrial Distribution, November 
1950. 


Lubricant Pump 


Air Motor 
Unconditionally Guaranteed 


Three models of an air operated 
high pressure lubricant pump will de 
liver lubricant from 25, 35 or 50 
pound original containers. Heart of the 
pumps is a new sealed-in air motor 
which is unconditionally guaranteed 
for 27 months. The motor requires 
no oiling and has an exclusive centered 
valve design, with the air valve and re 
lated parts located between the ait 
cylinder and pump tube. 

The pump has a minimum of mov 
ing parts, and is both light and com 
pact, weighing nine pounds. There is 
no trip rod nor cam and the motor is 
impossible to stall, according to the 





ANOTHER 
UTSTANDING 
R/M PACKING. 


Q § 
Flexible Metallic 


This outstanding R/M packing offers the 
non-frictional qualities of metal and the 
resilience or “give” necessary in packing. 
It’s made of asbestos yarns covered with 
metal foil. It’s recommended for recipro- 
cating steam and air rods, centrifugal pump 
shafts, valve stems, expansion joints, and 
other applications where temperature does 
not exceed 450°F. and surface speed is not 
greater than 600 feet per minute. R/M 
No. 920 is just one product in the complete 
line of top-quality R/M packings and gas- 
kets for industry. If you are interested in 
a quality line sold under a unique distrib- 
utor policy, write us today. 


RAYBESTOS-MANHATTAN, INC. 
PACKING DIVISION, manuei, pa. 


FACTORIES: Bridgeport, Conn. Manheim, Pa. 
No. Charleston, $.C. Passaic, N.J. 
RAYBESTOS-MANHATTAN, INC. Manufacturers of Packings.« Asbestos Textiles * Mechanical Rubber Products + Abrasive 
and Diamond Wheels « Rubber Covered Equipment + Brake Linings « Brake Blocks + Clutch Facings + Fan Belts 
Radiator Hose « Powdered Metal Products « Bowling Balls 
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Your EX /i R 4 Advantages 
n stocking CLEVELAND Fasteners: 


Extra high manufacturing standards, 
Extra wide range of sizes, 
Extra fast delivery. 


. +. advantages that spring from 


CLEVELAND'S SPECIALIZATION 


in Cap Screws* Set Screws, Milled Studs 


*Cap Screws in Hex, Fillister, Flat and Socket Heads 


It pays you to stock Cleveland Fasteners 


THE CLEVELAND CAP SCREW COMPANY 
2917 EAST 79TH STREET © CLEVELAND 4, OHIO 





ay 


ORIGINATORS OF THE | 
KAUFMAN (\LL->_ «4 PROCESS © 
inst 


| 
Speciolists for more than 30 years in | 


| CAP SCREWS, SET SCREWS, MILLED STUDS 


Ask your jobber for Cleveland Fasteners 
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manufacturer. The pump tube is 
equipped with dynamic primer and the 
entire pump assembly is precision 
built to close tolerances. It does not 
require bleeding to eliminate air 
pockets. The pump has positive 40 
to one ratio and delivers 144 ounces 
of chassis lubricant per minute at 70 
degrees F with 150 pounds of air pres- 
sure. 

Alemite Division, Stewart-Warner 
Corp., Chicago—Industrial Distribu- 
tion, November 1950. 


Portable Saw 


New Model Added 
To Home Shop Tool Line 


his 84 in. portable saw is designed 
to appeal to carpenters, small contrac 
tors, individual home builders, farm 
ers, maintenance and repairmen. It 
includes depth adjustment from x in. 
to 2g in. and bevel adjustment from 
0° to 45°. These built in adjustments 
permit fast work on such jobs as scor- 
ing plywood and bevel cutting 2 in. 
lumber at 45°. 

Other specifications include 115 
volt universal motor for DC or AC up 
to 60 cycles, precision helical gears, 
ball bearings at points of greatest wear, 
perfect balance, comfortable handle 
with enclosed safety trigger switch, 


auxiliary hand grip on motor housing, 





al 


Recognize 


Chances are you do (and as a salesman you she 
Costly hand and paddle loading methods like this waste 
grease... waste time . . . cause dirty grease and create 
troublesome air pockets in the gun. 


Whenever you see conditions like those in the pic- 
ture above you know it’s time to move in—and fast 
—with Alemite Hand Gun Loaders. Here’s why: 


Alemite Hand Gun Loaders — Eliminate all trouble- 
some air pockets . . . guns are packed solid with 


r grease every time! 


Alemite Hand Gun Loade Bfve up to 3% man 
hours . s. of lubricant used! 


Alemite Hand Gun Loaders— Keep lubricants “re- 
finery clean” from barrel-to-bearings—end all risk 
of dirt getting into the grease! 


Offer plant men advantages like these and you've 
got yourself a worthwhile sale. For Alemite Hand 
Gun Loaders are engineered right and priced right 
... to sell fast and in quantity every time. SELL onE 
FOR EVERY GREASE DRUM IN THE PLANT! 


, f there’s an Alemite hand gun loader to fit every size grease drum... every need! 


1850 Diversey Parkway, Chicago 14, Illinois 


i 
4 Alemite, Dept. H-110 
' 
' 
' 


To Sell More Alemite Faster Use This FREE Sales Tool! 


My company handles the 


for our copy wow / Alemite Line. Please send me a free copy of the powerful new 
o sales booklet showing “11 Ways To Cut Producti Costs.” 
Send 0 yee ays Tc roduction Costs 


ALEMITE (| siia| 


Street 
Modern Lubrication Methods That 
Cut Production Costs City State 


INDUSTRIAL DISTRIBUTION * NOVEMBER, 1950 





| safety tclescoping blade guard, guide 

| notches for straight or 45° cuts, die 

| cast aluminum alloy housing and has 
cutting speed of 5000 rpm. 

|  Skilsaw, Inc., Chicago—Industrial 
Distribution, November 1950. 





(What goes. 
vo can? 


BEFORE IT’S SOLD of COWuE 


The best of materials and workmanship 
have been put into WITT CANS—that’s why Drawer Sepa rator 
WITT CANS outlast ordinary CANS 3 to 5 Always Gives 


times. Full Visibility 


Check this feature list against This new type divider for parts bins 


the CAN of any manufacturer: and drawers speeds operations and 
gives full visibility regardless of how 


full the drawer is. ‘The dividers are 
STRAIGHT SIDES—ossure extra resistance to rough 1e drawer is. ‘The divid . 














ay ARNE Re ES A, ALA Ark Ca 


handling. 


DEEP ROLLING CORRUGATIONS—run full length of 
Can adding further rigidity. 


HEAVY GAUGE STEEL—provides battleship rugged- 
ness. 


STRUCTURAL STEEL BANDS—protect top and bottom 
of Can and act as shock absorbers. 


HOT-DIP GALVANIZING—a hand process insuring 
heaviest possible rustproofing after fabrication. 


PINCH-PROOF HANDLES—and sturdy one-piece lid 
for easy handling. 


» If you're looking for quality that 
builds a fine reputation, you'll 
find it—as your customers do— 
in WITT CANS. 


Write for new WITT Catalog No. 63 
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now being supplied in the manufactur- 
er’s drawer units, parts bins, and other 
equipment. They will be standard 
equipment, unless otherwise indicated, 
on all future shipments of the manu 
facturer’s parts storage equipment. 
Another feature of these tilt label 
dividers is the dustproof grooved side 
panels on drawer for giving positive 
rigid adjustment ot dividers. This 
allows projection free sides that will 
not catch or bind; also, small parts 
will not creep out, nor is drawer ca- 
pacity lessened by other awkward or 
protruding adjustment devices. 
Equipto, Aurora, II]. — Industrial 
Distribution, November 1950. 


Floodlight Lamps 


Weatherproof Lamps 
Eliminate Enclosed Fixtures 


These weatherproof _floodlight 
lamps, which eliminate enclosed fix- 
tures and which are said to provide 
more foot candle of illumination per 
watt, are made of hard glass which re- 
sists sudden temperature changes, 
moisture, vibration and impact of fly- 
ing insects. Bases are nickel plated to 
reduce corrosion and freezing in 
SOC kets. 

The lamps are available for standard 
and high voltages in 750 and 1000 
watt sizes with mogul clamp bases. 
Ihe line also includes weatherproof 
lamps in 200, 300, and 500 watt 
S1Z¢eS. 

Radiant Lamp Corp., Newark, N. J. 

Industrial Distribution, November, 
1950 





‘Super-7 Texrope 
A and B Belts 


Powerful cord structure im- 
pregnated with live rubber, 

extra stiffening plies, resili- 
ent rubber cushion, tough, 
double-wrapped, bias-cut 
cover, precision molded, ac- 
curately matched. 


Super-7 Texrope 
C, D, and E Belts 


Famous grommet construction, no 
splices where failure can start, heavy 
rayon cord, rubber cushion supports 
cords at pitch line, bias-cut double- 
wrapped cover has high wear resistance, 
accurately molded, matched under load. 














Sell the V-belt That Brings 
‘em Back For More 


b fe CAN COUNT ON REPEAT BUSI- Engineering end Selling Help 


NESS and satisfied customers when 
you stock and sell Texrope V-belt drive 


‘ Please send me 
Allis-Chalmers gives you real coopera- (0 Pre-Engineered 


Driv 
equipment. Strong advertising builds Me po tough ee aes: Oo Mendy Ovide tor 
user demand. With top quality mer- — yer. for ee ee ae an 
chandise backed by the greatest engi- printed selling aids. And you benefit _— 
neering experience in the industry, you from our experience in selling more in- D Avtomatic Vori 
sell installations that give long, trou- dustrial V-belt installations than any 
ble-free service. other manufacturer. 


Pitch Sheaves 

2087223 
Industry's Broadest Line " Get the Facts 

Famous Texrope line offers you the A Texrope line franchise is money in 

world’s largest range of V-belt drive your pocket. A limited number of ter- 

equipment... for any industry you ritories have franchises available. See 

name. That means you can handle any your nearest Allis-Chalmers Sales Office 

V-belt drive order with this one line. today for details and requirements. 





ALLIS-CHALMERS, 1080A SO. 70 ST. 
MILWAUKEE, WIS. 








Company 


Texrope, Super-7 and Vari-Pitch ore Allis-Chalmers trademarks 


ALLIS-CHALMERS \): | =: 


ORIGINATORS OF THE MULTIPLE V-BELT DRIVE FOR INDUSTRY 
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For 3500 years, 
ramie fiber resisted rot 


in an Egyptian tomb... 


Now... Johns-Manville 
makes ramie fiber into 


the rot-resistant packing... 4 





That’s why MAVALON stands up 


where other packings fail! 


IN PLANT AFTER PLANT, this new Johns-Manville 
packing made from ramie fiber is establishing new 
records in reciprocating service against fresh or salt 
water, brine, cold oil and many other liquids. 


Navalon’s rot-resistant properties are only one 
reason for these outstanding performance records. 
Navalon also has the high tensile strength inherent 
in ramie, nature’s strongest fiber. An exclusive Johns- 


Johns-Manville 


PACKINGS & GASKETS 
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Manville process of manufacture gives it unusual 
lubricating properties, too—another reason for its 
ability to outlast other cold liquid service packings. 
And, in addition, Navalon is free from any tendency 
to score. 


In the toughest service, users are finding that this 
unique combination of properties not only means less 
repacking—it means less wear on rods and plungers 
as well—money-saving performance all around. 

Why not investigate Navalon as a means of increas- 
ing packing life and reducing costs in your plant? 
Get in touch with your packing distributor, or send 
for folder PK-32A that tells the full story. 


NOVEMBER, 1950 
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Open the Door Lo 


INCREASED 
SALES, 


@ Backed by a record of greater productivity per wheel in 
Many different materials over a wide range of applications 
}..V1 Bond Internal Grinding Wheels provide an important 
addition to your line of Abrasives by CARBORUNDUM. They 
Will pave the way to bigger-and-better sales for you! 

Users like the increased efficiency in all types of internal 
grinding made possible by these wheels. Many large users have 
fome to depend upon V1 Bond wheels to maintain high- 
— capacity. Special new process assures wheel uni- 
ormity, better grinding action and shorter delivery time. 
Equally efficient from starting diameter to minimum usable 
$ize. The Carborundum Company, Niagara Falls, New York. 


Use These 


) 
BIG SELLING 
FEATURES 


BRANCH OFFICES IN: BONDED ABRASIVES BY 


Atlanta Los Angeles 


Boston Jersey City 
Chicago Philadelphia 
Cincinnati —_— Pittsburgh 
TRADE MARK 


Cleveland St. Louis 
Detroit San Francsico 


More pieces per wheel. 


Faster, freer, cooler 
cutting. 


diamond tool life. 


Improved surface finishes h C 
and closer tolerances. RUNDUM 
Greater range of work TRADE MARK 


] 

2 

3 Lighter dressing —longer 
4 

3 from one grade. 





Making ALL abrasive products ...to give you the proper ONE 


“Carborundum” is a registered trademark which indicates manufacture by The Carborundum Company 
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CLECO 
PAVING BREAKERS 


CLECO 
GRINDERS 


m2 nei gt ers i aPC! 


a 


CLECO CHIPPERS 








CLECO CLECO 
SUMP PUMPS RIVETERS | CLECO Pita 


RAMMERS BACKFILL © 


TAMPERS © 


CLECO Cleco distributors, being the best, demand the best. 
HANDI-DRILLS Cleco’s quality air tools and accessories, plus 
prompt service, add up to satisfied customers. CLECO 


IMPACT WRENCHES 
Ask the man who uses air tools and he’ll tell you 


CLECO 
GRINDERS Cleco is tops in performance, low in maintenance. cLECO 


Demand the best and get the best. Demand Cleco — SCREWDRIVERS 


and Dallet air tools and accessories. = 
Ale 


q TT 
CLECO DIVISION ~ 


of the REED ROLLER BIT COMPANY, 5125 Clinton Drive, Houston 20, Texas, U.S.A. 


DIVISION OFFICES 
GEORGIA: Atlanta 3, 502 Peters Bldg. 2 ILLINOIS: Chicago, 5701 West Madison St. 7 MASSACHUSETTS: Worcester, 23 Enfield St. 
MICHIGAN: Detroit, 2832 East Grand Blvd. 3 MISSOURI: St. Louis 3, 2322 Locust St. * NEW JERSEY: Newark 4, 75 Lock St. 
OHIO: Cincinnati 2, 431 Temple Bar Bldg. @ PENNSYLVANIA: Philadelphia 33, Maoscher at Lippincott St... . Pittsburgh 22, 109-11 Wood St. 
TEXAS: Fort Worth, 1717 East Presidio @ CALIFORNIA: Los Angeles, 3821 S. Santa Fe Ave. 





In Canada: Cleco P tic Tool Company of Canada, Ltd., 927 Millwood Road, Toronto (Leaside), Ontario 
DISTRIBUTORS IN PRINCIPAL CITIES OF THE UNITED STATES AND THROUGHOUT THE WORLD 
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Sander 


Sander Weighs 
Only Five Pounds 


Although this tool weighs only five 
pounds, it is ruggedly constructed to 
stand up under continuous industrial 
use. Shaped to fit the hand, its straight 
line reciprocating action duplicates 
the motion of skilled artisans in pro 
ducing a smooth surface. Total sand 
ing surface is 21 square inches. 

Instant control is provided through 
a pressure type hand switch on the 
bakelite cover of the die cast alumi 
num housing. The model is not af 
fected by dust or dirt, and there are 
no wearing parts to require oiling. It 
operates from any 110-120 volt, 60 
cycle, AC outlet through an cight 
foot, three wire Underwriter’s approved 


ALL IDEAL 
SHELF PRODUCTS IN cord. Abrasive paper is held by a can 
type clamp and can be changed in 


5: e seconds. 
/ ; -- Diemel Mfg. Co., Racine, Wis. 
_—_—_—_—- ig Yo % Industrial Distribution, November 
| / 


1950. 
METAL-EDGED 
PACKAGES 


Packaged 
to Bring you 








? € Distributors say they’re the best looking, best designed packages in the 
| field!...with eye-appeal that multiplies spur-of-the-moment purchases. 
Every IDEAL package is a smart merchandising container—clearly marked 
for instant identification by countermen—yet taking up less shelf space 
because of its size and shape. Metal stays protect corners, prevent crushing, 
guard the product on your shelves and your customers’, too. As good as the 
products they contain, IDEAL packages are silent salesmen—bringing 


extra sales that don’t cost you a penny! 


“WIRE-NUTS” 
and WIRING TOOLS 


**Wire-Nuts’’ — the patented> 
solderiess, tapeless wire con- 
nectors — have been the con- 
tractor'’s and industry's standard 
for over 20 years. Wiring tools 
include: B-X cable cutters — 
voltage testers — fish tape, 
reels and pullers — fuse re- 
ducers — fuse clip clamps — 
test lites — fuse pullers — ca- 
bie rippers—joist borers—wire 
skinners—FLUR-TEST fluorescent 
fixture testers 


THERMO-GRIPS ® 


Resistance heating 
Principle soldering 
tools that moke diffi- 
cult soldering jobs in 
Production or mainte- 
nance easy. Sizes for 
every job. 


WIRE STRIPPERS 
Production: — Brush 
—bench—rotary and 
lever types. Also fo- 
mous ‘'Stripmaster’’ 
hand type 


*Patented No. 1,933,555 





“A CLEANERS 


Hand - type vacu- 
Vg ~ 


pop-corn blowers. 
eae tank- 

pe cleaners for 
industrial cleaning, scrap-col- 
lection, water pick-up. 


MOTOR 
MAINTENANCE 
EQUIPMENT 


Commutater and slip 

ring resurfacers — com- 

mutator cleaners — 
brush seaters—precision grind- 
ers—mica vundercutters —com- 
mutator sows — coil winder 
drives and heads — insulation 
testers — growlers. 


MACHINERY 
PRODUCTS 


live centers to speed and 
improve lathe output — 
electric etchers—dust col- 
lectors — tachometers — 
demagnetizers — ‘'Xpand- 
O-Lap" self-expanding 
laps. 


Sold Through America’s Leading Distributors 


IDEAL INDUSTRIES Inc., Sycamore, Illinois 
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Temperature Recorder 


Requires No 
Connection to Power Supply 


This temperature recorder requires 
no connection to any power supply yet 
records temperatures over a period as 
long as seven days without attention. 
\ specially developed shockproof 
mechanism makes it particularly satis 
factory for use in trucks, trailers, rail 
way refrigerated cars and ships, where 
it can be installed with the cargo, 
without shockproof mounting, and de 
pended upon to record an accurate 
graph of ambient temperatures over a 
seven day period. 

The recorder is a completely self 
contained recording thermometer with 
a temperature range, in various models, 
within the limits of minus 30° F to 
plus 165° F. Charts are available 





DUTCH 
BRAND 


« Maski ng, ape. 


for masking 
holding 
for sealing 
for reinforcing 
for splicing 
Available through for protecting 


Distributors for resale to FEATURES 


FLEXIBLE . it allows easy application to 
| N D straight surfaces or around curves. 
USTR TAL USER $ WILL NOT CURL...it has “dead stretch” that 
prevents curl-back when applied. 
P : P PROPER STRENGTH... it is strong and does 
Dutch Brand Masking Tape is a quality product that has net rip or tear on the job. 
literally thousands of uses industrially. It is a demand item FOR USE WHEN WET SANDING...wet sand- 
that enjoys everyday sales. It is one of those products that 2 hese does not affect holding power 
‘ « = of the tape. 
can be considered a “staple. 
NO SWEATING...humid weather does not 
Practically every manufacturing customer you call upon is a covee tape to tall off. 
prospect who is already using or can use masking tape in his APPLIES TO ALL SURFACES...it works equally 


: well on lacquers, synthetics, undercoats, 
manufacturing processes. metal, wood or other surfaces. 





The distributor policy behind the sale 
of this product is a sound and 
profitable one established by a 

company familiar with selling 

distributors over a long period of 
time. You can depend upon it as 

the kind of policy distributors 

enjoy working with. 

















VANCLEEF BROS.|NC. * 


CHICAGO 19,-U.S.A. 
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_AHLBERG BEARINGS 


1. THE FAVORITE LINE 





BECAUSE THE Fuel tine! 


Boosting profits is simply a matter 
of making more sales to more 
people. That’s why, when it comes 
to bearings, it pays and pays well 
year in and year out, to stock the 
Ahlberg line — the full line of ball 
bearings that enables you to render 
anti-friction service for virtually 
every type of machine in every 
branch of industry 

In addition to its completeness 
and outstanding quality the 
Ahlberg line is backed by a proven 


distributor sales and engineering 
assistance program. Sound mer- 
chandising helps, jobber pratec- 
tion, obsolescence control, more 
than four decades of experience 
and friendly service, all combine 
to make the Ahlberg franchise one 
of unlimited possibilities. Why 
settle for less? Why wait? Write 
us today and see if there’s an open 
franchise in your area. Ahlberg 
Bearing Company, 3025 West 
17th St., Chicago 32, Illinois. 








AHLBERG 


BALL BEARINGS ° ROLLER BEARINGS 


BEARINGS ° 


* THRUST 
BALL BEARING HOUSINGS 
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for 24 hour, 72 hour, 3 day and 7 day 
recording. The instrument measures 
53 in. x 5} in. x 44 in., and weighs 34 
Ibs. Remote recording types are also 
available. 

Tagliabue Instruments Div., Wes- 
ton Electrical Instrument Corp., New- 
ark, N. J.—Industrial Distribution, 
November 1950. 














Plasticized Glove 


Said to 
Greatly Outwear Rubber 


It is claimed that this plastic i1m- 
pregnated glove has wear resistant 
qualities greatly surpassing rubber 
coated gloves. Waterproof and snag 
proof, the glove is heat and flame 
resistant. It is also claimed superior 
in tensile and tear strength and in 
abrasion, acid, and alkali resistance 
over leather or natural and synthetic 
tubber gloves. Tests have revealed the 
ability of the glove to withstand long 
exposures to corrosive materials with 
out affecting the plastic impregnated 
coating. 

American Rubberizing Co., Minne- 
apolis—Industrial Distribution, No- 
vember 1950. 


Induction Motors 


Line Redesigned 
For More Protection, Accessibility 


The, manufacturer has redesigned 
his standard line of large, bracket bear- 
ing, squirrel cage induction motors 
of four and more poles to provide 
more protection and greater accessibil- 
ity. Capsule type sleeve bearings are 
standard. The split, cast iron bearing 
capsule or house has a machined flange 
for bolting to the bearing bracket. 

The air discharge openings in the 
side of the stator yoke, protected by 





oS , 


NUCUT i FILE 


Here’s why this different 


“wavy tooth” design means 
+ 





better filing for 
your customer... 





and more sales for you... 





Cleaner, faster filing for your customer! Filing without clogging, scrap- 
ing or skidding! Filing that leaves a smoother surface! There, briefly, 
you have NUCUT filing. 

No wonder user after user reports NUCUTS remove more metal — 
in less time — with less effort. 

It all goes back to NUCUT’s different “wavy teeth.” A patented 
design, this consists of both coarse teeth and fine teeth — in scientifically 
positioned rows. That’s why a NUCUT both cuts and smooths at every 
stroke. Just as if two files were working instead of one. 

You’ll find recommending NUCUT will prove your best bet for 
building file sales. Write. 


HELLER BROTHERS COMPANY 


America’s Oldest File Manufacturer 


Newark 4, New Jersey Newcomerstown, Ohio 


Ask also about our COMPLETE 
LINE of Swiss Pattern, Vixen Milled 
Curved-Tooth and Rotary Files, 
Rasps, Carpenters’, Machinists’, Tin- 
ners’, Upholsterers’, Bricklayers’, 
Tilesetters’, Blacksmiths’ and Far- 
riers’ Hammers. Also Bricklayers’ 
and Plasterers’ Trowels, Craftmaster 
Scrapers, Chisels, Punches, Mas- 
terenches and other quality tools. 
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ANOTHER REED EXCLUSIVE 


The “heart” of any machinists’ 
vise is the main vise nut. 


Yet only in a Reed is this vital 
_ machined from high carbon alloy 

eel... heat treated for perma- 
hence and maximum strength. 
Threads are cut to closest toler- 
®Snces to assure a perfect bearing 
for the heat treated alloy steel 
screw. And they stay close, for 
there is none of the wear found 
with the obsolete malleable nut. 


Even the base of the Reed nut 
is milled to a limit gauge to insure 
correct alignment, less stress and 
more power. 


Important though it is, the vise nu? 
is only one of the many exclusive 
REED features... for every work- 
ing part is designed and built to 
these same high standards. 


That’s why Reed Vises out-last and 
out-perform all others. 


The exclusive features of Reed Vises will help 
you build volume, loyalty and good-will. 


Remember, In a vise or pipe tool, 
if it’s a REED... it’s RIGHT! 


Tar 


MANUFACTURING COMPANY 


PENNSYLVANIA, 


U.S.A. 
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removable louvers, facilitate vacuum 
cleaning or blowing out the air pas- 
sages behind the stator core. The 
brackets afford effective protection for 
the ends of the motor. The standard 
design is drip proof; splash proof mo- 
tors with internal baffling of air pas- 
sages are also available. Bracket bear- 
ing, squirrel cage induction motor 
construction in this line is standard 
for ratings up to one hp per rpm. For 
steady, non-overloading industrial 
drives, bracket bearing construction 
may be used for ratings up to approxi- 
mately 1.5 hp per rpm for motors in 
the high speed class to 900 rpm. 
Allis-Chalmers, Milwaukee—Indus- 
trial Distribution, November 1950. 


Gang Vises 


Designed for 
Small Part Grinding 


Two new, improved gang vises for 
precision grinding of small parts are 
available in three and six position 
models. The vises handle the most 
intricate grinding jobs and speed up 
operations, according to the manufac 
turer. 

The three position model is de- 
signed, primarily, for use with a mag- 
netic chuck but may be had with 
modifications for clamping to conven- 
tional chucks. Standard capacity for 
the three postion model is 3 in. x 14 
in. V block vise face is provided to 
meet users’ specifications. 

The six position gang vise is de- 
signed for use on magnetic or non- 
magnetic chucks. It has a standard 
capacity for parts ranging from ¢ in. 
to 1 in., and features a vise face which 
holds parts against a smooth, lapped 
surface for greater accuracy in the 
grinding of precision parts. 

Dery Tool & Die Co., Pine 
Meadow, Conn.—Industrial Distribu 
tion, November 1950. 





it’s all in the 
Red Seal Package 


when you buy spring lock washers 
from a RELIANCE DISTRIBUTOR 


PROMPT DELIVERY. Your Reliance Distributor is 


organized to give prompt delivery and good service 





—to enable you to avoid the losses you suffer when 


“shortages” interfere with production. 


LARGE STOCKS. He carries large stocks of Reli- 
ance Spring Lock Washers in A.S.A. Standard Sizes 


—to eliminate the need of tieing up capital and 





storage space in large inventories. 


SIMPLIFIED BUYING. You can order Reliance 
Spring Lock Washers along with other items he 





carries. Only one salesman to see, one order to 


write, one delivery to check and handle. Door 





delivery at small cost. 


HELPFUL INFORMATION. He keeps informed on 


new products and techniques. He is eager to keep 





you advised on new developments and techniques 
he believes will interest you and is in an excellent 


position to help you when difficulties arise. 





and selling in comparatively small quantities, he 
depends for his existence on repeat orders. To insure 
his success, he makes certain the quality of mer- 


chandise he sells merits re-ordering. That's one 
“There’s a 


Quality Guarantee RS reason he handles Reliance Spring Lock Washers. 


2. ve)? 
a Every Package Get acquainted with your Reliance 
Distributor. Find out the lines he carries 


and let him know your needs and prob- 
lems. You'll find him most cooperative. 


comes teaimetacriiiens Colbany és) RELIANCE DIVISION, MASSILLON, OHIC 


Sales Offices: New York, Cleveland, Detroit, Chicago, St. Louis, San Francisco, Montreal 
In Canada: Eaton Automotive Products, Ltd., London, Ontario. 














BOLS....=... 


Long bolts. Short bolts. Fat bolts. Thin bolts. No mat- 
ter what kind of fastemers your customers call for, 
you can be reasonably sure of meeting their needs 


when you handle Bethlehem Bolts. 


For the Bethlehem line of bolts and related fastener 
items is complete. It numbers hundreds upon hun- 
dreds of individual types and sizes. Bethlehem Bolts 
have the ruggedness and quality that are so much 
in demand. No wonder they're such good sellers— 


such good builders of repeat business! 


BETHLEHEM STEEL COMPANY 
BETHLEHEM, PA. 

On the Pacific Coast Bethiehem products are sold by 

Bethlehem Pacific Coast Steel Corporation. Export 

Distributor; Bethiehem Steel Export Corporation 
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BROADEST LINE OF ITS. 











QYMAMS > 





@ Williams Line offers the Industrial 
Salesman an exceptional profit oppor- 
tunity because of its breadth and scope! 
Every conceivable type of industrial 
wrench, in the greatest range of open- 
ings ever produced . . . a wide assort- 
ment of frequently replaced shop tools 
and accessories ... all of finest quality 

.and oominaiaie advertised to your 


customers and prospects. 


(This standard signature appears in all Williams advertising) 


J. H. WILLIAMS & CO., BUFFALO 7, N. Y. Qishiibuldes Eocwguwhere 


INDUSTRIAL DISTRIBUTION * NOVEMBER, 1950 157 





DISTRIBUTOR PROBLEMS....SOLVED BY EDWARD: 


Demand 


An important part of the Edward program to help Industrial Distrib- 
utors sell steel valves profitably has been to promote a continuing 
demand ... acceptance ... preference ... for Edward valves. Consistent 
advertising in leading business magazines, extensive direct mail, news- 
worthy publicity, tailor-made promotion to specification writers, have 
all combined to build this preference for Edward. When you quote 
Edward steel valves, orders come easier—customer acceptance is already 
there. You have no uphill selling job convincing a customer that a rela- 
tively little-known brand will ‘do the job.””’ When you quote Edward 
you are tying in with the years of accumulated promotion that have 
made Edward design pioneering, unique testing facilities, dependability, 
long-run economy and performance in service so well-known to steel 
valve buyers. In short, you are tying in with established demand. 

It pays to remember—when the order calls for steel valves, you’ll 
profit by going to Edward first—the world’s largest builder of steel 
valves exclusively! 


Another Gi Product 


qr * 


Subsidiary of ROCKWELL MANUFACTURING mene 


EAST CHICAGO, INDIANA 
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IMPORTANT 
MESSAGE 
to Allen 
Distributors 


Prevailing conditions again 
impose on us the problem 
meeting the demand fo 
Allen o Head screws. Whil 
emergency conditions will hav: 
to be dealt with as they ari 
here is the fundamental policy 


MORE USERS PREFER ALLEN - we will follow: 
KEYS THAN ANY OTHER MAKE 


Fy 
; 
» 
} 


No “short-cuts” or lowering of 
Allenoy key steel plus Allen-controlled standards of materials, manug 


heat treatment makes Allen keys more facturing methods or inspection; 


‘ , : for the sake of increasing output. 
torque-resistant without _ brittleness. ee 


Close tolerance of the hex form and The world’s largest manufacturer 

h k P of wire stitching and stapling ma- Concentration on our regular line 

snar ey corners assure accurate fit chines seeks out the best supplies . 

Wei y MAB ia a ‘ and accessories for its products of quality Allen Head screws 

and top gripping ability. Chamfered In the metal stitcher illustrated Such items as square head set 
. ™ Allen CO Head cap and set screws 

key ends fit sockets easily. guard Bostitch performance at screws have been discontinued 


twelve important points, ) to permit maximum output of 


To get the most out of the advantages — 
of Allen O Head Screws be sure to get ° 








the products for which your 





customers look to Allen 

SOLD ONLY THROUGH LEADING DISTRIBUTORS 
Write the factory direct for technical 
information and descriptive literature. 


genuine Allens. 
Every possible cooperation to 
help you fulfill the urgent needs 


warn iInG i of your customers 
Alles-Ty98 pore | 
necessarily beet fond 


i MANUFACTURING COMPA ; ; 
oe ee Hartford 2, Connecticut, U. S$. 5) Allen Advertisements, like the one at 


iis Wo W YORK, CLEVELAND, DETROM, 1S ANGELES the left, will continue to maintain user 


preference for Allen O Head products. 
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HIGH VACUUM! 


Delivers 20 gallons per 100 strokes 
| conditions — self- 


pumps 


20-ft. lift under norma 
priming — no foot valve needed. 
DOUBLE ACTION! 


No wasted motion—pumps on both forward 


and back strokes — 


© operate — easily locked. 


steady flow of liquid— 
wasy t 


SINGLE DIAPHRAGM! 


double-action hand pump built 


| 
The only a melded 


with a single diaphragm! Long live 


diaphragm reinforced—no piston leakage 


—tests 95% efficient by volume. 


DOUBLE-ACTION 


This remarkable new 
Tokheim Double-Action 
hand pump is setting new 
performance records for 
users everywhere. Farmers, 
oil men, paint dealers, 
factory maintenance and 
production men all hail 

it as the most efficient hand 
pump ever designed for 
its purpose. Fast, easy to 
operate with unusually high 
suction. Pumps on both 
forward and back strokes. 
Handles petroleum prod- 
ucts, paint oils, and other 
industrial liquids. Light 
weight. Low cost. Trouble- 
free. Available for dram or 
underground tank use with 
hose or spout outlets. 











FOR USE WHEREVER LIQUIDS ARE HANDLED 


V0 


ei 
—— Z 


FACTORIES 


ill 
Te 


FARMS 


DEALERS—DISTRIBUTORS: There are 


s 


PAINT STORES SERVICE STATIONS 


many uses for this pump—in 


industry, factories, farms, orchards, boat liveries, paint stores, 
garages, used car lots, service Stations, construction, etc. At- 
tractive dealer terms. Write today! 


General 


Products 


Division 





Know the Answers 


to quiz on page 106 





. The metals and speeds should be 
matched this way: 

(c) aluminum sheets, 2200 fpm 
(e) asbestos sheets, 125 fpm 
(a) brass sheets 340 fpm 

(f) carbon tool steel, 80 fpm 
(d) copper, 175 fpm 

(b) drill rod, 80 fpm 

. That’s false. Skip tooth blades, 
which give extra gullet space, are 
generally recommended for use on 
plastics, aluminum, magnesium 
etc. 

. That’s true, but see next question 
for other important dimensions as 
well. 

. You'd ask for all, to give him your 
best service. 


5.The 14-inch dimension signifies 
5 


the blade to frame capacity. 

-He’s talking about the guide 
blocks, which require careful set- 
ting to do their best work. 

. That’s true and a good safety rule. 

.False, and dangerous. Stop the 
machine—every time. 

. Wood cutting band saw machines 
frequently may be used to cut all 
three materials. 

. Tension and blade width are di- 
rectly related, almost by definition. 

.His breakage of blades could be 
due to any one of the four men- 
tioned, as well as to forcing or 
twisting a wide blade around a 
curve of short radius, or using a 
blade with a lumpy or improperly 
finished braze or weld. 

. When the blade weaves across the 
crown of the wheels it generally 
shows itself in non-uniform cut- 
ting. Have him adjust for better 
tracking and check blade itself for 
a high tooth. 

. False. They can be adapted to 
operate to variable speeds. A speed 
converter suffices for some ma 
chines. 

.Wom front edges on the guide 
blocks would show up in a tend 
ency to bind. 





We must remember that in times of 
prosperity the seeds of disaster and 
depression are sown, and we must 
remember that in times of depression 
the seeds of prosperity are sown. It 
takes time for the seed to germinate 
and finally develop to its full flower. 


TOKHEIM OIL TANK AND PUMP CO. 


1656 Wabash Avenue, Fort Wayne 1, Indiana 
Factory Branch: 1309 Howard Street, San Francisco 3, Calif. 


Saunders Norvell 
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gages f 
too! ¥ 


TAPS and COLLAPSING TAPS 
DIES and DIE HEADS 

GAGES— THREAD 

GAGES— PLAIN 


Yes, only GREENFIELD with its GEOMETRIC 
Division manufactures in its own plants, 
a complete line of Cutting Tools plus Gages! 
Yes, only GREENFIELD could duplicate the 
above tooling and top it off with all 
necessary Gages. 


REGULAR STOCK ITEMS 


Copacity 
From T 


0-80 8/''-8 DRILLS. . 
0-80 6-7 REAMERS 
0-80 1’%''-6 END MILLS. 
059 4.510 


Buy roois with CONFIDENCE sur GREENFIELD roots 


GREENFIELD TAP AND 





DIE CORPORATION 


GREENFIELD, MASSACHUSETTS 








_ THE MIDGET 
SOLID ADJUSTABLE DIE HEAD | 


@) 












. Floating shank 





Solid shank 
For Brown & Sharpe threader 


For Swiss type Automatics 


ee a. oe 


Projection type Chasers 


Tiny? Yes, these four solid adjustable die heads, shown actual size, easily fit in 


we 


a man’s hand yet, when it comes to producing quality threads they're giants. 
Their precision finish, simple construction and easy action make them a favorite 


wherever small, fine pitch threading is done. 


1C | 
Capacity ',' to 34,’ as fine as 80 pitch. Wf GEOMETR: i 
WRITE FOR LATEST BULLETIN BE guRE 


— 
a 


GEOMETRIC TOOL ©) COMPANY DIVISION 


GREENFIELD TAP AND DIE CORPORATION 
mew HAVEN 153, CONNECTICUT 





odldcla 


For Today’s 
Tough Service Demands 





EFFICIENT AND DEPENDABLE 
STEAM GENERATION 
Vogt steam generating units are designed to 
give maximum rating in a minimum of space 
with high efficiency and low maintenance ex- 
pense. Bent tube types and straight tube, 
forged steel sectional header types to burn 
solid, liquid or gaseous fuels, as desired, meet 
every power, heating or process requirement. 





PROCESS EQUIPMENT FOR 
EVERY SERVICE 

Stills, towers, oil chilling machines, filter presses, 
heat exchangers, etc. are constructed to all 
Codes. They meet all demands for operating 
security and trouble-free performance and help 
to lower costs in important process industries 
around the world, 





SPECIAL MATERIALS FIGHT CORROSION 

AND PRODUCT CONTAMINATION 
Our modern shops produce a wide variety of 
equipment made from special metals and alloys 
to combat corrosion, and product contamination 
or discoloration. Fabrication procedures em- 
ployed insure that corrosion resistant properties 
of welds will match that of the materials from 
which units are constructed, 





MORE TONNAGE AT LESS COST 
Over 60 years of manufacturing experience, 
engineering and research stand behind Vogt 
refrigerating and ice making machinery. Ab- 
sorption Systems, Compression Systems, and the 
Automatic Tube-lce Machine in a wide range of 
capacities serve in leading petroleum refineries, 
chemical plants, ice and cold storage plants, 
dairies, packing plants, etc., at home and abroad. 





DROF FORGED FOR EXTIRA TOUGHNESS 
AND LONG-TIME SERVICE 
Vogt valves, fittings and flanges, for top per- 
formance in oil, water, air, gas, and ammonia 
services, at high or low pressures and tempera- 
tures, are available drop forged entirely from 
carbon steel or stainless steel. Valves can be 
furnished in a combination of materials by 
using stainless steel for parts affected by service 
temperature or corrosion, and less expensive 
alloys or carbon steel for other parts. 





HENRY VOGT MACHINE CO. 
LOUISVILLE 10, KENTUCKY 
BRANCH OFFICES: NEW YORK, PHILADELPHIA, CLEVELAND, CHICA 


U one 
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Eta Ubue 


ANY WAY YOU MEASURE IT 


For light, medium or heavy duty ser- 
vice Darnell Casters and Wheels are 
dependable — saving floors, equip- 
ment, money, time and temper. 





DARNELL CORP. LTD. 
LONG BEACH 4, CALIFORNIA 


60 WALKER ST.. NEW YORK 13, N.Y. 
36 N. CLINTON, CHICAGO 6, ILL. 
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Sell Conservation 
Of Rubber 


(Continued from page 71) 





ence of mineral oil. 

Don't operate V-belts in acid fumes 
or excessive moisture without first get- 
ting the manufacturer's recommenda- 
tions. 

Keep V-belts and sheave grooves 
clean and free from harmful burrs and 
see that they are not unduly worn and 
that groove corners are not sharp. 

Don’t operate V-belts too tight, be- 
cause they will be wedged down into 
the sheave grooves, reducing their 
efficiency and life, and causing unnec- 
essary internal heating of the belt. 

Don’t leave tools or other objects 
where they can fall on belts and injure 
or break them. 

Don’t operate V-belts exposed to 
the weather, direct sunlight, or in 
temperatures in excess of 130 F if this 
can be avoided. 

Use special belts for temperatures 
above 130 F on operations in direct 
sunlight. 

Replace the set, not a single belt, 
when belts become worn. 

Den’t use a bar to pry V-belts on 
their sheaves. The bar may rupture 
the belt structure and cause short life. 

Run motor back far enough so that 
the belts will have sufficient slack to 
slide easily over the small sheave when 
putting on or taking off V-belts. 

Replace belts when they become 
worn before they bottom in the sheave 
grooves. 

Don’t use belt dressing on V-belts. 

Don’t operate V-belts in sheave 
grooves that have rusted. 

Remove the belts and store them in 
a cool, dry place when the drive is to 
be out of service for some time, and 
coat the sheaves with grease to prevent 
rusting. Clean the sheaves of all traces 
of grease before replacing the belts. 

Watch for adverse operating condi- 
tions and correct these before they can 
cause excessive wear of the belts or a 
complete failure. 





CONVEYOR BELTS 


Many suggestions made for transmis- 
sion belts apply to conveyor belts. 

Give careful attention to the load- 
ing chute, as much harm and wear can 
be caused to the belt at this point. 

Arrange loading chute so that mate- 
rial will be delivered to the belt in the 
direction the belt runs and at the 
same speed. 

Don't drop material on the belt, 
slide it on. 





These Features 
Save You 
Money 


Two-piece QD 
sheave—rim and 
hub separate 


For These Reasons 


Mount light hub first, then slide heavier 
rim on tapered hub 


It’s a 
Worthington— 


EXCLUSIVE 





Choice of one or 
two-piece 
assembly 


Mount hub and rim separately, or 
loosely assemble hub on rim and slide 
on shaft together 


EXCLUSIVE 





Split hub 


Easy to mount, even on oversized shaft 


ORIGINAL 





Clamp screw 
in hub 


Holds hub in position on shaft while 
setting or removing rim 


EXCLUSIVE 





Taper-mated 
hub and rim 


Mount easily in any position—no key- 
way between taper surfaces 


ORIGINAL 





Large, long pull- 
up bolts 


Hold better and more uniformly 


EXCLUSIVE 





Friction cone grip 


Tightening rim on hub gives positive 
press fit on shaft 


ORIGINAL 





Shaft key lock 
(set screw over 
keyway) 


Prevents key from drifting 


EXCLUSIVE 





Quickly-detach- 
able (QD) 


Pull-up bolts used as jack screws to 
remove sheave rim 


ORIGINAL 





Interchangeable 
rims 


Hubs for every bore —lower inventory 
cost 


ORIGINAL 





No realignment 
problem 


Clamped hub holds shaft position— 
new rim tightens up in exact alignment 


EXCLUSIVE 





Choice of “A”, 
"B", "C" and 
“D" grooves 


“Tailor-made” grooves give proper 
belt “ride-out"” for maximum life ef- 
ficiency 


ORIGINAL 





I-beam spokes 
on driven sheave 


Stronger—capable of carrying heav- 
ier load with less weight 


EXCLUSIVE 





Offset design 
of sheave 


Reduces over-hang loads—increases 
bearing life 


ORIGINAL 








Worthington- 
Goodyear 
V-belts 





load-carrying cords in neutral axis 
reduce internal friction—each belt 
carries its share of drive load 


=| i AD, <= 
ORIGINATORS OF THE QD SHEAVE 





ORIGINAL 


This 
Scoreboard 
Puts You 


in the V-belt 
“driver's seat”! 


Worthington Multi-V-Drives out- 
score competition on all impor- 
tant features. 


EASY 10 GET ON EASY 10 GET OFF 


@ \ sways Tent 
ON THE SHAFT 


WORTHINGTON QD SHEAVE 


— ORIGINAL TAPERED CONE-GRIP SHEAVE 


Make Worthington’s national advertising 
(which features this Scoreboard”) work 
for you... by using copies of “The Score- 
board” in your selling. Send coupon for 
free copies. 


Worthington Pump and Machinery Corporation ! 
Multi-V-Drive Sales Division, Dept. PO-1 { 
Buffalo, N. Y. 


Please send me 
“Scoreboard”. 


copies of Multi-V-Drive 


WORTHINGTON PUMP AND MACHINERY CORPORATION 
MULTI-V-DRIVE SALES DIVISION 
Buffalo, N.Y. + General Offices, Harrison, New Jersey 
POWER TRANSMISSION: sheaves, V-belts, variable speed drives 


PUMPS: centrifugal, power, rotary, steam | 
AIR COMPRESSORS: water-cooled, air-cooled 
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WEINBERG & McKEE 
Ci Catalogs 


HAVE THESE MODERN FEATURES/ 


EEL, ore 


v4 speeo St 


Action illustrations demonstrate the use 
of many products. 


Nationally Advertised 
with manufacturers g 
of their trade-marks, 


Lines are tied up 
dvertising by use 








Don’t let the chute rub on the belt. 

Where possible, have loading chute 
directly over the belt. 

Do not load at an angle from the 
side if this can be avoided as the side 
thrust of the material increases wear 
on the belt and may make it run 
crooked. 

Don’t slow up material too much 
with baffles, or conveyor will be only 
partly loaded. 

Keep conveyor properly loaded, so 
entire working surface is utilized and 
wear decreased for tonnage handled 

Provide skirt boards, three to four 
times belt wicth in length, and set in 
about 6 in. from side of belt at dis 
charge end of chute, to insure good 
loading formation on the belt and 
prevent spillage. 

Set skirt boards so that space be 
tween them and belt increases in 


| direction of belt travel so that pieces 


makes precision ‘‘milled 
from the bar’’ screw machine products that 
stand up under hard usage. . . and build up 
sales through customer demand. 


mM. Z 
Ht Ovtemllor Co: 
YORK, PENNA. 


Write for folder illustrating and describing 


our famous line of .. . 


CAP SCREWS |». SET SCREWS COUPLING MILLED 
BOLTS STUDS 


e«ein all sizes and threads 
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of material that get in between the 
boards and belt will work free and 
not become wedged against the belt 
and gouge its cover. 

Do not let skirt boards get out of 
adjustment, rub on the belt and cause 
excessive wear. 

Turn discharge end of chute so that 
load comes on the belt in direction 
of travel, if loading is from the side. 

Install screen in bottom end of 
chute or cut back its center at dis 


| charge end so that fines can come 


onto the belt first to protect it from 
the impact of the lumps. 

Watch screen to see that it does 
not become clogged. 

Install baffles at discharge end of 
chute, if it is too steep, to ease ma 
terial on the belt. 

Space idlers more closely at loading 
chute than along normal length of 
belt—do not place an idler directly 
under loading section of belt. 

Use rubber-covered idlers at loading 
section or idlers supported on shock- 
absorbing rubber to ease the shock of 
the load coming on the belt. 

If return strand does not train 
properly, use self-training idlers 

Use anti-friction-bearing idlers 





6 places to use General Electric's 
2 new fluorescent lamps that show 
colors as they really are! 


1. IN YOUR PAINT SHOP. The excel- 
lent color rendition you get with 
General Electric’s Deluxe White fluo- 
rescent lamps can help you match 
colors more accurately, mix paints 
easier. 


Bu \ 


4. IN YOUR EMPLOYEES’ LOUNGE. Here’s 
a new trick decorators are using —G-E 
Deluxe White fluorescent lamps to 
add new beauty to social environ- 
ments. Use them in your employees’ 
lounges and watch morale go up. 


2. IN YOUR INSPECTION DEPARTMENT. 
Where color is a factor, G-E Deluxe 
White fluorescent lamps can help your 
inspectors work faster and more ac- 
curately by showing up variations 
from true colors. 

















— mer a 
5. 1N YOUR OFFICES. Offices look 
better and are more pleasant to work 
in when they’re lighted by the new 
fluorescent lamps. The girls in the 
office will like the way the new light 
flatters complexions and clothes. 


ENERAL ELECTRIC’S two new Deluxe White fluorescent 
lamps contain a phosphor which gives practically perfect 





oss = CTR Ree 
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3. IN YOUR RECEPTION ROOM. Wall 
fabrics —even receptionists — loo 
better under the full-color light fro 
General Electric’s new fluorescen 
lamps. And you can have your choic€ 
of warm atmosphere or cool. ; 


6. IN YOUR CAFETERIA. Restaurant own- 
ers know that the right light makes 
food look more appetizing. That's why 
they’re turning to Deluxe White fluo- 
rescent lamps... and why you'll want 
them for your cafeteria. 





& 
e 


56) 


FLUORESCENT 
LAMPS 


color rendition—something never before possible with fluorescent 
lamps. Deluxe Cool White creates a cool, efficient atmosphere; 
Deluxe Warm White gives a warm, intimate effect. For full infor- 
mation write Lamp Department, General Electric, Nela Park, 
Cleveland 12, Ohio. 











You can put your confidence in— 


RAL G@) ELECTRIC 
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Easy to Sell! 


SET-UP 
APPLIANCES 


for Tool and 
Production Shops 


HARDENED and 
GROUND WASHERS 


A useful aid in set-up 
work for tool and produc- 
tion shops. Many uses. 
Has hardened set screw 
and jam nut to lock in 
position. 


FLANGE 
NUTS NUTS 
Write today for catalog bulle- 
tin giving sizes and prices on 
above parts and 350 other 
fixture fittings. 


Attractive Discounts 


WEST POINT MFG. CO. 


19625 Merriman Court 
Farmington, Mich. 








Keep idlers clean and free from 
lumps that may build upon them. 


Keep idlers properly lubricated and | 


| see they run freely. 


Avoid stuck idlers, they deflect and 
wear the belt, as do idlers out of line. 


Listen for ee idlers as a | 


danger signal of insufhcient lubrica- 
tion that may lead to trouble. 

Lubricate idler properly, but do not 
over-lubricate; grease and oil are 
destructive to rubber. 


Do not apply excessive pressure 


when lubricating idler bearings; it 
forces out the grease seals and permits 
entrance of dirt. 

Watch for misplaced troughing 
idlers, they may rise out of their 
fastenings or return idlers may work 
along their shafts. 

Do not use idlers with a broken 
edge or otherwise defective. 

Do not let material collect along 


the conveyor or idlers that may wear | 
the belt or prevent the idlers from 


turning. 

Protect belt against running 
crooked, either from misaligned idler, 
improper loading, belt not being cut 
square at the joint, or other causes. 

Keep head and tail pulleys in good 
alignment. 

Use endless belts where possible; 
they can now be made endless easily 
in the field. 

Don't let the belt edges rub against 
stationary objects, as they tear the 
edge of the belt, expose the fabric and 
permit the entrance of moisture that 
may cause the belt to stretch more on 
one edge than on the other and run 
crooked. 

Protect return strand of belt against 
lumps falling on it and being carried 
between belt and tail pulley. 

Keep pulleys clean; moist material 
tends to collect on pulleys and form 


in uneven surface that distorts the | 


belt, and may break the fabric or crack 
the rubber covering. 

Build a decking over the return 
strand to keep lumps from getting be- 
tween belt and pulleys. 

Do not operate the belt with ex 
cessive tension. 

Don't let belt slip on pulley. 

Search out the cause and correct it 
if belt cannot be prevented from slip- 
ping without excessive tension. In 
creased friction, due to improperly 
lubricated idlers, accumulation of ma 
terial along belt and around idlers, 
overloading of inclined convevors, all 
cause belt slipping. 

\pply lagging to head pulley to in 
crease coefficient of friction and pet 
mit operating with reduced tension 
in the belt 

Soften the pulley surface of the 
belt with a sparing application of 
vegetable castor oil or dressing recom 
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SELL THE PUMPS 


that Deliver 
the Goo 


Rotary Pump 
Distributor 


The profitable experience of 
Roper Distributors everywhere 
is indicative of the opportunity 
that awaits you. Your inquiry 
into the Roper line can well 
lead to an association that will 
prove profitable. 


4 


Since 1857, Roper 
has specialized in the designing, en- 
gineering, and production of de- 
pendable pumps for industrial use. 
Experienced factory representatives 
in principal cities will help you 
build pump business. 


Pumps for both thin 
and thick liquids, in capacity ranges 
1 to 300 g.p.m., pressures to 1000 
p.s.i., are currently produced by 
Roper. Every Roper embodies the 
simple principle of only 2 moving 
parts for positive displacement and 
smooth flow. 


Factual, hard-hitting 
advertising in a well-rounded pro- 
gram appears in nineteen leading 
magazines and directories and is 
supplemented by an intensive direct 
mail campaign. Yes, the Roper mes- 
Sage gets around... it gives you a 
great opportunity to follow through. 


Send For Facts Today 


GEO. D. ROPER CORP. 
341 BLACKHAWK PARK AVENUE 
ROCKFORD, ILLINOIS 


SIE NEL AALS AE 
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“Our Company STOCKS and SELLS 
BRUSHES .. .. It Pays Us Well... . 


SIX REASONS TELL THE STORY" 


MILWAUKEE 





MONO-BILT 


1 “There is a large demand in my territory for Mil- 

waukee Industrial Brushes because of their great 

DURA-BILT value as tial producti and maintenance 
tools”. 





Q “There is a sizable volume of replacement business 
in my territory”. 


3 “I find that custom-made industrial brushes engi- 
neered and produced by Milwaukee, to specific needs 
of customers, is highly profitable business”. 


4 ‘Because I order from this one reliable source I 
simplify my purchasing”. 


5 “I am always sure regardless of the number of 
brushes ordered, of any one type, that the quality 
throughout the lot is of the same high standard. That 


STURDI-BILT goes for repeat orders also”. 


6 “I get the kind of cooperation and excellent service 
that pays off”. 


® Catalog No. 36-R-7 features the complete line. Copy 
sent on request. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 
MILWAUKEE 45, WISCONSIN 





~+T0 
INDUSTRIAL 
BRUSH PROBLEMS 
Sono See 
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THE LINE THAT STANDS 
BY YOU THROUGH THE 


Power Driven Wire Wheel 
Brushes 


“Mono-Bilt” 
“Steel-Clad” 
“Dura-Bilt” 
“Di-Bilt” 
“Peerless” 
“Twis-Tuft” 


Fine Wire Polishing Wheel 
Brushes 


“Sturdi-Bilt” Wire Cup 
Brushes 

Fibre Wheel Brushes 

Wire Scratch Brushes 

Boiler & Furnace Brushes 

Foundry Brushes 

Platers Brushes 

Bench Brushes 

Floor Sweeping Brushes 

Push Brooms—wire and fibre 


Miscellaneous Maintenance 
Brushes 


Your Market 


Steam & Electric Railroads 
Marine Industry 

Aviation 

Power Companies 

Public Works 

Quarries 

Mines 

General Contractors 
Chemicals 

Ceramics 

Public Buildings 

Paper Mills 

Food Industries 

Packing Plants 

Dairies 

Textiles 

Metal Working Industries 
Wood Industries 

Glass 








tap more markets 
for greater profit 
with the 


FULL LINE OF 
COFFING HOISTS 


~~~ 
ie By >» 
. q 


a ea 





Coffing Safety-Pull Ratchet Lever Hoist aids in changing rolls on 

printing press. Like all other Coffing hoists, the Safety-Pull is 

tested at 100 percent overload. Available in nine sizes, % to 
15-ton capacity. 


Wherever heavy machinery is used and maintained, 
there are countless uses—and many potential sales 
for Coffing hoists. In newspaper and other printing 
plants, for example, jobs such as lifting large rolls 
of paper, setting up new presses, replacing parts, 
loading and unloading heavy materials can be speed- 
ed and simplified with a Coffing hoist or puller. 
With this complete line of electric and hand- 
operated hoists, you are able to offer the exact size Y 
and type for every condition. And whatever . 
the job, Coffing’s high-quality construction and ky 
extra safety features protect both the valuable Quik-Lift Electric 


: , Hoists 
equipment it handles and the men who do the tetea-Aihe 
work. 


; ; Safety-Pull Ratchet 
Look over the industries—large and small Lever Hoists 


in your territory. See how many potential sales Mighty-Midget 
there are for quality hoists from the complete Pullers 
Coffing line. For illustrated bulletins, prices oe 
and discounts write Dept. All, Differential Chain 
Hoists 


COFFING HOIST COMPANY ois. 


Danville, Illinois 
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mended by the belt manufacturer if 
it becomes hard and glazed. 

Repair all breaks in the rubber 
cover of the belt as soon as they occur, 
to keep out moisture and dirt. Use an 
electric vulcanizer where possible. If 
lack of time or equipment makes it 
impossible to vulcanize repairs, make 
emergency cold-patch repairs, but do 
not run belts that are torn or worn to 
the fabric. If a temporary repair is 
made, replace it with a vulcanized 
one as soon as operating conditions 
will permit. 

When belt fasteners are used to 
join the ends of the belt, inspect them 
frequently and repair them at the first 
signs of failure, so thev cannot tear 
belt. 

Establish an organized system of 
belt and conveyor equipment inspec- 
tion and repair all defects when found. 

Adequately house the conveyor 
whenever possible. 

Don’t expose the belt to direct sun 
light for long periods. 

Don’t expose the belt to tempera 
tures above 130 F. 

Use synthetic-rubber or other spe- 
cial rubbercompound belts for tem 
peratures above 130 F. 

Where belts operate in tempera- 
tures below freezing, take care that 
lumps of ice or dirt do not accumulate 
on the pulleys. 

If a belt is wet when shut down in 
low temperatures, before starting again 
see that it is not frozen to pulleys or 
the rubber may be pulled away from 
the fabric structure of the belt or the 
lagging pulled off lagged pulleys. 

Use trippers with pulleys as large 
as possible, and don’t let the belt rub 
the tripper frame. 

Don’t use a scraper to clean the 
belt at the discharge; if the belt needs 
cleaning use a revolving cleaner and 
see that it makes proper contact with 
the belt. 

Always unload conveyor _ before 
stopping, so that it will start easily 
If conveyor is stopped loaded in an 
emergency, get it going again as soon 
as possible 

When a conveyor must operate 
continuously under wet or moist con- 
ditions, use a belt treated to resist 
mildew 





COMPRESSED-AIR HOSE 


Make sure hose is designed to with- 
stand the pressure under which it will 
be used. 


Keep oil out of air lines by main 
taining the compressor in good oper 
ating condition, properly lubricating 
the compressor, using aftercoolers, 
using receivers of ample size, and 





JOHNSON 
distributors sell 


a COMPLETE 
LINE of SLEEVE 
BEARINGS 








@ Being a Johnson Bronze Dis- 
tributor is a distinct advantage 
because of the extensive line of 

bearings and bearing metals. Naturally, it means more 
sales per call, as the line meets practically every 
industrial bearing need. There are over 850 sizes of 
General Purpose (GP) Bearings; more than 300 
Electric Motor (EM) Bearings; more than 200 sizes 
of Cast Bronze Graphited Bearings; and a large list 
of Ledaloyl Self-Lubricating Bearings. Then, too, 
there are Lead-Base Babbitt, Tin-Base Babbitt, and 
over 350 sizes of Universal Bronze Bars, both cored 
and solid. All are stock items. Supplementary stocks 
are warehoused in twenty-two industrial cities for 
immediate delivery to Johnson Bronze Distributors. 


: ry Write for details concerning our distributor franchise. 
ence est 

Write for Catalog f) 

IU TTTLOUT VLC 


SLEEVE BEARING HEADQUARTERS 
535 SOUTH MILL STREET © NEW CASTLE, PA, 
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How You Can Sell More 
EVERLASTING 


BLOW: OFF VALVES 


Fig. 4001/4061. Everlasting Duplex Unit for 
250 and 300 psi, consisting of straight lever 
type Regular Everlasting Valve and com- 
panion rack and screw, slow opening straight- 
woy type Everlasting Valve. 


Fig. 4001/6061. Everlasting Duplex Unit for 
250 and 300 psi, consisting of straight lever 
type Regular Everlasting Valve and com- 
panion Everlasting Angle Valve. 


Every boiler must have a blow-off 
valve, and these unique duplex units 
will give your customers a complete, 
EVERLASTING security that as- 
sures continuing satisfaction to them 
and repeat orders for you. 

Just point out the many distinctive 
features and exclusive advantages of 
these valves and you will arouse your 
customers’ immediate interest. For 
example, the sealing valve (at the 
left) provides a drop-tight seal that 
actually improves with use, because 
each time the disc rotates against the 
seat there is a self-grinding, self- 
lapping action. The design further 
provides straight-through blow, and 
the operating mechanism cannot 
stick or jam. 


Again, the blowing valve (at the 
right) is built extra tough to with- 
stand repeated blow-off shocks, ero- 
sion and abrasion. The disc and seat 
are of monel metal, and the stem is 
of stainless steel. There are no pock- 
ets to trap and hold solids—the pas- 
sageways remain free and clear. 

For more than 40 years, EVERLAST- 
ING Valves have been profitable to 
distributors because of their fine per- 
formance that always assures satis- 
faction. You'll find that it will pay 
you to stock them and point out their 
features to your customers. Write for 
bulletins and prices—you'll be glad 
you did so. 


EVERLASTING VALVE CO., 49 FISK STREET, JERSEY CITY 5, N. J,, 


Everlasting 


Trade Mark 


Fa Va lves 


Jor everlasting protection 
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keeping them drained, and using oil 
and water separators on the air lines 
whenever there is a trace of oil. 

Use oil resisting synthetic-rubber 
hose when impossible to avoid oil in 
the air. 

Don’t prolong exposure of outside 
hose to sunlight, heat, acid fumes or 
oil if it can be avoided. 

Don’t strain hose by pulling it; it 
was not made for a tow line. 

Where hose must stand abrasive 
conditions, select a grade having 
highly abrasive resistant cover. 

Prevent kinking, dragging across 
gravel, broken stone, or around sharp 
corners of equipment. 

Don’t let trucks or other heavy 
objects pass over hose and crush it. 

Where possible avoid pulsating 
pressures in a hose. 

Store hose in a cool, dry, well- 
ventilated place away from direct sun 
light preferably, coil on the floor or 
on reel. 

Don’t hang hose on radiator or 
boiler. 

Arrange valves and other pipe fit- 
tings so that hose will connect to 
them from below and hang down 
When top connections are made a 
sharp bend is put into the hose where 
it hangs down, seriously shortening its 


life. 





WATER HOSE 


Many of the suggestions for air 
hose apply to water hose. 


Don’t use hose for pressures higher 
than that for which it was designed. 

When you want to stop the flow, 
don’t kink the hose—close the nozzle 
or the shutoff valve on the end of the 
hose. 

Don't let hose remain under pres- 
sure when not in use. 

\void sharp bending and flexing of 
the hose as much as possible. 

Don’t pull kinks in empty hose 
when getting it into position. 

Drain water from hose when not in 
use. Store on a reel. 

Don’t use hose of greater length 








WE CALL THEM “BULL DOGS” 
—you'll call them  WORKHORSES 


... these Tough 
Longer-Lasting V-Belts 





TODAY with production at peak levels it pays 
to put your money on the right horse—a V-Belt 
that’s a real “workhorse”! Dependable Bull Dog 
V-Belts have the built-in stamina that assures 
longer, no downtime operation that keeps pro- 
duction up and maintenance costs down. 


And here are 4 reasons why Bull Dog V-Belts 
give you more for your belt money in trouble- 
free service, less slippage and savings through 
longer life: 


1. Specially Engineered BWH Cord Sec- 
tion has high tensile strength. Result: su- 
perior load carrying capacity and ability 
to absorb shock loads. 

2. Minimum Stretch — due to a new and 
exclusive technique in processing Bull Dog 
Cords. Result: less slippage, fewer adjust- 
ments, extended life of the belt. 


3. Durable Covers — closely woven, heavy, 
bias-cut fabric takes the severe wearing 
action where the belt contacts the sheave 
and seals the belt against the penetration 
of dirt, grease, moisture. 
4. Takes Punishing Flexing — BWH tech- 
nologists with a 72-year background of 
leadership in mechanical rubber products 
have developed quality-controlled com- 
pounds which run cooler and do not crack 
or deteriorate under severe flexing. 
If you're handling Bull Dog V-Belts now — 
more power to you. If not, put them to work 
for you! 


Another Quality Product of 


Boston Woven Hfoset & RUBBER COMPANY 


Distributors in all Principal Cities 
PLANT: CAMBRIDGE, MASS. + P.O. BOX 1071, BOSTON 3, MASS., U.S. A. 
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hreadwell Tools 
do many jobs 


many 


™) 


aN ANN OL et 


they can do your tough ones 


Threadwell Distributors are getting more 


business from their customers through the 


solution of cutting tool and 
gaging problems by Thread- 
well Field Engineers. Are 
you taking advantage of 
their service? 


CES hb 0? 


THREADWELL TAP & DIE COMPANY, Greenfield Massachusetts 


® Dies * Drills © Counterbores @ Keyway Broaches ® Screwplates © Gages 
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than necessary for the service, as a 
long hose wears out as quickly or 
faster than a short one. 





STEAM HOSE 


Don’t use hose on higher pressures 
and temperatures than those for which 
it was designed. 


Where hose must be subjected to 
excessive temperatures, use designs 
with braided asbestos reinforcement. 

Use wire-wound hose for high pres- 
sure as a safeguard against expansion 
and excessive bending. 

Drain hot water from hose after 
using. 

When hose is used for steam service 
leave free end open when shutoff valve 
is closed or steam will condense, 
create a vacuum and cause the hose 
to collapse. 

For washup service around oil re- 
fineries, packing plants, creameries, 
and for similar services, use hose de- 
signed for this work. 

Wash outside cover of washup hose 
daily if used in greasy conditions, or 
get oil resistant synthetic-rubber hose. 





FIRE HOSE 


Unpack new hose as soon as received 
and loosen coils to relieve strain on 
inner tube. 


Change position of hose periodi- 
cally when it is stored on rack, to pre- 
vent continuous strains at the same 
points in the inner tube. 

Dry hose after it has been used, to 
prevent mildew. 

Where mildew is likely to occur, 
use a mildew-proof hose. 

Protect the hose jacket from acid, 
gasoline or other fumes. 

If jacket comes in contact with 
acid, wash with a 5 percent solution 
of washing soda and then finish with 
a thorough washing in plain water. 

Make sure that standpipe valve 
does not leak into hose and cause 
dampness and mildew in warm 
weather and freezing in winter. 

Clean hose thoroughly on outside 
if exposed to oil when in use. Use 
soap and water—never gasoline or 
cleaning fluids. 





HOSE COUPLINGS 


Use properly designed and approved 
couplings and other attachments suit- 
able for the pressure they must stand, 
and make sure they are securely con- 
nected to the hose with the correct 
tools. On steam and air lines, failure 


et ——e 





WORK FOR YOU... 


TO HELP YOU SELL 
MORE LAMPS BY... 


CREATING CUSTOMER 
ACCEPTANCE FOR THIS 


50 year old 
BRAND NAME 





CHAM PION 


IN THESE INFLUENTIAL 
INDUSTRIAL PAPERS 


ATTRACT YOUR CUS- 
TOMERS AND YOUR 
PROSPECTS 


MAKING (253,655 
SALES CONTACTS PER 


CHAMPION LAMP WORKS 


Lynn, Massachusetts 
A DIVISION OF CONSOLIDATED ELECTRIC LAMP CO 
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f fitti is e of the chief accident 
v Constant Consumer Demand — oo 
Use couplings free of burrs and 
WNo Factory Sales to Users Png eg 
- ms Put rubber cement or soapy water 
WN ationally Advertised on coupling stem and inside hose end 


before assembly. 


e ° e Don’t let cement or soapy water dry 
¥ Firm Resale Price Policy before assembly. - ‘ 
Don’t cut inside tube of hose to fit 

v Highest Uniform Quality Ix a coupling on nipple stem. 


Use couplings and other fittings 
with proper size stem. 


Sold ONLY Don’t turn down coupling stem in 


P é a lathe if it is oversize for hose. 
Through Authorized Distributors On wire-wound hose be sure that 
end of wire is held firmly by hose- 
CHIPPER BELT LACER COMPANY, GRAND RAPIDS 2, MICHIGAN, U.S.A. coupling clamp. 
ITT aw Use clamps of such a size that they 
Na Be) have space between their lips for 
| future takeup. 

On steam and air use a coupling 
that can be retightened after it has 
been in use for a time. 

Force the hose by hand firmly and 
squarely over the fitting sleeve while 
holding the fitting in a vise. 








MISCELLANEOUS 
WIiPiInGa Much of what has been said about 
protecting belts and hose against 
CLOTHS abuse applies to other less commonly 
used rubber materials, such as mats, 
tank linings, clothing, etc. Most of 
STERILE © SOFT © DURABLE this sums up to: Use good old- 


fashioned common sense in the appli 


EVERYONE OF YOUR CUSTOMERS IS A PROSPECT FOR — — ee 


THESE INDUSTRIAL WIPING CLOTHS... Sasi cases. 


SANATEX San Forene Processed Wiping Cloths are carefully 





selected, washed, and sterilized. . . they are free of hard cuffs, 
collars, and seams. The SANATEX Packaged Line of Wiping 


Cloths is sealed in sanitary, germproof, dustproof lil 0 8 IT U ARI ES 


cartons attractively labeled and stating exact de- 








scription of contents. You can build a fine, profitable 
business supplying the right wiping cloth for indi- 
vidual jobs. Get all information now 


Joseph A. Horne, 


on this money-making line which gives ; i Y & T Board Chairman 
you repeat business over and over again. 4 


Joseph A. Horne, chairman of the 
individual Labels to Jobbers read— \ Waele & T “ i . 
CGANATEX Wiskee Clothe cnpresely board of the Yale & Towne Mfg. Co., 


packed and prepared for. . . your name— 7 ; . : died on Oct. 3. He was 81 years old 
your address” j og > Mr. Horne joined the company in 


¥y ; 1892 as foreman of its cabinet-lock 

SANATEX CORP } a ' | department. He advanced to the 
° - ; position of general superintendent of 

2321 N. Wolcott Avenue the Stamford plant in 1909. In 1916, 
Chicago 14, Illinois . a he was elected vice-president and for 

e " two years during the first World War 





ers repr tives wanted—some territories open. 
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NOW-I# Pays You More Than 
Ever fo Sell Wie "Wy Z 


Now—with a complete line of metalworking and woodworking equip- 
ment—practically every business place or industry in your territory is a 


good prospect for Atlas tools. Retail stores can use the woodworking 


MILLING tools for remodeling, cabinet work, building window displays. 


Large 
MACHINES 


and small woodworking and metalworking industries are all prospects— 


for production, tool rooms, maintenance departments 


. Your market 
just about as broad as the classified directory of the telephone book. And 


Atlas tools have the precision, versatility, reputation, and low prices @ 


help you sell easier and set good volume records. Send for details. 


ATLAS PRESS COMPANY 


11110 N. Pitcher Street, Kalamazoo, Michigan 


LATEST LITERATURE ON Atlas MATCHED PRECI SiON 
PROFIT-MAKING OPPORTUNITIES WOODWORKING aunts 


FOr 
METALWORKING 
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rt he served as acting president. He 
| was named chairman of the board in 
P’ 1943. 
Mr. Horne participated in the ex- 
pansion of Yale & Towne from a one- 


plant concern in Stamford into an 
Another “Exclusive” for Chicago Wheel! Chicago | international organization with eight 


Cut-Off Wheels are now enclosed in heat-sealed jackets . . . | plants in this country, Canada, Great 
é Britain and Europe. 
stay Factory-Fresh until used. Buyers can now be Sle in cusvived’ ew tele. aike 
sure of longer wheel life, top strength and as much 


ee — ~ 


en ae 


as 10% greater cutting efficiency. 


ae le me 


Charles F. Murphy 


Charles F. Murphy, 
J. H. Williams & Co. 


Charles F. Murphy, district sales 
manager of the Buffalo area for J. H. 
Williams & Co., manufacturers of 
drop-forgings and drop-forged tools, 
died on Sept. 29 at his home. 


Grinding Born in Brooklyn in 15894 and 


‘ educated in that city, he started hi 
Finest! The fastest : Wheels ¢ ; 5 , 3 
turnover and biggest ;) Designed for effi- business career on June 3, 1909 with 
profit line in the ab- R. ; cient economical the Williams firm as an office mes 
rasive field. Mini- 4 performance on senger. During his 41 vears with the 
seins! guna Rang, our’ every portable company he served in many sales 
ments .. . low stock _ tool operation. ° 

caeaieintind , Ciiineitecsion Soe capacities both in Brooklyn and 


profitable wheel Buffalo. After joining the sales de 
business. partment, he travelled part of the 
New York Metropolitan area as a 
sales representative. 
Handee In 1920, he was transferred to the 
Tools of 1001 Uses company’s Buffalo offices to become 
Nationally advertised territorial representative for western 
nationally known VALUABLE FRANCHISE! and central New York State, northern 
De Luxe Model for Chicago Wheel’s Industrial Dis- Pennsylvania and adjacent Canada. 
lighter jobs. New b “ren y ‘ : ( 
85" Model (shown) tributor Franchise means more During 1940, he was appointed dis 
for bigger jobs. profitable business for you. Non- trict sales manager of the Buffalo 
poe geet “f agp! items, territory, the post he held at the time 
ron a y - 
‘oft margin fully protected. of his death. 
Write today for details. 


en 


Mounted Wheels 


First—Foremost—and 





CHICAGO WHEEL & MFG. CO. Charles F. Cludius, 


We Are Interested In... Dept. 1D, 1101 West Monroe Street 


Chicago 7, Illinois Charles Bond Co. 


ee a as a Charles F’. Cludius, a mechanical 
engineer with the Charles Bond Co. 
Chicago Wheel Industrial Firm ———— in Philadelphia, died on Sept. 11 at 
the age of 74. 
A graduate of the University of 
City Pennsylvania, he is survived by his 
wife, and two sons. 


Distributor Franchise Address 
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C= x: 
‘ BLOCKS 


ROPE 
7 | FITTINGS one 
Me ) frolm 


WIRE ROPE 


: 
ad 


Only manufacturer of the complete line — wire 
rope, wire rope fittings and tackle blocks... All 
engineered to the job by Upson-Walton for 
LONGER LIFE and BETTER SERVICE. 


THE UPSON-WALTON COMPANY : Cleveland, Ohio 


New York ¢ Chicago ¢ Pittsburgh 
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MR. INDUSTRIAL DISTRIBUTOR: 
Arrow Tool & Reamer Company Offers 
YOU A COMPLETE LINE OF 


"Fascut’ END MILLS... 


Including our popular 3 FLUTE SERIES 


NEW SALES OPPORTUNITIES IN 
THE SPECIAL TOOL FIELD THROUGH 
ARROW’S 
“INDUSTRIAL DISTRIBUTOR’S 
PLAN FOR SELLING SPECIALS” 


Arrow’s 34 year old record as an unusually competitive and experienced 
source on special cutting tools has provided many Arrow Distributors 
with sales opportunities not previously fully utilized by Distributor 
Organizations. 


Arrow’s plan is tailored specifically to fit into any Industrial Distribu- 
tor’s sales program. 


WRITE TODAY FOR COMPLETE INFORMATION! 


_— > 
Here's another Arrow PLUS! 


ARROW LIVE CENTER 


@ Adjustable for wear 
@ Tapered, interchangeable inserts 





Rugged, accurate and durable, the Arrow 
LIVE CENTER has been shop tested and is 
equipped with Timken precision roller bearings. 


cot et 418-422 LIVERNOIS AVE. « DETROIT 9, MICH. 
s 
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Arthur B. Sampson 


Arthur B. Sampson, 
Read & Purcell Co. 


Arthur B. Sampson, salesman for 
Read & Purcell Co., Providence, R. I., 
died suddenly on June 28. 

For more than 40 years, Mr. Samp- 
son was connected with the Union 
Twist Drill Co. He retired from that 
company in June, 1948. During his 
40-odd years of service for the firm 
he covered the states of Rhode Island, 
Massachusetts and Connecticut in 
the capacity of salesman. He had 
been active up to the day of his death. 
Since retiring from Union Twist he 
had served as outside salesman for 
Read & Purcell Co. and covered the 
same territory in which he had estab 
lished his reputation. 


Benjamin H. Jones, 
National Serew Executive 


Benjamin H. Jones, 61, vice-presi- 
dent of sales, The National Screw & 
Mfg. Co., Cleveland, Ohio, died on 
Sept. 21 at his home in Cleveland. 

He had completed, early in Septem- 
ber, 25 years with the company and 
was well-known both for his activities 
in the fastener industry and to dis- 
tributors and industrial users of fas- 
tener products. 

Mr. Jones began his career at Na- 
tional as secretary to the president, but 
soon became a salesman and in 1941 
was appointed assistant vice-president 
and general sales manager. His elec- 
tion to vice-president in charge of 
sales came in 1948. 


Harry C. Ploeger, 
Pittsburgh Firm Director 


Harry C. Ploeger, vice-president and 
director of Somers, Fitler & Todd Co.., 
Pittsburgh, Pa. died on August 31. 

Mr. Ploeger had also served as 
legal counsel for the company 
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ABRASIVE PLUS RUBBER...The Soft Rubber Binder Cushions the Abrasive 


Need a 
Contour Finish! 


MANY OF YOUR CUSTOMERS 











Orive 





Ganged 
BRIGHTBOY 
Wheels 
shaped to 

fit part FREE. SPINDLE 
































Convex, concave, or combination. On metal, 
wood, glass, and plastic products or parts. 


Recommend abrasive-and-rubber BRIGHTBOY 
wheels, which can be gauged and shaped quickly 
—as can Brightboy blocks—to the curvature of 
product to be contour-finished. 


Remind your customers that Brightboy adapta- 
bility goes far beyond contour-finishing. Tell 
them about a Brightboy surface—so smooth that 
it frequently serves as the “final”—at a work- 
time saving amounting to fifty per cent or more! 
Reason: Brightboy’s abrasive and rubber do the 


job: 


BURRING * FINISHING * CLEANING * POLISHING 
in one operation 


SIX MONTHS FROM NOW WILL YOU BE ABLE TO SELL 
THE EQUIPMENT & SUPPLIES YOU’RE SELLING TODAY? 


On the basis of past and present performance, Brightboy 

heer Saag pobre ~— for — types of WHEELS, STICKS, 
work, It is a “sales natura 1at ties up with 

related products: cutting tools and coder abra- POR MACHINE 
sives, for example. It is a “must” to round out and MANUAL 

your complete abrasives service to customers. Ceanreee 


Would you like a Brightboy Selected Distrib- 
utor Franchise? There are some attractive ter- 
ritories open. Write for details. 


BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO., Newark 7, N. J. 


America’s Pioneer Manufacturers 
of Rubber-Bonded Abrasives 


WHAT 
Abrasive-Plus-Rubber 
BRIGHTBOY 
DOES: 


1. Bridges the pap between the rough grind and the buff, frequently 
in one operatio 

2. Works to close tolerances: can be shaped to contour. 

3. Produces a wide variety of conventional and special finishes and 
patterns; frequently the final polis 

4. Requires no before-use preparation or dressing; no skilled labor to 
handle it. 


FOR FINISHING ALL METALS, WOOD, GLASS, PLASTICS, PRODUCTS AND PARTS 
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‘give a tight joint 
without 


This True Ball Joint Makes the Difference 


No need to jam a Dart to get it tight. The true ball joint 
—with precision-ground bronze-to-bronze seats — always 
gives a snug fit without excessive wrenching. An impor- 
tant reason why Darts always tighten so easily — then 
uncouple easily for repeated use. 
And, in service or storage, the 
practically indestructible air refined 
malleable iron body and 

nut keep the seats safe 

from damage. 


lll ly, 


E. M. DART MFG. CO. 
Providence 5, Rhode Island 


UNIONS 
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A. Oakleigh Bush, 
Norton Sales Engineer 


A. Oakleigh Bush, chief sales engi- 
neer of the Abrasive Division of Nor- 
ton Co., Worcester, Mass. died sud- 
denly at his home on Sept. 2. 

“Oak” Bush joined Norton in 1924 
in the research laboratory of the Ni- 
agara Falls plant, soon after gradua 
tion from MIT. Since 1928 he has 
been associated with the sales depart- 
ments. 

He was acting general manager of 
the Norton plant at Welwyn Garden 
City in England at the beginning of 
World War II. In his return to 
Worcester in 1940, he was appointed 
assistant chief sales engineer and was 
elevated to chief sales engineer in 


1944. 





D-A-T-E+§ 
TO REMEMBER 





Nov. 8-9—Central States Industrial 
Distributors’ Association meeting, 
Palmer House, Chicago, III. 

Nov. 9-11—Paint Industries Show, 
Congress Hotel, Chicago. 

Nov. 27-Dec. 2—19th National Ex- 
position of Power & Mechanical 
Engineering, American Society of 
Mechanical Engineers, Grand Cen 
tral Palace, N. Y. 

Dec. 10-13—Store Modernization 
Show, Stevens Hotel, Chicago. 


1951 


Jan. 15-18—Plant Maintenance Show, 
Auditorium, Cleveland. 

Jan. 16-18—Northwestern Lumber- 
men’s Convention, Minneapolis, 
Minn. 

Jan. 21-25—National Association of 
Home Builders, Chicago, II] 

Jan. 22-25—Concrete Industries Expo- 
sition, Public Auditorium, Cleve- 
land. 

Jan. 22-26—10th Heating & Ventilat- 
ing Exposition, American Society 
Heating & Ventilating Engineers, 
Bellevue Stratford Hotel, Philadel- 
phia. 

Jan. 24-26—Southwestern Lumber- 
men’s Convention, Kansas City, 
Mo. ; 

Mar. 19-23—Western Metal Congress 
& Exposition, Oakland, Calif. 

Apr. 17-20—20th National Packaging 
Exposition, Atlantic City. 





ARMSTRONG 


TOOL HOLDERS... 
for the toughest steels! 


The “Armstrong System” provides special ARMSTRONG TOOL HOLDERS 
for ARMALOY (cast alloy) and for ARMIDE (carbide-tipped) cutters. With 
these modern cutting tools, the toughest and hardest steels are easily ma- 
chined. Far heavier feeds and the extremely high cutting speeds become 
practical (300 f.p.m. with ARMALOY cutters; 600 f.p.m. with ARMIDE cutters). 
Delays for tool re-grinding are reduced to an absolute minimum—edges hold 
up to 100 times as long. 

Industrial Distributors can increase profits by selling the complete System 
of Tool Holders, not just individual tool holders . . . by selling the correct 
types for all operations, the correct sizes for each job . . . by selling the 
correct bits, blades and cutters for each material and cutting speed. 


ARMSTRONG BROS. TOOL CO. 


WRITE FOR CATALOG “The Tool Holder People” 
5213 WEST ARMSTRONG AVENUE . CHICAGO 30, U.S.A. 
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<NE The Buyer Looks 
YOU'RE THE GUYN +t Business 


long list of industrial and trade publications. "Buy Pyrenes the 

reliable, prompt, economical, easy way—from your local Pyrene 

jobber" is what the ads say. They go on to give the reasons why Composite Opinion of Purchasing 

you are the logical source of supply and why your customers Agents Who Comprise the N. A. P. A. 
and prospects should standardize on Pyrene. How about you? Business Survey Committee. _ 

Are you mentioning Pyrene on every call you make? Reports for September, from indus- 

trial Purchasing Executives, indicate 

EN — that the peak of the upswing in busi- 

ness that kicked off in June was 

reached in August, and the rate of in- 

eT e R E N E crease in new orders for September 


was substantially less than the high 
nes R E N a August trend. 21% fewer report order 
increases for the month. 10% show 


R EN E declines in incoming orders. 
r a The production increase has turned 


VAPORIZING LIQUID off slightly too, by 7%. The change 


we Oe ease RENE in trend, however, leaves industry 

$5, aes Sts ot some ves: 2 with heavy backlogs of orders and 

a RENE production schedules filled well into 

types ac 2 , 

the first quarter of 1951. Production 
would probably continue to increase 

omic easy way —from your ; : 

cconentont, ea RENE if man power and materials could be 

loca’ jobber. ' “ 

toon! Prams secured without payment of premium 


me. That’s why ; 
pn ye ga Speer for every P E N E prices. —— : —= 

hind of hazard. You can buy them all from Ihe majority opinion of Purchas- 
one source of supply — your local jobber. That RENE ing Agents continues to be that all- 
pn tg ee ate ‘aaah out controls are unnecessary at this 
CHEMICAL FOAM pote sapeaanerh time. While it is too soon to appraise 


i i i i unity. 
2% gal. size produces about 22 lished business right in your own comm is 
tat fast oy ‘dea! Whether it’s a hand extinguisher or auto- R E N iz the effect of National Production Ad- 














@ Buy them the reliable, prompt, 


and ordi : <a: i ° » 
Ann matic system,every PyRENEis precision-made ministration Order #1, limiting in- 


ee eet gs range tres fang 2E NE ___ ventories of a number of scarce com- 
Write for address of your local PyRENE jobber. modities, most of our members report 
eee they have recently been unable to 
RENE maintain practicable working inven- 
tories of the restricted items. 
2ENE War orders have not as vet had 
much impact on industry. Only 30% 
»EN E report military business, and most of 
MANUAL AND . these have not been compelled to up- 
aren a ns emer ; set their civilian production. Prices 
ae H EN E continue the upward spiral, as ad- 
loading racks, etc vances follow closely on wage in- 
'E NE | creases. Inventories are trending down 
, but turnover rates are higher. Em- 
ployment is leveling off. Buying pol- 
‘ENE icy is generally conservative and based 
on production requirements. 


E N E Prices 


nary combustible hazar 
in 10 gat. and 40 gal 
wheeled emits 











ENE The inflationary price movement 

continued in September. About the 
Chmagtes annua recharging. | | | same number of price increases were 
etc. Shoots water or antifreeze [ } — N ig reported, but over-all they were higher 


CARTRIDGE-OPERATED 


solution. 2% gal. size 





percentagewise. Across-the-board wage 
a.s0 ni FoAi, 2008 Ac, ENE lifts seem to be following a general 
ccenmnanans i pattern and the price usually reflects 
such advances immediately. Outside 
OMPANY ENE market sales of copper, zinc, some 
PYRENE MANUFACTURING C chemicals and steel are reported at 
581 Belmont Avenve Newark 8, New Jersey ENE high premium prices. Expensive con- 
Affilioted with C-O-Two Fire Equipment Co version deals also add to the spiraling 

of costs. The elimination of panic 
buying may lead to a break in demand 
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QUICK DELIVERY is important... 
More important is WHAT YOU DELIVER! 


Every ad we run tells users of indus- 
trial hose and belting where to buy 
our products: “Call your local Hewitt 
Rubber distributor, listed in the clas- 
sified "phone book under ‘Rubber 
Products’.” 

Where to get it is always imporiant 
to your customer. But more impor- 
tant to him—and to you—is what you 
deliver. Your reputation stands or 
falls on what you sell . . . on products 
other people make. 


For almost a hundred years now, 
Hewitt-Robins has pioneered in the 
development of better industrial 
rubber products, and a good many 


“‘firsts’’—35 in all—have come out 
of our technical laboratories. The 
first mildew-resistant fire hose, the 
first high-pressure steam hose, the 
first special-purpose synthetic hose 
to withstand oil and gasoline, the 
first stepped-ply conveyor belt, are 
typical. 

Matching specific products against 
the ever-growing needs of industry 
takes extra time, money and care, 
but it adds extra months or years of 
service to every hose and belt we 
make... at no extra cost to the user. 


The Hewitt-Robins line of indus- 
trial hose and belting is complete, 


known for quality the world over, 
well advertised, priced competitively, 
It’s the kind of line that builds and 
holds customer good will. 

If you think your reputation and 
ours might make a good team, write 
us at Hewitt Rubber Division, 240 
Kensington Ave., Buffalo 5, N. Y. 


HEWITT-ROBINS 


AS a 


HOSE: ACID * AGRICULTURAL SPRAY + AIR * BARGE LOACING * CEMENT PLACEMENT * CHEMICAL-BOOSTER + DUST SUCTION 
FIRE + FLEXIBLE RUBBER PIPE * FLUE CLEANING «+ FUEL OIL & GASOLINE * HYDRAULIC, JETTING AND GROUT + INDUSTRIAL VACUUM 


INSULATION BLOWING «+ OIL INDUSTRY 


ROAD BUILDERS’ * ROTARY DRILLING * SAND BLAST + SEA LOADING + STEAM * SUCTION 


TANK CAR, TRUCK AND TRANSPORT * TWIN-WELD® WELDING * WATER * WELL DRILLING + BELTING: CONVEYOR + ELEVATOR + TRANSMISSION 
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Iogear = Latest Catalog 


j 
—— 





in a Long Line 
for Maddock 


<M 


This 1950 Catalog is the latest in a thirly-year-long 
series compiled by Donnelley for Maddock & Company, Inc., Philadelphia. 


Catalog Preparedness 


when X- Manpower 


Once again the manpower that may be available to any of us a 





year or two from now is an unknown quantity. 


+A good catalog is one of the means by which you as a dis- 


htributor can provide yourself with an important degree of pro- 

}tection against the uncertainties of the future. 

} For even a much reduced sales force can “‘spread itself” over a 

} surprising volume of business when backed by a book that pre- 
sents the up-to-date line—provides the information that satisfies 
buyers (even green ones)—cuts down in every possible way the 


load of detail that slows your operations. 


It will not cost you a penny—nor obligate you in any way—to 
find out what Donnelley can do toward assuring your catalog 


preparedness. Drop us a line today. 


R. R. Donnelley & Sons Company 
CATALOG COMPILING DEPARTMENT 
350 East Twenty-second Street, Chicago 16, Illinois 


PRINTERS © BINDERS © ENGRAVERS © LITHOGRAPHERS 
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and that would crash some out-of-line 
premium price structures. 


Inventories 


Industrial inventories of purchased 
materials in September confirmed the 
downward trend reported in August. 
Turnover rates have been steadily on 
the increase for the past three months, 
with many now reaching an all-time 
high. NPA Inventory Limitation Or 
der #1 is not expected to have much 
effect on the over-all industrial in- 
ventory picture, as most of the mate 
rials covered by the order have been 
in critically short supply for some 
time, and it has been impossible for 
Purchasing Agents to obtain safe 
working stocks of many items. The 
order needs some clarification in such 
terms as “‘recent past.” 

Despite the high rate of turnover 
developed, inventories are reported 
tending to unbalance. Longer lead 
times, indefinite delivery dates and 
part-shipments on orders for tight ma- 
terials are causing this maladjustment. 


Employment 


The rate of employment increase 
dropped slightly in September, not 
due to lack of demand, but because 
of diminishing supply. The draft is 
beginning to be felt and students re- 
turning to school have left manv jobs 
unfilled and in need of capable work 
ers. Strikes in the chemical industry 
have caused a number of factories to 
reduce working time, as has the short 
ige of copper and zinc in brass and 
brass-consuming industries. 

Buying Policy 

Che shift from a maximum future 
coverage of 90 days, which was the 
predominant policy the first four 
months of this year, was gradually in 
creased up to August, when the range 
was 60% at 60 to 90 days, and 28% 
over 90 days and up to 5 months. In 
September, the general policy re 
mained the same as August. If assur 
ince of delivery and price were ob 
tainable, the future coverage might be 
extended. At present, it is probable 
that production material purchase com 
mitments are on the short side of 
finished product sales bookings. Volun 
tary limitations on the acceptance of 
orders by many producers of basic raw 
materials are having their effect on 
purchases; so, free-wheeling sales of 
finished products will have to subsidc 
Commodity Changes 

Up—up—up the prices go, about 
the same number as the sharp upswing 
in August and much higher in pet 
centage. Nothing goes down and few 
prices have avoided the creeps during 
this period. 

'o mention only a few of the im- 





EXECUTIVE 


BEHR-MANNING ABRASIVE ADVERTISING 


These men live and breathe PRODUCTION. 
They talk about it, think about it, read about it. 
That is why they watch BEHR-MANNING 
advertisements appearing in the publications 
serving the various industrial fields. These ads 
talk the production language of the reader, 
tell him how and why BEHR-MANNING abra- 
sive products are boosting output for others — 
and can do it for him. 


The interest of these production experts means 
profit for you. Sell a// BEHR-MANNING abra- 
sive products—belts, discs, sheets, and don't 
forget sharpening stones. 


Write for more information to Dept. ID-I1. 


Americay 
achinist 


BEHR-MANNING 


BEHR- MANNING \W sw ae) eS I & 
Sell abrasives Sharpening Stones 
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WHY DO Genuine 
BELMONT FLAX PACKINGS 
Seal Securely and Last Longer? 


1 We possess complete facilities for 
their manufacture. 


2 Belmont controls the purchase of the 
raw flax fibre. It is carefully selected 
for length, strength and softness. 


3 The steps of hackling, spreading and 
drawing of suitable rovings are all ac- 
complished within the Belmont plant. 


4 The braiding of rovings; lubricating 
and finishing of the completed packings 
are under expert supervision. 


And Belmont Consumer Advertising 
stresses the important construction fea- 
tures incorporated in each individual 
type of Belmont Packings—the extra 
values that make Belmont Packings 
seal more securely ... last longer. .. 


Each advertisement tells the buyer to 
see the Belmont Distributor. It creates 
leads and sells for you. Belmont adver- 
tising works for the Distributor. 
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portant items up in September: al- 
cohol, alkalies, aluminum, benzol, 
brass, building materials, cadmium, 
castings, chemicals, coal-tar products, 
containers, copper (depending on 
where you buy it), cornstarch, dye- 
stuffs, electrical equipment, food, 
glycerin, lead, leather, lumber, mer- 
cury, machinery, oils, paper, a. 
rubber, soap, soda ash, sulphur, steel 
products, textiles, zinc. 

For a list of the hard to get mate- 
rials, just check the above. 


Canada 


The upswing of Canadian business 
lagged behind the trend in the United 
States during August, but it came up 
rapidly in September. Production and 
new orders increased more than in the 
States, in September. Price trends are 
about the same—inventory higher— 
employment increase greater—buying 
policy the same as in the States. War 
work is not an industrial factor at this 
time. The wave of scare buying has 
subsided. Business is very good in 


Canada. 








NEW LINES 
taken on by 
DISTRIBUTORS 








Durkee-Atwood Co., Minneapolis, 
Minn., announces the appointment 
of the following companies as ex- 
clusive industrial V-belt distributors 
in their respective areas: 


Minnesota Bearing Co. in Minneap- 
olis, St. Paul, Duluth, and Hibbing 
all in Minnesota; Wright Bearing 
Supply Co., Detroit; Towne Hard- 
ware & Supply Co., Muskegon, 
Mich.; Danish Transmission Co., 
New York City; Bentham-Blaney 
Co., Baltimore, Md.; Dietz Indus- 
trial Supply Co., Aurora, Ill.; and 
Keefer Tool & Supply Co., Toledo, 
Ohio. 

Sies Electric Supply Co., Chattanooga, 
Tenn. has been named a dealer for 
Allis-Chalmers motors, controls and 
transformers in 25 counties in the 
southern and central portions of 
l'ennessee and in seven counties 
in northwestern Georgia. 


Ensminger Co., Wilkes-Barre, Pa. has 
been named distributors for prod- 
ucts of The Cleco Division of the 
Reed Roller Bit Co., Houston, 
Texas. Ensminger will handle the 
full line of pneumatic tools and 
maintain complete stocks of parts 
and accessories 


a ee ae 
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MAUREY 


os Vea a cme) a fe] 7 vale). 


2915 SOUTH WABASH AVENUE * CHICAGO 16, ILLINOIS 


World's Largest Manufacturer of Pressed Steel and 
Cast lron FHP V-Pulleys Serving Industry Since 1917 


ee 


'F you WANT QUALITy 

SERVICE, COOPERATION. 
PROFITS, WRITE TODAY ror 
FULL DETAILS ON THE MAUREY 
FHP V-DRIVE FRANCHISE 





rey 


e market - -- 





THE MAUREY 100% DISTRIBUTOR POLICY 
Maurey V-Drives are sold only through authorized 
distributors on a SELECTIVE DISTRIBUTOR POLICY 
that assures permanent, friendly and profitable dis- 
tributor-manufacturer relations. 
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The Cambridge Wire Cloth Co., 

Cambridge, Md. announces ap- 

CH METEOR pointment of the following distribu- 
i . tors for its line of Gnpper woven 


Fast, low headroom electric wire 
wire slings: 


rope hoist. Specially designed 


for heavy service applications. ‘ ' ‘ ‘ p: . 
Many exclusive design features. e The Alfred B. King Co. 


Single and two speed models. ; SS New Haven, Conn. 
Capacities: 4% to 5 tons. f Z @ Colonial Supply Co. 
i Pittsburgh, Pa. 
e The Bittenbender Co. 
Scranton, Pa. 
e Tidewater Supply Co., Inc. 
Norfolk, Va. 
e Banks-Miller Supply Co. 
Huntington, W. Va. 


feuiidiiblaneinasinttiedcrmanat ee ee 
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FROM THE 


Industrial buyers and production executives listen when you talk 


CM Hoists because they recognize a service-proven line manufactured = VE : x 

b é ‘ ‘ 25 YEARS AGO 

y an experienced company that knows overhead materials handling 

problems and answers. Product acceptance is the first step to profitable Better use of manufacturers’ cata 

orders here are four “stock” items that move. | log information by mill supply houses 
was suggested in a lead editorial com 
menting on a letter just received from 
a distributor, the Smith-Courtney Co 
[hat company had a well-regulated 
catalog library of all reputable manu 
facturers in whose products the firm 
was interested. 

Van Denburg Supply Co., Inc., 
Rockford, Ill., doing business as a 
jobber of heating and plumbing sup 
plies, contemplated adding a line of 
mill supplies to its stock. 

W. B. Botts, buyer and general 
manager for Fulton Supply Co., At 
lanta, took a backward look at the 
previous decade to demonstrate the 
importance of buying in our field 

\ lack of facts on business and 

Cif CYCLONE CH COMET CH PULLER trade statistics provoked E. W. Mc 
Model M high speed chain Portable, speedy, low-cost elec- Lifts and pulls at any angle. A Cullough manager of the department 
hoist. Light, easy to handle. tric chain hoist. Favored for safe, easy operating, low-cost of manufacture of the Chamber of 
1 ton model weighs only 35 production line applications. general utility tool that saves Commerce of the United States. The 
Ibs. Popular with maintenance Sturdy and compact. Plug in time on countless jobs. % ton 
workers, Herc-Alloy steel !oad on single or 3 phase power model weighs 13 Ibs. Capac- 
chain. Capacities: %4 to 10 tons. line. Capacities: ¥% to 1 ton. ities: %, 1%, 3 and 6 tons. til every producer, distributor and 

handler of merchandise sces the ad 


4 there is any question in your mind as to the efficiency and 4 i vantage of contributing his quota of 
economy of your present materials handling methods then 7 facts 

he Perth Amboy Hardware Co., 

L. ‘I’. Madsen president, just opened 


its new four story addition, facing on 
Jefferson Street 
J Expansion of industrial activity in 
New England was indicated by the 
HOIST CORPORATION report of the N. E. Power Co., which 
had distributed in the first eight 
Afiiliate« th Col McK 1 n 


umbus 














condition will continue, he said, un 


Choir rtic 


months of the year 37% more current 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. for industrial uses than in the cor- 


responding period of the previous year. 


SALES OFFICES: New York, Chicago and Cleveland © Distributors Everywhere \ great reduction in the number of 
stock sizes of grinding wheels was in 
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MORSE ships your 


stock product orders 
within 24 hours! 


MORSE STOCK PRODUCTS 


Your order for Morse stock products now gets . 
fastest possible attention, is shipped immediately. 

\ new, streamlined warehousing system is the 

answer. Orders received before noon are rushed a 


out the same day. Orders received after noon are 
shipped the next day. Roller Chain Roller Chain Sprockets 


Central Stock Control keeps constant check on 
every item in each of Morse’s three strategic 


: ‘ . ‘ i i Silent Chain Sprockets 
warehousing areas .. . in the East, Midwest, and connor 








West. If there is a shortage at one point, Morse 


teletypes transfer orders to one of the other areas. 

The result? You can fill emergency orders for \ 
customers with minimum delay, or replenish low 

inventory almost overnight. 


Silent Chain Couplings Roller Chain Couplings 





packAGINS CONVENIENCE 


The New Morse program of packaging roller chain 
and parts in sturdy, handy cartons speeds deliv- 
eries, saves storage space, eliminates handling 
headaches for you and your customers. 


Th: : . Morflex Couplings Morse-Rockford Clutches 
This new warehousing program is another pro- 








gressive Morse step to help you give customers 


the best of service. 

GEDA LOA 
‘ 

| MORS. 

1 

I 

1 

| 

! 


MECHANICAL 


POWER TRANSMISSION (E=a Morse meats 


PRODUCTS 
\ | Sa ee 
mORSE HAM COMPANY al Ower sransmission 
7601 Central Ave., Detroit 8, Michigan —————— 
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GRIFEIN 





G.W. GRIFFIN CO. 
Franklin, New Hampshire 


Genero! Sales Agent—JOHN H. GRAHAM & CO., INC, + 105 Duane St., New York 8, M. Y. 
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prospect for the field as a result of 
conferences of manufacturers, dis- 
tributors and users in Washington, 
S. ©. 


10 YEARS AGO 


Sam Clark of Samuel Harris Co. 
got in a few good licks against Joe 
Louis and three of Chicago’s top 
sports writers; on the airwaves, tho’, 
not in the ring. Occasion was a sports 
quiz over WGN. 

Ground-breaking picture story by 
western editor Frank J. Cleary showed 
the physical operation of the order sys- 
tem at Great Lakes Supply Corp. 
Chicago, complete with handling 
costs. 

Advantages of a definite, systematic 


| plan of sales control were outlined by 


Woodbury & Co. of Portland, Ore., 


developed after careful analysis of 
| many sales control plans employed in 


the supply field. Object: To get a true 
month-by-month picture of sales re- 
sults obtained by each salesman in 
each territory. 

The “boys” of Vonnegut Hard- 
ware, Indianapolis, were “entertained” 


| at dinner by Ed. Ristau of Skilsaw, 


whose grand design included a sales 


| meeting on the complete line after- 
| ward. 


Stanley Gilbert, vice-president of 
Pratt-Gilbert Hardware Co., Phoenix, 
Anz. was displaying a heavy bag of 
ducks shot down by himself and 
friends on a hunting party. 

The Perth Amboy, N. J., branch of 
the Elizabeth Hardware Co., Eliza- 
beth, N. J., was moved to 217 Fay- 
ette Street, providing larger quarters 
and greatly increased parking facilities. 

Pittsburgh Gage & Supply Co., 


| Pittsburgh, recently had opened a 


completely equipped branch in Al- 


| toona, Pa. 


SALES HELPS 
from 


MANUFACTURERS 


| DISTRIBUTOR EDUCATION 
| PROGRAM-—An_ educational cam- 


paign designed to enable its industrial 
distributors to extend their range of 
service to customers as qualified anti- 
fraction bearing specialists has been in- 
augurated by the manufacturer. Key 
to the campaign is a series of “re- 
fresher’ booklets which distributor 
salesmen will receive monthly for 10 
consecutive months. The folders com 





SCREWS! 


New Campaign Goes 
Direct to Retail Buyers of 
Phillips-fastened products 


Manufacturers of all types of 
products know the production-sav- 
ings and sales-promotion power of 
American Phillips Screws. And now 
14,000,000 pete ete buyers Y 
those products are being introduced, 
through the Saturday Evening Post, 
to the dependable “buy sign” of the 

Phillips Crossed Recess (the re- 
cess with the wide center open- 
ing for easy driving). They are 
being told that: 


is a Known Quality...a mark 
of Top Quality throughout 
the product 


This campaign we greater sales 
drive than ever behind American 
Phillips Screws... another good 
reason why it’s good business 
to sell Phillips-fasten products. 


THE SATURDAY EVENING 


an't sup out 
ED DRIVER © 
arene nisrs TAPERED RECESS 


PHILLIPS HEADquarters 1s 
this new and modern $-acre 
plant at Willimantic, Conn., 
where American is in strong- 
er position than ever to sup- 

ly the growing demand for 
PRillips fasteners. 


AMERICAN SCREW COMPANY 
Plants at: 
WILLIMANTIC, CONN. end NORRISTOWN, PA. 
Warehouses at: 
589 E. ILLINOIS ST. 502 STEPHENSON BLDG. 
CHICAGO 11 DETROIT 2 
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AIR-REFINED 
AIR-TESTED 
MALLEABLE 
IRON... 


+ COMPLETENESS OF LINE 


... a combination that boosts sales 


A service that embraces all customers’ needs in pipe unions makes 
the Jefferson line one that attracts industrial distributors. Thu 
when unions of any type, including flange unions, are called for, 
there is a “Jefferson” for the job... . to simplify piping in- 
stallations to assure easily made up, permanent joints. 
Jefferson Unions feature the exclusive “Recessed Brass Seat” 
which is fully protected against dislodgement should pipe ends be 
screwed in too far yet imposes no restriction to 
free flow through the fitting. This joint is a true 
ball in design and is ground in pairs to assure 
absolute drop-tightness 

Jefferson Unions are also available with ground 
joint all-iron seats, in all types and sizes 


Full details available on request. Be prepared with a source of supply which 
meets today’s competitive demand for value 


JEFFERSON UNION CO. 


671 W. 26th St., New York 1, N. Y 
9 Green St., Lockport, N. Y 
49 Fletcher Ave., Lexington 73, Mass 
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prise a comprehensive “correspond- 
ence course” on technical and _ prac- 
tical day-to-day facts about ball and 
roller bearings. Users of bearings will 
be told of the campaign to make dis- 
tributor salesmen the best trained 
men in their respective territories 
through a series of informative folders 
outlining the program.—SKF Indus- 
tries, Inc., Philadelphia. 


CUTTING WHEELS — Moisture 
proofed abrasive cutting wheels are 
described in this six page folder. The 
booklet illustrates advantages and con 
venient features of this new develop- 
ment in abrasives to assure maximum 
cutting efficiency —Chicago Wheel & 
Mfg. Co., Chicago. 














PACKAGING — The manufacturer's 
welding, brazing and soldering rods, 
both bare and flux coated, are now be- 
ing packaged for distributors in stand- 
ards five and ten pound high strength 
corrugated cartons. Labeling for the 
new package includes general instruc- 
tions for low temperature welding, 
brazing and soldering and specific in- 
structions for applying the particular 
rod in the package.—All-State Weld 
ing Alloys Co., White Plains, N. Y. 


TIERING TRUCK-This bulletin de 
scribes the manufacturer's straddle 
type electric tiering truck for handling 
double faced pallets. _ Illustrations 
show the truck with the telescopic 
frame raised to its full height, and the 
non-telescopic model with the forks 
in a low position. Line drawings are 
included to show all dimensions of 
the truck and full specifications are 
described.—Lyon-Raymond Corpora- 
tion, Greene, N. Y. 


POLYETHYLENE  RESINS—This 
booklet summarizes the characteris- 
tics, development and latest applica 
tions of this flexible, thermoplastic 
material. It is chemically inert, non- 
toxic, odorless and tasteless. Resistant 
to corrosive chemicals and solvents, it 
has an extremely low rate of water 
absorption and remains flexible at 
very low temperatures.—Bakelite Di- 
vision, Union Carbide and Carbon 


Corp., New York. 
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“MARVEL” nas 


Always HAD the edge 





MARVEL High-Speed-Edge Blades assure Faster, more Accu- 
rate cutting with proven Economy and complete Safety. Only 
the MARVEL is a composite blade with a high speed steel cut- 
ting edge electrically welded to an exceptionally tough, strong 
alloy steel body. 


The High-Speed-Edge does the cutting while the alloy back, 
with hardened eyes, carries the load. Blade tensions up to 
300% higher than those possible with ordinary blades are 
recommended. This greater tension is confined to the cutting 
or leading edge by the location of pin holes (exclusive MARVEL 
design feature) and cannot be overcome by work resistance. 
Heavier feeds and greater speeds are practical without “run 
out.” 


With greater accuracy, higher production and lower cost per High-Speed-Steel cut- 
cut, come the extra dividend of Safety, for MARVEL High- 
Speed-Edge Hack Saw Blades are Positively Unbreakable— 
they will not shatter. 


ting edge. 


Tough unbreakable 
MARVEL High-Speed-Edge Hack Saw Blades cost no more alloy steel body with 
than ordinary high speed blades. MARVEL High-Speed-Edge hardened eyes. 
Holes Saws not only have the “edge” but the tough alloy steel 
bodies which give them the extra strength needed for deep Int | Ided 
work on drill presses and lathes. MARVEL Band Saw Blades eas Preise had 
come welded to size ready for use, packaged in individual , w 
boxes . . . these three lines of superior metal-cutting saws long lasting composite 
constitute the very finest blade service you can offer your blade that is positively 
customers. unbreakable. 


ARMSTRONG-BLUM MFG. COMPANY 


“THE HACK SAW PEOPLE” 
5700 BLOOMINGDALE AVENUE CHICAGO 39, ILLINOIS 
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POWER WRENCH BULLETIN-— 
Bulletin #215 provides descriptive 
and technical data on the manufac- 
turer's power wrench and control 
equipment now available for applica- 


tion to single spindle machine tools. 

OFKIN | With this type of equipment the ad- 

vantages of power chuck operation 

became available to a much wider 

range of users and at a competitively 

CHROME-CLAD STEEL TAPES “1 Hever cost.—The arated 
Chuck Co., Hartford, Conn. 


AND TAPE-RULES HAVE THE RUST PREVENTIVES-—Two new 


transparent rust preventives which 

EXCLUSIVE, PATENTED FINISH! replace heavy, opaque, gummy com 

pounds formerly used for export ship- 

DURABLE, EASY-TO-READ MARKINGS! ment and the lacquer or varnish coat- 
’ . 


ings, are discussed in this new four 
page bulletin—Nox-Rust Chemical 
Corporation, Chciago. 





FLEXIBLE METAL HOSE—Cata 
log 500 supplies complete application 
fo ; and construction data on flexible metal 
i if 


“ hose through a new method of com 


partmentalizing data that completely 


OW | eliminates cross references and foot 


aA. 7 4 
—Z 

cond \\ \\ notes. Sections are included dealing 

) SW SS with flexible metal interlocking high 


\ 

P\\ 5 

ee Veo pressure hose, air jacketed hose for 

: ; diesel exhausts, convevor hose, flexible 

eye wade S metal seamless high pressure hose, 

ew Sho " ey 3 metal lined gasoline hose and syn- 

Cross Section vi “ ¥ thetic rubber gasoline hose.—Atlantic 

Hardened Steel Tape. 2- Rust R oth Non-Glare yi Metal Hose Co., Inc., New York. 

1. Har 


i Hard, 
lating. 4- 
ae Mack Markings Bonded to Steel, 


Your customers can be sure of getting the same Lufkin Chrome-Clad 
finish on any Chrome-Clad steel tape or tape-rule in the entire Lufkin oe 
line! The exclusive, patented Lufkin Chrome-Clad finish is better many _ aes 


ways—resists rust and corrosion 





CHROME-CLAD 


. -» will not crack, chip, or peel . . . 
“Mexurall” Steel 


with prominent markings durably Tin ttals welt: 
bonded to the steel line and sunk able in 6 and 
below the finish surface for pro- oh. Tonge 
tection against wear! The lines 
themselves are extra-strong, made 
of a special kink- and wear- 
resisting steel. CHROME-CLAD | SAFETY BOOKLET—A compact, 
This Lufkin Chrome-Clad ‘quality “Leader” Steel three color brochure is designed for 
iis: akiioal quick glance information on safety 
95 $0, 73 end wherever oils, greases and _fats-plus 
40,000,000 reader-prospects . . . 100-ft. lengths water create slipping hazards or costh 
helps build. your” reputation fer floor maintenance problems. The bro 
i 4 ot chure also contains complete instruc 
featuring the finest.” Check your : tions for the simple and economical 
stock today. . application of the manufacturer’s ab 
sorbents. The manufacturer recom 
mends the absorbents as an excellent 
method of keeping floors clean, dry 
Sell UFKIN TAPES + RULES and safe for walking —Oil-Dri Corpo 
PRECISION TOOLS ration of America, Chicago 
THE LUFKIN RULE CO. ii | BUSINESS RECORDS—An 80 page 


SAGINAW, MICHIGAN - NEWYORK CITY - BARRIE, ONTARIO catalog is a comprehensive presenta 
tion on all phases of the manufac 


story” is regularly advertised to 
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How Many Slow Moving 


v-belt sizes do you stock? 





Veelos—the adjustable v-belt—can make money for you by reducing your 
investment in slow-moving sizes of v-belts. Perhaps 80% of your v-belt 
business is done in only a few sizes. Yet you must tie-up important working 
capital by stocking all sizes—unless you sell Veelos. With an inventory of 


only 4 reels of Veelos you can take care of any customer's v-belt require- 


Just 4 reels of Veelos 
can replace up to 316 sizes 
of endless v-belts 


ments /mmediately. 


You are not only able to give prompt service but also, when you sell 
Veelos, you assure your Customers of: 
Veelos is made in all standard widths: 
00, 0, A, B, C, D and E. It is available in 
e All lengths immediately available. three types: regular, oil-proof and _ static 


nducting < € . 
e Maximum machine productivity. = “s me agi Veelos double V in A 
ana widths 


e Quick, easy installation—even over outboard bearings. 


e Minimum downtime for belt installation sk ; 
With Veelos you can save money on v-belet 


Smooth, vibrationless power delivery—easy on the machine and inventory —and make money on v-belt 


the belt. business 


‘SS 
The Veelos catalog is available — 


write for copies for your customers. 


MANHEIM MANUFACTURING & BELTING COMPANY 
MANHEIM, PA. 


ADJUSTABLE TO ANY LENGTH * ADAPTABLE TO ANY DRIVE 


Made in all standard sizes, fits all standard grooves. Packaged 
on reels in 100-foot lengths. Sales engineers in principal 
cities. Veelos is known as VEELINK outside the United States. 
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BULLETIN 4700 
gives you useful 
sales data on the 
newest Deming 
Deep Well Tur- 
bine Pumps. 


yenpine PUmrS 


“ vies" suseret \ 
TURBINE PUMPS 


Thousands of large volume users of water 
in varied industries are prospects for Dem- 
ing Deep Well Turbine Pumps. BULLETIN 
4700 is designed to help you sell these 
dependable units. Large views of actual 
installations and sectional views and dia- 
} grams showing construction details are a 

real help when discussing these pumps 
) with prospects. 


| BULLETIN 4350 is 
a practical “sales 
tool” for showing 
advantages of 
| Deming MOTOR- 
: MOUNT Pumps. 


X Py tw PUMPS 








+ New vertical and horizontal types of Dem- 
ing MOTOR-MOUNT Pumps are fully ex- 
plained and illustrated in this new BUL- 
LETIN 4350. These versatile pumps have 
many uses in all industries. An extensive 
range of sizes und capacities offer your 


customers a wide selection. 


SUGGESTION: Write for your copies of 
these new Deming Bulletins. Study them 
and be prepared to discuss them with 
your customers. 


THE DEMING COMPANY 
511 BROADWAY * SALEM, OHIO 


Deming 
<a> 


turer’s visible control principle in the 
efficient maintenance of business rec- 
ords and effective administrative con 
trol. It describes the various combi- 
nations of record forms which may be 
incorporated in the system, and the 
infinite variety of colored signal con- 
trol methods which mav be used. 
Five types of cabinets are illustrated. 

Remington Rand Inc., New York. 


PRESSURE-TEMPERATURE  TA- 
BLE—Included in a recent issue of the 
manufacturer's house organ, Valve 
Values, is a helpful pressure-temper- 
ature rating table conforming to ASA 
B16e6-1949. The table is compactly 
arranged for filing and for use undet 
the glass tops of desks, and is valuable 
for engineers concerned with pressure 
temperature piping work.—Edward 
Valves, Inc., East Chicago, Ind. 


BEARING METAL LEAFLETS— 
[wo more in a continuing series of 
publications on the manufacturer’s 
products are now available. These are 
the leaflets on the manufacturer's 
nickel babbitt and metal alloy babbitt. 
The nickel is a tin base alloy of high 
hardness designed for severe service 
under heavy loads; the metal is a 
lead base alloy, with a wide range of 
ipplications.—Federated Metals Div., 
American Smelting and Refining Co., 


New York. 


ELECTRIFUGAL PUMP BULLE- 
TIN—Design and construction fea 
tures of a close coupled pump and 
motor are described in this bulletin. 
Che unit has a single shaft mounted 
in an exclusive unit cast frame to as 
sure perfect and permanent align 
ment. The pumps are available in 
ratings from 10 to 500 gpm at heads 
to 220 feet.—Allis-Chalmers, Mil 


waukee 


CHAINS AND PARTS—Folder |! 
57-50 gives a complete description of 
all the manufacturer’s factory pack 
aged chains and parts together with 
list prices. It is said this is the first 
complete packaging program in thi 
industry.—Morse Chain Co., Detroit. 


WORM GEAR SPEED REDUC- 
ERS—Bulletin #130 describes the type 
\T and RT worm gear speed reducers 
produced by the manufacturer. Engi 
neering improvements stressed in this 
bulletin are: face type oil seals are 
used in place of the older style pack 
ing gland on type AT units, and there 
ire new higher horsepower rating ta 
bles —The Cleveland Worm © Gear 
Co., Cleveland. 


POWER PRESSES—This catalog 
contains technical data as well as gen 
eral information on the manufac 
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DELICATE 
PROBLEM 


my 
/ » 
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Next time one of your customers is 
faced with the problem of convey- 
ing a product that’s delicate or 
easily-marred, solve it for him the 
right way. Sell him long-lasting 
SUPRENE Neoprene- impregnated 
belting. 

You'll sell him for good! 
SUPRENE’S exceptionally heavy, 
tightly-woven cotton duck construc- 
tion, plus waterproof Neoprene im- 
pregnation, is super-smooth. It will 
not blur the most fragile commodity 
—satisfies the most rigorous sani- 
tary demands. Surface of belting is 
easily cleaned with hot water or 
steam. SUPRENE Belting resists 
abrasion and shrinkage. Thicknesses 
from 1/16” to 7/16” are available in 
widths up to 48”, 

Want to learn more about this 
superior, sales - producing belting? 
Then write for Bulletin No. 20. 


cra 
| & Veadte | Co. 





USERS REPORT 


300% to 1000 MORE SERVICE 








... that’s 


why the 
MFD* Salesman 





is the busiest (= Se 
>) “MFD—-, morse. 


‘Ba ranchised Distributor | 
nder the Morse Code) 
and remember...ONLY ee 
Mc mpi EL. “et ag D TOOLS 
r-life as this. 
MORSE TWIST DRILL & MACHINE CO. 
NEW BEDFORD, MASS. 


man in town! 
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Now CHUCKS Cah Mean 
Important Sales Volume 








CHUCKS 


SCROLL CHUCK 
SPEED WITH 4-JAW PRECISION 


.0005 PRECISION FROM 
SEMI-SKILLED OPERATORS 


ELIMINATES MOST NEEDS 
FOR COLLETS, STUB ARBORS, 
MANDRELS & SPECIAL FIXTURES 


Here’s how they work: Pinion “A” CAN BE ADAPTED TO 
moves jaws in or out to grip work like ony 


sonal chock. 4 egpeced cereus “O" brine DIVIDING HEADS, GRINDERS, 
the work to dead center. It’s as easy as SCREW MACHINES 


it sounds. Once set dead true the same 
machining on duplicate parts can be done 
without changing adjustment! 


line. They're the first new thing in chucks for many a moon 
—the first real advance in chuck design in 50 years! 


- 


= You can make chuck sales a new, important part of your 
Bs, a <y profit picture when you add Buck Adjust-Tru Chucks to your 
ne . 


It sounds unbelievable—yet it is absolutely true—that | 


S one step-collet chuck will do the work formerly requiring 
4 -3 $1000 in special equipment. 
Many a shop faced with new production problems will 
3 gladly replace present chucks with more easily operated, more | 
| versatile Buck chucks. Smart production men will quickly see 
=. how they can pay for new chucks in a few weeks by the man- 
3 hours saved. Small shops, with inadequate collet equipment, 
STEP-JAW are excellent prospects because Buck chucks give them the 
CHUCK chucking range they want at ordinary chuck prices. 


ro 


J 
} 


Just a few of the highlights are given here. Send for 
literature for complete details and prices. 


6 
STEP-JAW 
COLLET CHUCK 


6 JAW 
PRODUCTION 
COLLET CHUCK 














BUCK TOOL COMPANY 
1120 SCHIPPERS LANE ¢ KALAMAZOO, MICH. 
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turer's entire line of power presses. 
Specifications, pictures and chief fea- 
tures for each unit are shown. Cuta- 
way drawings stress safety engineering 
in the presses.—Sales Service Machine 
Tool Co., St. Paul. 


WATER PURIFICATION — This 
new literature piece is a report of the 
experiments and final results on the 
addition of bromine to control algae 
and slime in water cooling towers. 
Manufacturers who are confronted 
with the problem of algae growth and 
slime accumulations in cooling towers 
will find this literature of help—The 
Dow Chemical Co., Midland, Mich. 


SPEED REDUCERS-—Four new en- 
gineering bulletins illustrates and 
describe the manufacturer’s parallel 
shaft speed reducer and right angle 
speed reducer. The standard speed re- 
ducers feature precision cut Herring- 
bone double helical gears and are 
available with sleeve bearings or roller 
bearings. ‘These speed reducers are de- 
signed for a wide variety of power 
transmission requirements for almost 
every industry.—The Falk Corpora- 
tion, Milwaukee. 














BEARING BALLS—Useful informa- 
tion on deep hardened carbon steel 
bearing balls, burnishing materials and 
barrel finishing equipment is con 
tained in this catalog-manual. Infor 
mation includes bearing ball classifi 
cations and applications, selection of 
burnishing materials and practical bat 
rel finishing and lithographic plate 
graining.—The Abbott Ball Co., Hart- 
ford, Conn. 


VALVE CONTROLS—This two page 
bulletin describes the manufacturer’s 
air locks and trip master controls for 
holding regulating and control valves 
in position during failure of air sup 
ply. The bulletin is printed in two 
colors and illustrated with photo- 
graphs, diagrams and line drawings. 





message to distributors of 


AMERICAN DRIVES 


We're backing up the Sales Advantages of 
AMERICAN DRIVES with Profit-Boosting 
Sales Promotion Programs! 


INDUSTRIAL DISTRIBUTION 








For many years American Drives—flat-belt, V-belt, 
reduction, adjustable-speed— have helped eve 
industry in the country to improve quality, increa 
production and cut costs. As both you and 
know, there are certain industries which get 
ticular benefits from American Drives. One su 
is the application of American Double-Taper 
Adjustable-Diameter Wedgbelt Sheaves in t 
textile industry to provide the most fool-proof, low 
cost method of changing speeds available = 


In order to inform these particular industries more 
fully about the important place of American Drives 
in getting the best performance from their equip- 
ment, we are going to run a number of special 
industry campaigns during the coming year. These 
campaigns will supplement our regular adverti¢ 
ing and sales promotion, and will provide you 
with invaluable advertising and sales promotion 
help including: 


@ Extensive advertising in the important verti+« 
cal trade papers. 


@ Direct mail campaigns to key buying influ« 
ences in selected industries. 


@ Ideas for tying in your own advertising with 
these campaigns. 

@ Complete sales promotion kits for distributor 
salesmen. 

@ Sales meetings to explain and launch each 
campaign. 


@ Personal help in following up on sales leads 
by our district managers and factory staff 
when advantageous. 


You can expect our representative to discuss this 
with your organization on his next visit. He’ll come 
fully equipped to explain the plans in detail and to 
give you all the material you need to take advan- 
tage of this profit-boosting sales promotion program. 


4218 Wissahickon Avenue, Phila. 29, Pa. 
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MORE VALUE / 


HANDLES: Wooden — selected high grade hardwood. Tubular — first 
quality steel pipe. COMPARE! 

TRAYS: Pressed — or formed and spot welded — from heavy guage 
carbon steel. Rolled top edges reinforced with continuous steel rods. 
COMPARE! 

FRAMES: Risers shaped for balance and proper wheeling level. 
Jackson NON-SLIP Device on tubular barrows, prevents trays from 
moving forward. Riveted heavy channel steel legs. COMPARE! 
AXLE ASSEMBLY: No bending, breaking or loosening — because 
threaded axles are screwed into malleable iron brackets, tying front 
end into a rigid unit and eliminating nuts or cotter pins. Wheel 
guards for easy dumping, strengthen front of frame. COMPARE! 
BEARINGS: Plain or roller. COMPARE! 

WHEELS: Pneumatic, semi-pneumatic and steel. Our own manufacture 
with many sizes to choose from. COMPARE! 

FINISH: Wooden handles dipped in durable, weather proof varnish. 
Wooden barrows finished in heavy, red enamel. Trays and metal 
parts dipped in waterproof enamel. COMPARE! 


Compare JACKMANCO barrows and you'll agree they 
offer more value and greater sales possibilities. Used in 
construction, mills, factories, railroads, farm, home and 


garden. Since 1876, leadership through superiority. 





Superior 
Products JACKSON MANUFACTURING CO. 


HARRISBURG © PENNSYLVANIA 
Since 1876 ona, 
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Bulletin number is $-3].—The Swart- 
wout Co., Cleveland. 


TUNGSTEN WELDING ELEC- 
TRODES-—An _ informative _ bulletin 
describes pure tungsten electrodes for 
atomic hydrogen, helium and argon 
are welding. The bulletin describes 
sizes, finishes and recommended elec- 
trodes for ac and dc inert gas electric 
arc and atomic hydrogen welding. 
Functions of the tungsten electrode, 
description of electric arc welding and 
practical hints on procedure for ob- 
taining maximum electrod life are 
included.—Tungsten and Chemical 
Div., Sylvania Electric Products Inc., 
Towanda, Pa. 


CENTRIFUGAL PUMP GUIDE-— 
Economical pumping units for every 
industry are catalogued in this 16 
page “Handy Guide to Selection of 
Centrifugal Pumps’. A wide variety 
of units are indexed in the bulletin, 
including close coupled, pedestal, 
double suction single stage. multi 
stage, self priming, fractional horse- 
power, coolant and circulating, fire, 
process, solids handling, marine, rub- 
ber lined, paper pulp, and mixed flow 


pumps.—Allis-Chalmers. Milwaukee. 
CONTROL VALVES-—This new bul- 


letin describes the manufacturer's 
diaphragm control valves. The dia 
phragm motor embodies the accessibil- 
itv and other desirable features of the 
open yoke, formerly available only in 
cast iron construction, together with 
the strength and resistance to shock 
found only in steel. The boltless cas- 
ing assembly is constructed with an 
exclusive clamping ring which permits 
ready inspection and_ reasonably.— 


Kielev & Mueller, North Bergen, N. ] 
FLUORESCENT LIGHTING — A 


comprehensive 16 page bulletin con- 
tains complete specifications and other 
valuable data on new fluorescent light- 
ing svstems developed by the manu 
facturer. The systems are available 
for 96 in., 72 in., and 48 in. lamps. 
—Benjamin Flectric \ffg. Co., Des 
Plaines, Ill. 


SOLDERING GUN CATALOG 

New soldering information and spe 
cifications covering the manufacturer’s 
complete line of guns for ever solder 
ing requirement are contained in this 
catalog. A new light dutv model fea- 
tures dual spotlights These twin 
pre-focused spotlights entirely elimi- 
nate shadows in the working area.— 


Weller Electric Corp., Easton, Pa. 





If you want success in any profession, 
you have to pay the price for it; that 
means work. 

Paul Ivey 








Any P-K* Distributor will tell you that there's more 
in the Parker-Kalon package than the fasteners 


alone ... far more in it for him. 


Thee’ inp 
ib Prete; For this is the package that 
contains the original Self-tapping Screws. the trusted 
line. When he sells this package. he is identifving 
himself with the finest Self-tapping Screws money 


can buy. 


thorw's Sales Promotion| Yes, the Parker- 


Kalon package itself provides an important plus in 
sales promotion. Every one carries the “Guarantee 


of Highest Quality” —the customer’s assurance that 





besides Self-tapping Screws? 


performance, of each screw, will be as promised. 


Thows Pop! Not just the fair and adequate 


margin assured on each individual package. He gets 
the extra sales and repeat business that follows from 
handling the brand that is always in most demand. 
familiar blue-and-white 


Wherever this 


package, you'll find a Distributor who knows what 


you see 


products prove out in the pay-off... one who has a 


lot more advantages of the Parker-Kalon franchise 


in mind when he savs, “Hf it’s P-K .. . it’s O.K.!” 
Parker-Kalon Corporation, 200 Varick Street, New 


York 14, New York. 


"TRADE MARKS REG. U. &. PAT. OFF. 


The Original) 


TRADE MARK OTHER P-K PRODUCTS - 





COLD-FORGED SOCKET 
MASONRY NAILS © SHUR-GRIP FILE AND SOLDER IRON HANDLES © METAL PUNCHES 


SCREWS, WING NUTS. 
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THUMB SCREWS ¢ HARDENED SCREWNAKS AND 
© DAMPER REGULATORS AND ACCESSORIES 


/\ 
P-K PARKER-KALON: SELF-TAPPING SCREWS 
\ 


201 








Every Bay State Spiral Point is of excep- 


tional accuracy. Special machines of 
unusual design control this detail with 
precision—another reason why Bay State 
Taps produce so many holes and still cut 


close to size. 


BAY STATE TAP & DIE COMPANY 


MANSFIELD, MASS. 
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NANCY V. TAYLOR is an efficient 
clerical worker at Boyd Supply Co., 
Philadelphia, Pa. distributing firm 





Sales Managers 
Named By U. S. Rubber 


Henry A. Rome has been appointed 
manager of special products sales; 
William C. Hall as manager of 
molded goods sales; and Thomas S. 
Savoury as manager of floor sales for 
the mechanical goods division, United 
States Rubber Co 

Mr. Rome will supervise sales of 
lathe and wrapped goods, extrusions, 
handmade rubber tubing, conductive 
rubber, industrial products and 
specialties. 

Mr. Hall will supervise sales of light 
molded goods such as biologicals and 
pharmaceuticals, milking — machine 
parts, diaphragms, electrical _ plugs, 
molded gaskets and seals 

Mr. Savoury will be in charge of 
sales for sheet flooring, stain treads, 
rubber matting and other flooring 
specialties. 

All three men have their head 
quarters in the company’s Passaic, 


N. J. plant. 


Ammeo Shaper 
Purchased By Delta 


Purchase of the Ammco 7-in. pre 
cision shaper has been announced by 
the Delta Power Tool Division, Rock 
well Mfg. Co., Milwaukee. The ma 
chine has been added to the Delta 
Milwaukee line as the Delta-Milwau 
kee 7 in. precision metal shaper. 

Attachments and accessories for the 
new shaper include a portable cabinet, 
rotary table, index centers, kev-way 


cutting tools and an angle plate 





Sell AMERI 


» [OF OV 


industrial 
need ! 


The American Stock Gear line includes... 


Spur Gears Spiral Gears 
Brass Steel 
Stee! Bronze 
Cast Iron Ratchets and Pawls 
Bronze Brass 
Non-metallic Steel 


—— ' Worm Gears 
B ee Bronze 
ress Cast Iron 
Worms 
Steel 
Sprockets, Hub & Plate 
Bronze 
Steei 


internal Gears 
Brass 
Cast Iron 
Mitre Gears 
Brass 
Steel Cast Iron 
Cast Iron 
Universal Joints 
Bevel Gears 7 
Brass Flexible Couplings 
Steel Other Power Transmis- 
Cast Iron sion Supply Items 


American Stock Gear 














With American you offer your customers the highest quality 
stock gears made. Precision dimension . . . laboratory-tested 
strength . . . smooth, quiet performance . . . all help 

make American the finest to sell. 

American is a complete stock gear line and inciudes brass, 
bronze, steel, semi-steel, cast iron and non-metallic gears 
in a range of from 48 to 3 diametral pitch. 

Perfection’s 30 years in the manufacture of automotive gears 
provides a background of experience and ability for its 
newly-acquired American division. Its complete facilities . . . 
metallurgical laboratory, modern heat treating and scientific 
testing equipment . . . make American Stock Gears 
the finest available. 

Write for complete details on obtaining a fully protected fran 
chise for the distribution of this profitable stock gear line. Your 


inquiry ts respectfully solicited and will be treated confidentially 


@®O9C6EO 


... DIVISION - PERFECTION GEAR COMPANY - HARVEY, ILL. 
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FAST SERVICE 
SPECIAL HOISTS | ai 


Baldwin (Standard ‘Tool Co.) by Bruce 
Monahan and J. Eric Daniels 











Abrasive & Supply 
Starts New Building 


Construction of a building to house 
the operations of Abrasive & Supply 
Co., was started at 15443 Woodrow 
Wilson, Detroit, Mich. and is ex 
pected to be ready for occupancy by 
Jan. 1, 1951, according to J. Eric 
Daniels, president. 

Abrasive & Supply is now operating 
at 821 West Milwaukee St. using 
three buildings for warehouse space 
The new structure will be a one- 
story, cinder block building, 60 by 90 
ft., with two parking areas, one at 
the side and one in the rear. An 
idjacent track spur will facilitate 
handling rail shipments. 

In addition to private and general 

Ideal for handling hot materials from a safe distance... for work offices, there will be a front loading 
where surface must be protected against scratching by the hand | dock. One of the innovations planned 
chain... for large flat or bulky in 4 Sizes available: 14 to 3 tons. will be a kitchen for employee use 
Any ste sndard Chester Spur Geared hoist can be readily converted and refreshment service at special 
to this type by adding the extended Hand Wheel device. events and sales meetings. Kitchen 

windows will open on a warehouse 
area which can be used for meetings, 


CHESTER viewing of product movies, etc. 


Bruce Monahan has been named 


LOW HEAD ROOM vice-president in charge of sales fol- 
O\ST lowing the resignation of Harold V. 
TROLLEY H Kenny. 





Designed for applications _ Carboloy Co. 
where headroom is so low Advances Jason, Kennedy 
that no other type of hoist can H 


HI. Jason has been named man 
be used. Recommended for 


= . ager of tools sales and J. D. Kennedy 
existing structures with low : 
manager of wear parts sales for the 


head room—and for reducing ‘ 
p . “ 8 Carboloy Co., Inc. of Detroit. 
costs of new construction by M ~ 
aman: teaediin Uaioe r. Jason joined the company in 
Ps “S : 8S: 1946, after several vears of sales and 
Sizes available: 114 to 24 tons. , Riggs 
- tool engineering with Morse Twist 
' Drill. He has been active in both 
Chester can give you prompt service on these and other service and sales engineering work 
special units...send your specifications. Catalog on request. with Carboloy since that time. 
Mr. Kennedy joined the company 


in 1948, following his graduation from 
THE NATIONAL amare & MFG. co. | the University of Michigan. In 1949, 
Chester Hoist Division Lisbon, Ohio he was promoted to sales engineer, as 


“ sisting the manager of tools and wear 
1D- parts sales. 
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Spectacular is right! These case histories are 
just four of the hundreds from manufac- 
turers who have found that “It pays to 
standardize with Standard Carboloy Tools.” 


And these profit-making tools can and will 
deliver the same results for your customers. 
Team up with Carboloy’s hard-hitting ad- 
vertising program and Standard Carboloy 
Tools to make this your biggest selling 
season ever! 


Lowest plant-wide average machining 
cost per piece machined 
“In 1500 jobs tooled with Carboloy, ere 
costs dropped an average of 25%, and machiffe 
capacity increased an average of 43%.” 
Machine tool manufactureR* 


Lowest plant-wide average tool cost 
per piece machined 
‘Tool life has been increased from 6 to 50 timés, 
with piece production almost doubled in mafly 
cases.” 


Eastern washing machine manufactureg* 


Highest plant-wide average production 
per machine 


“With fewer machine tools in operation, pr@- 
duction was more than doubled, but cost pér 
piece was not increased . . , despite material 
cost gains.” 

Midwest manufactureg* 


Close plant-wide production control 
standards to which you can 
absolutely adhere 
“Our tool and methods engineers have used pre- 
determined time standards, but have found 
greatest benefits are possible only with long 
life and repeated uniform performance of car- 

bide tools.” 


Large manufacturer of pumps* 


*Nome on request 


CARBOLOY COMPANY, INC. 


11131 E. 8 Mite Road, Detroit 32, Michigan 


CARBOLOY. SiDARD TOOLS 


CEMENTED 


caRBi 
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Fig. 3169 single stage, open impeller centrifugal 


7 more sizes in this 
new Centrifugal Line 


This new and extremely successful line of centrifugals is now 
available in 10 sizes. You can now take advantage of the effi- 
ciency of this new design to fill pumping needs in a wide variety 


of applications in many types of plants. 


APPLICATIONS 


Goulds designed the Fig. 3169 especially for general water serv- 
ice, irrigation, Slurries, circulation, transfer and factory wastes. 
I. also gives excellent service in air conditioning, plumbing, 
heating, processing and related applications. 


ADVANTAGES 


lhe efficient, modern design and the simple, lightweight con- 





siruction give you a pump that has many sales advantages ye: 


you can sell it at competitive prices. 


CAPACITIES 


Fig. 3169 is made in 10 Sizys for both motor and belt drives. 


Capacities to 1000 G.P.M. with heads to 180 ft., depending on 


capacity. 


For more information call or write Pump Headquarters. Ask for 
Bulletin 7204 


MEMBER 


A = 


Ns 4) 
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JUST THE TYPE of screwdriver that 
will do a speedy job, L. H. Krewson of 
C. W. Farmer Co., Macon, Ga., tells 
counter salesman A. E. Ford 





Chicago Firm 
To Represent Westcott 


Norman Durrie Sales Co. of Chi- 
cago, Ill. has been appointed district 
representatives in northern Illinois, 
northern Indiana, castern lowa, east 
ern Wisconsin and the upper penin- 
sula of Michigan, for the Westcott 
Chuck Co. of Oneida, N. Y. 

The Norman Durrie Sales Co. suc 
ceeds Westcott’s previous Chicago 
district sales manager, S$. A. Dinsmore 
who was with the company for more 
than 22 vears. 


DeKorne Represents Lovejoy 


C. B. DeKorne, Grand Rapids, 
Mich., has been appointed sales rep 
resentative for western Michigan for 
Lovejoy Tool Ce. Inc., Springfield, 
Vt. 





MRS. MARTHA MYERS is recep- 
tionist and sales analysis clerk at The 
Vulcan Copper & Supply Co., Cin- 
cinnati 





4 New Stanley 
Electric Tools 


Designed and styled 
for today’s market 


Tried and tested ... because, like all Stanley Electric 
Tools, these new designs have had to prove themselves 
on tougher assignments than your customers will ever 
give them, proved their stamina in the hardest kind 
of proving tests. In the hands of production and main- 
tenance men they will reduce cost and improve quality 
through modern designing for easy operation. Carry 
an adequate stock of these new tools to meet the 
demand. Stanley Electric Tools, 516 Myrtle St, 
New Britain, Connecticut. 





[ STANLEY ] 


Reg. U.S. Pat. Off. 


HARDWARE ¢ TOOLS « ELECTRIC TOOLS 
STEEL STRAPPING ¢ STEEL 





No. 164 ELECTRIC DRILL... 14 in steel, 94" in 
hardwood. This model, with spade handle, and the 
No. 166, with pistol grip handle, are production 
drills. They’ll bore through 1” tool steel in a half 
minute flat. Lightweight diecast aluminum housing 
fully polished, ball bearings, heavy duty spindle 
and geors, trigger type switches and Jacobs 3-Jaw 
Chucks 


No. 166 ELECTRIC DRILL... |,” 
in steel, 24 in hardwood. Same as 
No. 164 above but with pistol grip 


handle. 


No. U216 UNISHEAR . . . Streamlined, inside and 
out, with minimum number of parts, for easier 
handling, for more work and higher speeds. Shears 
sheet metal up to 16 ga. hot rolled steel at speeds 
to 20 ft. per minute. Cuts stainless steel up to 18 
go. Easier to handle than snips, needs only guid- 
ing. Blade action feeds in work. Cuts straight lines, 
curves, angles, notches inside or outside, to the 
hairline. Easy blade adjustment. Two position 
handle for comfortable use in any position. Slide 
operated switch. 


No. U212 UNISHEAR . . . Sim- 

ilar to No. U216 (above) except 

capacity is 12 ga. Hot rolled 

steel at speeds to 12 ft. per min- 

ute. Can also cut 14 ga. stain- 
less steel. Handle designed for comfortable use in 
any position. Trigger switch. Cradle for convert- 
ing to bench machine and circular cutting attach- 
ment are available for both these new model 
Unishears 
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Cars keep rolling off line 
when parts “fly” to the job 








Increased production at a West Coast assembly line caused a parts shortage. 
Shipment in transit was located at St. Louis in late afternoon and Air Expressed 
to coast. Delivered 5 A.M. next morning. Speed like this keeps production rolling, 
lets you meet every delivery date. Shipping charge for 50-lb. carton: $24.56. 


You get door-to-door service inauded 
in the low rate. This makes the world’s 
fastest transportation method conven- 
ient and easy to use. Specify it regularly 
to keep customer service high—and 
high-cost inventories low. 





Shipments go on all Scheduled Airline 
flights. Speeds up to 5 miles a minute— 
dependable service, experienced han- 
dling. For fastest shipping action, phone 
Air Express Division, Railway Express 
Agency. (Many low commodity rates 
in effect. Investigate.) 





Air Express gives you all these advantages: 


World's fastest transportation method. 

Special door-to-door service at no extra cost. 

One-carrier responsibility all the way. 

1150 cities served direct by air; air-rail to 22,000 off-airline points. 
Experienced Air Express has handled over 25 million shipments. 


HIRHIKES Fetter 


GETS THERE FIRST 





A service of 
Railway Express Agency and the 


SCHEDULED AIRLINES of the U.S. 


AiR 
Expees? 
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M. George Bastianello 


Remington Rand 
Names M. George Bastianello 

M. George Pastianello has been 
appointed assistant sales manager of 
the Business Services Departments of 
the Remington Rand Inc.. New York 
City. 

Mr. Bastianello joined the com- 
pany recently to aid in coordinating 
the expansion of its management 
method and service operations. He 
has specialized in tabulating card 
services as well as industrial and con 
sumer research, cost accounting and 
methods engineering. 

Mr. Bastianello’s previous connec- 
tions include the Statistical Tabulat 
ing Co., International Harvester 
Corp., Western Electne Co. and 
Studebaker Pierce Arrow Corp. He is 
a member of the Amercan Market 
Association, National Association of 
Cost Accountants and the New York 
State Chamber of Commerce 


Angstadt Named Director 


Lloyd H. Angstadt has been named 
director of the Institute of Records 
Administration and Management Con- 
trols. 

Mr. Angstadt joined the company 
last December and has been engaged 
in the fields of industrial accounting 
and management consultation — for 
more than 30 years. 


Factory Representatives 
Named By Whitlam Mfg. Co. 


James P. Walker, Miami, Fla. will 
cover the state of Florida for The 
J. C. Whitlam Mfg. Co. of Wads 
worth, Ohio. Mr. Walker is located at 
1867 S. W. 18th St. 

Calvin Carr of Kalamazoo will cover 
the entire state of Michigan for 
Whitlam 

Cochran & Co. of Atlanta now are 
covering Georgia-South Carolina ter- 
ritory for the Whitlam firm 





DRILL PRESSES 


You're looking at an instruction class in machine 
operation for salesmen — distributor salesmen. It’s 
a new Walker-Turner service, added recently to 
make selling easier. and more profitable, for the 
industrial distributor. 

In time, every Walker-Turner Distributor will 
have the benefit of this training program. The 
product knowledge gained from such briefings 


will give the distributor’s salesman a real competi- 


tive advantage . . . help him to get a bigger share 
of the metal and woodworking machine business. 


BAND SAWS 


LATHES TABLE SAWS 


RADIAL SAWS 


Here is another example of how Walker-Turner 
designs for sales. Now, with a well-informed 
sales staff, the distributor can take full profit- 
advantage of Walker-Turner’s strongest selling 
point: machines built with the customer's special 
needs in mind. Write for complete information. 


SOLD ONLY THROUGH AUTHORIZED DISTRIBUTORS 


KEARNEY &TRECKER| 


WALKER-TURNER DIVISION 


PLAINFIELD, NEW JERSEY 





JOINTERS BELT and 
TILTING ACTION SAWS 
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DISC SURFACERS 








| Metal Working Plants — Power 
; Plants — Aviation Plants — 
| Paper Mills — Road and Build- 


Garages — Railroads — 
' Packing Plants — Warehouses 
| — Airports — etc. 


Industrial BRUSHES AND BROOMS 


You can do a bang-up sales 


job in the industrial market 
about you. Each brush and 
broom in the CAPITAL LINE 


has proved time and time 

again that it is made right for long time, dependable 
service. Sales go right along every season of the year. 
Write for complete details. We urge users to buy thru 
their local distributor. 


BRUSH AND BROOM MANUFACTURING CO. 
CORNER BRUSH AND BROOM STS. Est. 1890 INDIANAPOLIS 7, IND. 





THERE'S PLENTY OF 
stsat"“fay'ine gYGOOD BUSINESS IN 
THESE MARKETS - - 


CHAE ht ga YL 











THE BELT HOOKS 
WITH THE 


Saletx 


There is no substitute for Safety 
Belt-Lacing because the patented 
Safety binder bars not only hold 
each hook in perfect alignment 
(both before and after applica- 
tion) but also cover and protect 
belt ends, prevent fraying and 
assure long life. It's the all pur- 
pose belt-lacing, too. It can be 
applied in factories and shops 
not only with shop lacers but also in the field with the pocket 
Tu-Way Lacer and a hammer. 


Perfect Alignment not only 
before but after application. 


Write for Catalog Sheets 


SAFETY BELT-LACER CO. 
5388 N. Menard Ave. Chicago 30, U.S. A. 
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FRED BREUCH checks stock in spray 
ind paint department at M. L. Foss, 
Inc., Denver. In the October issue of 
INpusrRIAL Disrripurion, Mr. Breuch 
was erroneously identified as . . . 


A. W. RUCKER, who is head of the 
pricing department at M. L. Foss, Inc 
Mr. Rucker has been with the organi- 
zation for over thirty years 





Wickwire Spencer Appoints 
Burch District Manager 


John H. Burch recently was ap- 
pointed sales manager of the Detroit 
district of the Wickwire Spencer Steel 
Division of The Colorado Fuel & Iron 
Corp. 

Mr. Burch graduated from Purdue 
in 1934. He became associated with 
the Continental Steel Co. and also 
with the A. O. Smith Co. of Mil 
waukee. Later he served with the 
W AA in charge of steel sales 

Mr. Burch will make his _ head- 
quarters at the Detroit district sales 
office, located at 1915 National Bank 
Building. He succeeds L. A. Watts, 
who now will devote his full efforts in 
the capacity of sales manager of the 
Wire and Pig Iron & Semi-finished 
Steel Departments of Wickwire 
Spencer. Mr. Watts will continue to 
be located at the division’s offices in 
the Wickwire Building in Buffalo. 











Imagine the surprise of the “‘girls’’ from the bridge club when 
they walked into their new member’s living room. Out of the 
blustery cold, into the glowing warmth of a beautiful room 
which, as far as the eye could detect, seemed to have no heating 
system at all! 

Yes, that's the effect radiant heating has on folks who have 
never experienced it before . . . as though the warmth of summer 
sunshine had been stored up in some magic way and gently 
released indoors when winter comes. 

To bring these pleasant advantages of radiant heating to the 
home, architects, engineers and heating contractors are utilizing 
the favorable, inherent characteristics of steel pipe to provide 
outstandingly successful systems. For they know that steel pipe 
has not only been proved by more than 60 years of comparable 
service, but, for this new application, includes all the desired 
qualities of formability, weldability, durability and suitability MELTING, TOO 


... plus maximum economy! Sidewalks and drive- 
. . : ways can be kept free 
Yes, for radiant heating there’s no question . . . steel pipe of snow with modars 


s | steel pipe snow melt- 
is first choice! co aienes 


COMMITTEE ON STEEL PIPE RESEARCH 


AMERICAN IRON AND STEEL INSTITUTE 


350 Fifth Avenue, New York 1, N. Y. 
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Now’s your chance! 


Now — with labor shortages threat- 
ening as husky young men are called 
into service —is your chance to tell 
management about those sturdy little 
yellow ‘Budgit’ Electric Hoists that did 
so much to keep production up during 
World War Il. 


it's your chance to tell how older 
men and women, using a portable 
‘Budgit’ Hoist, lifted heavy machine 


tei ib I 


on ve 





parts and the 
production, and inspection lines to 
keep tanks, planes, bombers, guns, 
and all the tools of war rolling off 
the line on schedule. Small shops, 
plants, stores, farms of all kinds, 
dairies, warehouses, hospitals, schools, 
and many others — feeling the pinch 
of man-power shortages — will be in 
the market for ‘Budgit’ Hoists to lift 
their loads. They all offer you another 
chance to sell ‘Budgit’ Hoists. 


Now is a good time to tell manage- 
ment, purchasing agents, engineers, 
foremen, and workers in factories 
about ‘Budgit’ Hoists — how light 
they are; their safe, easy operation; 
their superior mechanical features such 
as automatic brakes, anti-friction 
bearings throughout, a load hook that 
revolves freely on ball bearings and 
is free to swing in attaching loads; 
and all the other safety features built 
into these hoists. 


Be sure you have enough 
copies of Bulletin No. 391 to 
help you sell ‘Budgit’ Hoists. 
Write us when you need more. 


iq) BUDGIT 


Hoists 


MANNING,MAXWELL & MOORE, INC, 


MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box’ Cranes, ‘Budgit’ and ‘Load 
Lifter’ Hoists and other lifting specialties. Makers 
of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, ‘Consol- 
dated’ Safety and Relief Valves American 
Industrial and ‘Microsen’ Electrical Instruments. 


212 
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W. Harwell Allen, Jr. 


Allen Named Vice-President 
At Hays Supply Co. 

W. Harwell Allen, Jr. has joined 
the personnel of Hays Supply Co., 
Memphis, ‘Tenn., as vice-president. 
Hie purchased an interest in the 
business. 

Mr. Allen was vice-president of 
J. E. Dilworth & Co., Memphis for 
the past two years and, prior to that, 
he was sales manager. He was with 
Dilworth for the past 20 years. 


Distributor Plaques 
Presented By Goodrich 


Iwo New England distributors of 
its industrial rubber products re 
cently were presented plaques to 
commemorate 50 years of cordial 
business relationships by The B. F, 
Goodrich Co. ‘They are the Port 
land Rubber Co., Portland, Maine, 
and the Hope Rubber Co., Fitchburg, 
Mass. 

Similar plaques have been awarded 
to Revnolds & Son, Barre, Vt. com 
memorating 40 years of business rela 
tionship; Barnum & Stone and Joseph 
Breck & Sons Corp. Boston, 35 years; 
A. WJ Chesterton & Co., Everett, 
Mass.; and M. L. Curry Oil Co., 
Boston, 30 years; and The Rodley Co.., 
Boston, 15 years. 


Tilton Made Director 
At Enos & Sanderson 


Edwin O. Tilton, a Buffalo attorney, 
has been elected a director of Enos & 
Sanderson Co., Inc., Buffalo, indus 
trial supply firm. He succeeds Laurens 
Enos, who has entered the Marine 
Corps. 

All other officers and directors of 
the firm were re-elected. 


1950 














A Million Salesmen 
to Help You Push 
the MARSH Line 


When you go out to sell the Marsh line 
there are plenty of salesmen working 
with you. Every month over a million 
Marsh advertisements are going into 
every branch of industry where pres- 
sure gauges, dial thermometers, heat. 
ing specialties and refrigeration con- 
trols are used, telling the story of 
Marsh leadership. 

And remember that these advertis- 
ing “salesmen” simply confirm the still 
more forceful sales message of Marsh 
performance — performance that has 
won recognition for Marsh products 
as the instruments and specialties that 
offer the most in accuracy, in stamina, 
in downright quality and value. 

Yes, it will pay you to know and 
push the highly acceptable Marsh line 
of pressure gauges, dial thermometers, 
steam traps, vents, packless valves and 
other specialties ... now broadened by 
the acquisition of the highly respected 
“Electrimatic” line of refrigeration 
controls and solenoid valves. Ask for 
latest catalog and price data, 


MARSH INSTRUMENT CO. 
Sales Affiliate of JAS. P. MARSH CORPORATION 
Dept. C., Skokie, Il. 


\. the — 
\ with the 
“RECALIBRATOR™ 


d 
— quickest on 
” calibrator” + has been 
. orrect 9 —_ e the finishing 
x. adjvs 
lative govg?- 


GAUGES © VALVES * 
DIAL THERMOMETERS 
HEATING SPECIALTIES 


FRAPS 





YOUR SOLDER SALES GO UP 
...- when you stock Federated solders. 


There’s no trick to it. The products are the best ... they are 
nationally advertised .., customers know them, like them, and 
ask for them. 


Federated Acid Core and Solid Wire Solders . . . other solders, 
too... are available in all commercial sizes and compositions. 
Packed on metal spools in colorful boxes. 


Fedele Mélals Diwiwon 


American Smelting and Refining Company, 120 Broadway, New York 5, New York 
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Originators 
of the 
packaged vise 


YOUR COLUMBIAN 
DISTRIBUTOR IS ALWAYS 
READY TO HELP YOU 


COLUMBIAN VISES 


THE COLUMBIAN VISE & MFG. CO. 


9025 Bessemer Ave. Cleveland 4, Ohio 
the Worlds Largest Mahers of Vises 


DEPENDABILITY 








STRENGTH ACCURACY WORKMANSHIP 


Easier to Sell Because They're Dependable 


MOTOR DRIVEN 


PRESSURE 
BLOWERS 


ae SIZES 
» . oP 


READY TO RUN—IMMEDIATE DELIVERY! 


CENTRIFUGAL TYPE designed to deliver an even, non-pulsating flow of air for blowing 

or exhausting. Universal as to rotation and discharge. Direction of discharge may be 

changed to any of eight 45 degree positions. @ Housing, base, support. and impeller 
are constructed of cast aluminum alloy to reduce weight and 
increase strength. Straight wall construction reduces windage 
and increases efficiency. 


“a, 


@ Powered by siandard 3450 r.p.m. direct-connected 60-cycle ball 
bearing motor in choice of open or totally enclosed types. Three 
sizes, 4, ¥2 and 1 H.P. with capacities from 100 to 800 cu. ft. per 
min. at static pressures from 42” to 6”. 


WRITE TODAY FOR LITERATURE 


A Ctl 


Sulton Www Ling 
RCIA 


112 W. WILSON AVENUE NORFOLK,” V 
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Riechman-Crosby Co. 
Promotes Barron To P.A. 


Monroe Barron has been promoted 
to the position of purchasing agent 
for the Riechman-Crosby Co., Mem- 
phis, ‘Tenn. He has been travelling in 
southeast Missouri and northeast 
Arkansas for the firm and has been 
with them for the past five years. 

A. P. Ramsey succeeds Mr. Bar- 
ron in the territory. Mr. Ramsey has 
been with the firm for the past five 
years on the city desk and as city sales 
man. 


Ohio Injector Co. 


| Streamlines Field Sales 


designed to integrate 
at the distributor and 


In a move 
sales services 


Paul E. Warner 





W. G. Shepard 


customer levels, the Ohio Injector Co. 
of Wadsworth, Ohio, recently estab 
lished five major sales divisions, each 
functioning under a field manager 
who reports to H. G. Smith, vice 
president in charge of sales 

The new sales divisions and the 
respective managers are 

New York Division (New York 
City, southern Connecticut and 
Northern New Jersey)—Daniel J. 
Mooney Jr., New York. 

Atlantic Division (Mobile, Ala., to 
Portland, Me., excepting New York 
Division area)—Paul FE. Warner, 
Philadelphia. 

Central Division (Minneapolis to 
Buffalo, St. Louis to Pittsburgh ) 
W. G. Shepard, Wadsworth, Ohio. 

Mid-Continent Division (Denvei 
to Kansas City, E] Paso to New Or 
leans) —-A. A. Kruse Jr., Dallas 

Pacific Division (Los Angeles to 

Continued on next page ) 


Matchability of Wood's “Sure-Grip” V-Belts and V-Belt Sheaves 
assures a balanced drive performance. The positive I¢cking 
effect—achieved as the “tailored to the groove” V-belts seat 
themselves in the smooth, uniform sheave grooves—ossures 
higher operating efficiency, smoothness at all belt speeds, 
greater load capacity, ability to absorb shock and pulsating 
loads, minimum maintenance and lowest power consumption. 
Write for detailed information. 


Power Transmission Equipment Engineers and Manufacturers 
since 1857. 


T. B. WOOD’S SONS COMPANY 
CHAMBERSBURG, PA. 
Branches: Boston, Mass., Newark, N. J., Dallas, Tex., Cleveland, O 


A. A. Kruse, Jr. 
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Denny Gordon 


E | Seattle) Denny Gordon, San Fran 


| Cisco. 
Were) :4 The company’s representatives in 
o the division sales managers. 
S ag) to the d ] g 


| the division areas will report directly 
y 


built right... 


Kennedy Names Herron 


.sells right. : 
g Texas Representative 


+ 
Shelby Herron of Houston, Texas, 
has been appointed sales representa 

tive for the state of Texas. 

Before joining the Kennedy organ 
ization, Mr. Herron was in sales engi 
necring work in the oil field supply 
| business. He has had wide experience 
jin the machining and construction 
fields. 

Mr. Herron will handle sales for 
the complete Kennedy line of bronze 

jand iron-body valves, waterworks 
|valves and fire hydrants, malleable 
iron, bronze, and cast-iron fittings. 


There's a wealth of sales appeal in Magor 
GOLD TARGET scoops, shovels, and 
spades. Part of the SIMPLIFIED, com- 
prehensive Magor line, they're rugged. 
Backed up by Magor’s protective dealer 
guarantee. Write today for illustrated 


price list 


CAR COR 
aoe? SHOVEL DIVISION 
SELLING 
a 50 CHURCH ST., NEW YORK 7, N.Y. 
BRANDS amare 





MASTER - POWER + DIGWELL - ARROW 
BULL'S EYE + GOLD TARGET co 
Shelby Herron 
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EMBURY 


Luck-E-Lite 
HIGHWAY TORCHES 


ME 


* Weather Guard Burner 

* Cam-lock Burner Hood— 
no threads to strip 

* Easy to Fill 

* LUCK-E-LITE Ring Chain— 
easy to carry and place 

* Non-tipping 


For More LUCK-E-LITE Facts, Write 


EMBURY MANUFACTURING CC 
WARSAW * NEW YORK 


Stainless Steel 

rr) 10) aS 

| SCREWS 

s NUTS &: 

= WASHERS g 
4q, 


A Complete Line 
Available from Stock 


STAINLESS STEEL 
BOLTS SCREWS 


Machine Machine 
Carriage Cap 
Lag Wood 
WASHERS 
All Types RIVETS 
All Types FITTINGS = 
All Types 


2 


a a 


Stailess 


SCREW & BOLT CORP. 


135 Church S#., New York 7, N.Y 
Co 7-0675 








James R. Erven 


Kennedy Valve 
Names Erven To South 


James R. Erven has been appointed 
salesman for The Kennedy Valv« 
Mfg. Co. in the states of Louisiana, 
Mississippi and part of Alabama. 

Before joining the Kennedy organi- 
zation, Mr. Erven, a Navy veteran, 
was employed by the Calmes Eng. 
Co., New Orleans, and the ‘Tampa 
Shipbuilding Co., Tampa, Fla. 

He will handle sales for the com 
plete Kennedy line of bronze and 
iron body valves, waterworks valves 
ind fire hydrants, malleable iron, 
bronze and cast iron pipe fittings. 





LEGAL NOTICE 
STATEMENT OF THE OWNERSHIP, MANAGEMENT 
AND pi Le ges REQUIRED BY THE ACT 
as CON Ss OF AUGUST 24 912 AS 
MENDED HY THE ACTS OF MARCH 5 
LY 2 46 Tith 
. nite “y Sta 
Industrial 
New York, 
» name and 


a bona 
McGRAW-HILL PUBLISHING COMPANY, IN¢ 
By J. A. GERARDI, Vice Pres. & Tres 
? 


SEAI 





- BARNES METAL 


ae hie) 
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Skill and experience in the proc- 
essing of metals combined with 
the development of new tech- 
niques, new equipment and a con- 
scientious attention to all details 
of manufacture are all part of the 
craftsmanship in every Barnes 
saw blade. Wherever production 
metal cutting is a function of man- 
ufacturing—Barnes saw blades 
are famous for their economy and 


dependability. 


Whether you use Power Hack Saw blades, 
Band Saw blades, or Hand blades—you'll 
find Barnes Saw blades dependably efficient. 


A 


The RAPIER 


The appearance of the Rapier at 
the turn of the I7th Century 
heralded a new, flashing, lightning- 
like precision in the art of swords 
manship. This famous blade was 
made possible by the great skill 
aud experience, in the art of metal 
working of armourers such as those 
who produced the famous Toledo 
blades. The fame of the Toledo 
blade was the result of uniformity 
and dependability 








THE RIGHT SAW 
FOR A BETTER JOB 


Call your Industrial Dis- 
tributor on any metal sepa- 
rating problem He or a 
Barnes Service Engineer will 
be very pleased to assist you 
in any way possible 


Your local Industrial Dis- 
tributor carries a complete 
stock of Barnes Blades for 
your convenience You can 
depend upon him for service 
and advice 


a a a a ta cae | 


WG FARIS CM, I, 
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profit-maker for you... 
GREENLEE PIPE BENDER 


You've prospects galore today for this 
timesaving tool that cuts labor and 
materials costs, speeds conduit installa- 
tions. Quickly, easily makes ‘‘on the 
job” bends in pipe and rigid conduit up 
to 4%", thin-wall conduit, tubing, bus- 
bars. The GREENLEE Hydraulic Bender 
is one-man-operated for fast, accurate, 
uniform bending. Easy to set up and shift 
from job to job. Owners report 

it often pays for itself on first 

few jobs. Talk about the 
GREENLEE On every call, see 
how fast it builds good profit 
for you. Write today for free 


booklet E-201 


KL 
GREENLEE 


Other fast sellers in the GREENLEE timesaving line: 
Hand Benders for Tubing * Hydraulic Pipe Pushers 
Knockout Tools * Electricians’ Auger Bits and Drills 
Joist Borers*RadioChassis Punches * and many others. 
Greenlee Tool Co., 1931 Herbert Ave., Rockford, III 
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Robert H. Burdsall 


Russell, Burdsall & Ward 
Makes Executive Changes 


Robert H. Burdsall recently was 
appointed manager of market develop- 
ment and advertising at Russell, Burd- 
sall & Ward Bolt & Nut Co., Port 
Chester, N. Y. 

Emmett F. Harding was named 
Port Chester sales manager, in addi- 
tion to his present duties as manager 
of screw sales. Henry McCarthy was 
appointed assistant Port Chester sales 
manager. 

Mr. Burdsall, who has been asso- 
ciated with the company since 1925, 
most recently headed Port Chester 
district sales. Prior to that, he repre- 
sented RB&W in New York state and, 
until 1936, in Chicago. He is a mem- 
ber of the RB&W board of directors 
and a trustee of the Port Chester Sav- 
ings Bank. 

Mr. Harding joined the company 
earlicr this vear. Formerly he was 
gencral sales manager of American 


Emmett F. Harding 





NO SECRET 


TO SELLING THIS 











You've heard a lot 
abour the 
selling" and, 


“secret of 
like the 
rest of us, you've won- 
dered just what this 
‘secret’ might be. We 
think we've found out 
what it is. 


It's just making a 
product like this new 
‘Budgit’ Chain Block with 
Link Chain as good as it 
is. Just making it so 
good, it meets every 
demand upon it by spot 
lifting jobs for safe, 
easy to operate, light- 
weight but durable, de- 
pendable hand-operated 
hosits. 
efficient tool — one 
that gives perfect serv- 
ice all the time. 


By making it an 


Couple this with the new features 
of this newest type of chain block — 
all working parts sealed in tough 
‘“full- 
jeweled” load brake that never needs 


aluminum alloy housings; 


adjusting; steel alloy heat-treated 
link type chain so tough, you can't 


cut it with an ordinary hack-saw; tio 





keys for fastenings; splined shafts, 
anti-friction bearings throughout; no 
pressed fits for easy maintenance; 
and, you have the secret for selling 


the new ‘Budgit' Chain Block. 


Let us send you copies of 
the Bulletin No. 398 to heip 
you sell ‘Budgit' Chain 
Blocks. Just drop us a line. 


il ‘BUDGIT 


* Chain Blocks 


MANNING,MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and ‘Load 

Lifter’ Hoists and other lifting specialties. Makers 

of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, ‘Consol- 

idated' Safety and Relief Valves, ‘American’ 

Industrial amd ‘Microsen’ Electrical Instruments. 





Henry McCarthy 


Hardware Corp.’s Corbin Screw Divi 
sion. Prior to that he was afhliated 
with Henry Disston & Sons, Inc., in 
Philadelphia. 

Mr. McCarthy made his headquar 
ters at Port Chester for several years 
and has been handling the sales mar- 
ket of New York City and its envi- 
Formerly he was with Scovill 
Co. 


Milwaukee Office 
Binks Mfg. Co. 


\ new and centrally located office 
has been opened by the Binks Mfg. 
Co., makers of spray guns and indus- 
trial finishing equipment, at 2041 
West State St., Milwaukee. H. J. 
Dueno, who is well-known in the fin- 
ishing field, is manager. 

The new office is approximately 
three times as large as Binks’ former 
Milwaukee office and includes an at- 
tractive display room where the com- 
pany’s industrial spray _ finishing 
equipment is exhibited. The increased 
space was required to better serve 
customers in the area. 

Mr. Dueno directs Binks sales in 
Wisconsin, Michigan peninsula, Min 
nesota, North and South Dakota, and 
the northern parts of Iowa and Illinois. 


rons 


Mfg 
New 
For 


H. J. Dueno 


Since 1857 


No. 20I-NE 


24 


A, 


No. 203 


Mathias 


FOR MEN 
WHO 
DEMAND 


“qhest 
Walley 


Anyone who knows and appreciates 
quality in tools recognizes that Klein 
Pliers are the finest that can be pur- 
chased. 

Many inferior pliers cost as much or 
almost as much as Kleins. Your cus- 
tomers will appreciate the extra qual- 
ity they receive in genuine Klein Pliers 
—the plus service these tools render. 

Klein Pliers are available in a wide 
range of sizes and types. Be sure you 
have a stock of these more popular 
styles on hand for your customers who 
appreciate the best. 


Distributed Through Jobbers 
Foreign Distributor: 
International Standard Electric Corp., 
New York 


The New Klein Catalog giving 
full information on the complete 
Klein line will be sent on re- 
quest. 


LEIN=os 
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why it pays 


to sell 


KEGKLEY 


equipment 


There is no sales resistance to overcome. 
Your prospects recognize the name Keckley 
as representative of the highest quality. It 
gives you greater prestige in the territory 
you cover and helps you to sell other lines. 


Keckley Float Valves—Temperature 
Regulators—Pressure Regulators— 
Steam Traps—Water Gauges—Gauge 
Cocks—Strainers—Safety and Relief 
Valves are nationally advertised and have 


G. 


KECKLEY COMPANY 


ANGLE OR GLOBE 
No. 14—Single Seat—Pilot Stem 
No. 15—Balanced, Double Sects 


the reputation of giving years of uninter- 
rupted service with minimum repair require- 
ments. The price is right. Your margin of 
profit is generous. Our experienced en- 
gineers are always at your service. 


We can still make prompt shipment. 
This is your opportunity to acquire a 
stock af present prices. 


Write for Book No. 65 “Steam and 
Liquid Control Equipment”. 


400 WEST MADISON 
CHICAGO 6, ILLINOIS 


“YANKEE” Spirals 


Standard on every 
assembly line 


“Yankee” Spirals take the twist out of 
assembly lines, do the hard wrist work, 
reduce many motions to just one... a 
simple push. Wherever assembly shops 
are looking for time-saving, money-mak- 
ing shortcuts, you’ve got a sale for 
“Yankee”’ Spirals. Made in three sizes and 
two styles-regular and Quick-Return. 


Parking meter assembly with a “Yankee’’ 135. 
Quick-Return Spring brings back handle after each 
push, makes driving a one-hand job. Centering 
sleeve prevents slippage. 





i=-acro 


NOTCHER 


Duplicates Precision Notches 


WITHOUT DIES! 


The D1 Acro Notcher 
eliminates the need for punch press and 


new precision 
dies on many production notching op- 
erations. It is also ideal for experimental 
adjusted for 
Many straight 


work as it can be quickly 
any size or shape notch 
also be 
formed with this flexible unit. 


CUTS CLEAN—NO BURRS OR 
ROUGH EDGES 


shearing operations can per- 


Typewriter assembly with “Yankee” 30A. Rapid 
spiral saves woikers’ muscles, gives you more of 


their skill. 


The powerful D1-Acro Notcher has an exclusive roller bearing cam design 


which provides a tremendous pressure with a small amount of effort 
precision-ground Vee-shaped ram 
clean cuts and permanent 


LARGE CAPACITY. The 


Di1-Acro Notcher cuts 90° notches up to 6” 
in 16 gauge steel in one operation. Larger notches, and wider or narrower 


and blades of alloy 
accuracy. 


by 


angles, can also be obtained. 


SEND FOR 40 PAGE CATALOG. 
“Die-Less Duplicating” 
Shears, 


all six 


Benders, Brakes, 


There are sales for 
production boosters— 
Rod Parters, Punches, 


ou on 
i-Acro 
Notchers. 


Write for complete dealer information. 
ACR is pronounced "DIE-ACK-RO” 


DI-ACRO 
PRODUCTION EXAMPLES 


Ey (NEIL-IRWIN me6.CO. 


Fos ot 312 EIGHTH AVENUE, LAKE CITY, MINN. 
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The | 
tool steel assure 


Body assembly with ““Yankee’’ 130A. Quick- Return 
Spring keeps bit in slot and worker's eyes on the job. 
> 
6 We're telling your customers to 
go to you for Yankee’ Spirals 


NORTH BROS. MFG. CO. 
Philadelphia 33, Pa. 


YANKEE TOOLS NOW PART OF 








Ce *eg. US. Por. Off. 
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PURCHASES CHECK brings to 
gether Roland G. Lane, and Emie 


Schaalman, assistant p.a. at The Lind 


juist Hardware Co. in Bridgeport, ¥ 0 U R T 0 p N 0 TC ¥ LI N t 
Conn 


Your customers will always need the best fastener they 
can get for the money. Stock the TOP NOTCH line of 
Chicago “Safety Plus” Socket Screws for these four 
reasons: 


® EASY TO SELL—The Chicago line of socket 
screws can be your “‘leader”, because it’s uni- 
versally recognized as the quality line—you can 
get a re-stocking order on every call 


© CONSTANT DEMAND — No long sellin talk 
needed when you feature the Chicago “‘Safety 
Plus” line because it is the specified line for 
original assembly in ALL FIELDS OF MANU- 
FACTURE. 


© LOWER COST — Chicago Socket Screws are 





Industrial Supplies, Inc. 
Makes Executive Changes 

Palmer Brown III has been named 
the new chairman of the board of In 
dustrial Supplies, Inc., Memphis, suc 
ceeding his father, the late L. P. 
Brown, Jr., prominent Memphis busi 
ness man and civic leader. 

Robert D. Van Dyke, III, son of 
. D. Van Dvke, Jr., president of the 

m, has joined the organization. He 
wom er his mechanical engineering 
degree at the University of Alabama. 


Other newly elected officers of In 
dustrial Supplies, Inc. are John R. 
Rother, vice-president, formerly the 
treasurer; and Fletcher B. Perry, who 
succeeds Mr. Rother as treasurer. Mr. 
Perry has been salesman for the firm 
since its organization 

G. Ellis Thorn remains as firm 
secretary 





FICHT 
TUBERCULOSIS 


stronger so your customers can fasten their 
products more securely with fewer screws, sav- 
ing up to 25% on production costs. 


© GREATER PROFITS — ‘‘Easier to sell’, plus 
‘Constant Demand’’, plus ‘‘Lower Costs to 
your Customers” means more, larger and con- 
tinuous repeat orders—and MORE profits for 
you. 

Yes, Chicago ‘Safety Plus’ Screw products 
offer a better line to follow—to push—to sell for 
all four steps. 


Remember—our merchandising policy is based on 
complete cooperation with the distributor. Ask for 
interesting, full details. 


CHICAGO “SAFETY PLUS” PRODUCTS INCLUDE: 
Socket Head Cap Screws ° Socket Set Screws * Stripper Bolts 
* Square Head Dog Point Set Screws * Socket Pipe Plugs * 
Keys for “SAFETY PLUS” Socket Products * Hexagon Head 
Cap Screws, Steel and Brass * Square Head and Headless Cup 
Point Set Screws ° Fillister and Flat Head Cap Screws °* Taper 
Pins * Milled Studs * Semi-Finished Hexagon Nuts, Steel and 
Brass * Semi-Finished Hexagon Casteliated Nuts. 


Jae CHICAGO SCREW COMPANY 


2503 WASHINGTON BLVD. - BELLWOOD 


INDUSTRIAL DISTRIBUTION © NOVEMBER, 1950 








Anyway you figure it.... 


You get TWICE 
the VALUE with... 


Clark 1v0;5""Leverage 
sTHAM TRAPS 


The amazing new Clark Duo-Step design actually doubles 
the drainage capacity of Clark Steam Traps. This means 
double value anyway you figure it. Now you can use smaller, 
less expensive traps for larger drainage jobs or get twice Fs 

the drainage from traps you have been using. Se <s Seeh, Je 


Sound good? It is! Better look into Clark Duo-Step today and Territory Changes 
start saving real money On your steam trap requirements. 


For E. C. Atkins Men 


Lloyd C. Smith, Jr., recently associ 
GET THE WHOLE AMAZING STORY... | ated with FC. Atkins & Co In 
SEND FOR THE DUO-STEP FOLDER TODAY! dianapolis, Ind. is making his head- 


quarters in Milwaukce and represents 
the company in Wisconsin, lowa, and 

THE CLARK MANUFACTURING COMPANY western Michigan. 

1844 East 38th St., Cleveland 14, Ohio W.N. Springer, Jr., who has been 

with the company for 12 years has 

REP IREROE HS reer spent most of that time as a repre 

et atiaanmanae sentative in the mill and industrial 














field. His headquarters will be at De- 
troit and he will serve the eastern 
Michigan area. 


“BULL DOG’ VISES 





W. N. Springer, Jr. 


| Rogers Named 
Deputy Commissioner 


J. Frederick Rogers, president of 
The Sales Policy is Meteie © Te Set se 


oabaeomns Riis Ole: Os Beals, McCarthy & Rogers, Inc., Buf 
100% through Distributors Woodworkers @ Utility fal, NX. ¥. han Seem appointed aus 


iary deputy commissioner of police for 
PRENTISS VISE DIVISION, MERIDEN, CONN., U.S.A. 


Buffalo under the Civilian Defense 
OF THE CHARLES PARKER CO. | setup. 
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CHAIN 


means 
HOISTS MORE 


SPUR GEAR SALES 


SCREW GEAR 





DIFFERENTIAL 





AMERICAN 
DISTRIBUTORS ARE = y PATTERN 


ENTHUSIASTIC BOOSTERS 


Distributors have something really worth- FILES 
while talking about when they sell the 


“Philadelphia” line. They can present me- 

chanical details and advantages such as 

the special forged load sheave mounted on 

Timken Tapered Roller Bearings, — solid 

steel driving shafts— special steel safety 

hooks together with die-formed electrically ‘ 
welded steel load chain chrome-plated for You — and your customers — know the top-notch quality of 
“Suinenas tauen sittens as ataes . “American Swiss” Swiss-Pattern Files that has made these pre- 
standing features can be offered at prices cision tools preferred by skilled craftsmen for more than half 
which meets competition fairly and squarely a centu 

and with substantial margin of profit for the a fe 
distributor who is on his toes. 


AMSWISS American-Pattern Files are made to the same high 
standard of processing and workmanship. They will make 
<page additional ve a oe additional satisfied patties ... addi- 
of the 18 page Phila- i 7 < ‘ 
delphia Catalog 4-A tional repeat orders for you, because of their keen-cutting, 
covering the complete long-wearing qualities and dependably uniform excellence. 
line. If not, send for 
your copy today. Available in all standard shapes, cuts, and sizes . . . write for 
price list and catalog describing, illustrating and listing the 
complete line. 


AMERICAN SWISS FILE & TOOL CO. 
CHAIN BLOCK & MFG. co. 865 MT. PROSPECT AVENUE, NEWARK 4, WN. J. 


MASCHER & NORRIS STS. 
PHILADELPHIA 22, PA. Also manufacturers of American Swiss Swiss-Pattern Files, Milled 


Curved Tooth Files, Rotary Files and Mechanics’ Hand Tools 
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Bring @m back 


B-RIGHT-ON 


Nu-Process Quality 


SOCKET SCREW PRODUCTS 


When you fill socket 
screw orders with 
B-Right-On products, 
you're building repeat 
business. B-Right-On 
Socket Screws are now 
better than ever. Cou- 
pled to famous “Uni- 
Quality” (every screw 
exactly the same — 
highest quality) are 
additional _ strength 
and hardness. Made 
possible by an entirely 
new metal - working 
process, selected alloy 
steels are formed into 
screws with continu- 
ous unbroken fibers 
and fine, compact 
grain. 


pete bt er bof 


‘a> Wwanneneanubelne vee 


ff bo foster 


A consistently improved product 
makes the B-Right-On line tops with 
careful buyers . . . brings them back 
for more. Brighton service backs you 
up... helps you keep these contented 
customers 


A dealer franchise may be 
available in your territory. 
Write for full details. 


BRIGHTON 


Screw & Manufacturing Co. 
1827 Reading Rd. 
Cincinnati 2, Ohio 
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George Hayes, Jr. 


James Walker Co. 
Advances George Hayes 


George Hayes, Jr., formerly sales- 
man at the James Walker Co., Balti- 
more, Md. has been promoted to the 
position of manager of the industrial 
sales division of the firm. Currently, 
Mr. Hayes is busy reorganizing his 
internal operations to simplify stock- 
ing and service to the company’s 
customers. 

Jack Albert recently was taken on 
by the firm and now is employed on 
sales inside. The plan is to send him 
out on the road, come the first of the 
new year, and bring in another trainee 
for inside sales. 


Allis-Chalmers Names 
Sales Representatives 

Four newly named sales representa 
tives to Allis-Chalmers general ma- 
chinery division offices are Donald H. 
McIntosh and Kenneth V. Knudsen 
to Chicago; Delpherd H. Verhein to 
Milwaukee, and Daniel Boland to 
Davenport, Lowa. 

Mr. McIntosh has been with the 
company since 1942 and formerly was 
supervisor of the special applications 
group in the company’s substation 
section. 

Mr. Knudsen joined the firm in 
1949 following his graduation from 
Illinois Institute of Technology with 
an electrical engineering degrce. 

Mr. Verhein holds an_ electrical 
engincering degree from Marquette 
University and joined Allis-Chalmers 
in 1948, following his graduation. 

Mr. Boland is a 1948 mechanical 
engineering graduate of Michigan 
I'ech and joined the firm in 1949. 

Mr. McIntosh is a member of the 
AIEE and Mr. Verhein an associate 
of that society. Mr. Boland is a 
member of the ASME 








ASSURE SATISFIED 
CUSTOMERS... 
QUICK DELIVERIES 


CONTROLLED TENSION 


...built into every lock 
washer by exclusive manu- 
facturing process and pre- 
cision heat treating. 


POSITIVE HOLDING POWER 

. . under all conditions is 
assured by torture-tests in 
Garrett’s laboratories . . . 
performance-proof on all 
types of products. 


LONGER SERVICE 


... with correct tension on 
bolt, nut and assembly 
parts prevents loosening, 
provides extra protection 
on every product. 


AT YOUR SERVICE 


Garrett’s complete line of 
lock and flat washers... 
plus quick deliveries offers 
you a profit building sales 
satisfying line. Write to- 
day for complete catalog. 


DIAMOND G 
SPRING 


LOCK WASHERS 


MANUFACTURED BY 
GEORGE K. GARRETT CO., INC. 
Philadelphia 34, Pa. 


PHILADELPH'A 





VIOLET MACMILLAN serves in 
the position of bookkeeper at Hinds & 
Coon Co., Boston, Mass 





Hall & Co. 
Constructs New Warehouse 


Hall & Company, Spartanburg, 
S. C., has constructed a new ware- 
house at 901 East Main Street with 
40,000 square feet of floor space for 
its wholesale hardware and industrial 
supplies division. The building is of 
Armco steel with reinforced concrete 
floor and will be known as Ware 
house No. 2. 

The company plans another ware 
house on the 3-acre lot which will 
have 60,000 sq. ft. of floor space 

Present building is to be used as a 
retail outlet and known as Hall Hard 
ware Co, 

lhe company now has ten outside 
salesmen covering the territory in a 
radius of 75 miles of Spartanburg. So 
far one salesman has been called into 
military service and two others are 
lue for calls. The company is train 
ing women or men, not subject to 
military duty, for office and similar 


| 


VOTK 


Davis Succeeds Glenn 


Virgil Davis has been appointed 
issistant manager of the industrial 
upplies division of Hall & Company, 
Spartanburg, S. C., succeeding John 
Glenn, who has joined the outside 
sales staff to specialize in the textile 
ndustry 


S. D. Bowles Co. Names 
Southern Representatives 


S. D. Bowles Co. of Dallas, Texas 
1as been appointed sales representa 
tives for Reltool Corp. Milwaukee, 
Wis., calling on distributors in Texas, 
Louisiana, Arkansas, and Oklahoma. 

The John T. Everett Co. of Mem 
phis will represent Reltool Corp. in 
the States of Alabama, Mississippi, 
Kentucky, and Tenn 





FOURTH OF A SERIES 


CCh79) 
ON A FITTING 
MEANS 


CRITICAL INSPECTION 


You have doubtless seen the trouble, damage and expense caused by 
a defective fitting on the line. You therefore understand why only 
perfect “K” fittings are permitted to reach the market. From start 
to finish the entire Kuhns operation is a quality control program. 

Inspection starts with frequent analysis of the melt for porosity 
and machinability. Inspections take place at every stage of the process. 
Sharp-eyed, experiencea men are ever checking and testing against 
the high standards that have to be maintained. 

“K”’ fittings, therefore, substantially exceed code requirements and 
K”’ fittings are of course Underwriters’ Laboratory approved. 

This information is being given to industrial buyers in current 
issues Of business magazines. Each advertisement refers purchasers 
to distributors who handle “K”’ fittings. It will pay you to tie-in your 
promotion with Kuhns advertising. 


THE KUHNS BROTHERS CO. 
DAYTON 1, OHIO 
Established 1887 


4 CAST-IRON FITTINGS 
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CONGRESS LUBRALIFE 
PILLOW BLOCKS 


Sponge iron 
section acts as 
a wick, lubri- 
cating the 
shaft by capil- 
lary action. 


TYPE A 


SELF-ALIGNING PERMANENTLY LUBRICATED 


¥" Labratite Bearing still operating after 860,760,000 revolu- 
tions! 


Vibration proof rubber grommets with static 
dissipator available for type A pillow blocks. 


ACTUAL 
SIZE 


This 44" test tube 


illustrates the 
TYPE F, Flange type amount of lubricant 


Lubralife bearing with in a %” bore Lubra- 
heavy duty cast body NO OILING! life Bearing 


CONGRESS DRIVES DIVISION 


3705 E. Outer Drive, Detroit 34, Mich. 











ce. @ 


ae ee A TE 


Tower- Hoist 


THE INDUSTRIES 
MOST VERSATILE 


@ Picks itself up © Easily extends 
@ Lifting heights up to 94 feet 

@ Single or Double Drum Hoists 

@ Platform speed—100 ft. per min. 
@ Lifting capacity — 2,500 Ibs. 





Optional Equipment: Gin Pole As- 
sembly, “Chicago” Boom, Tip-Over 
Bucket, Truck Mounting, Inter- 
changeable 10’ Extensions. 


CONSTRUCTION MACHINERY COMPANIES 
WATERLOO, IOWA 
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JOHN WALSH totals some figures in 
the billing department of The Bingham 
Tool & Supply Co., Cincinnati, Ohio. 





Seipt, Lockwood, Errico 
Advanced by Laminated Shim 


Richard Seipt, who has been serv- 
ing as vice-president in charge of sales 
for ten years, will fugction in the 
future as vice-president and general 
manager of the Laminated Shim Co., 
Inc., Glenbrook, Conn. He has been 
with the company since 1935. 

Merle L. Lockwood has been ap- 
pointed vice-president in charge of 
sales to succeed Mr. Seipt. Mr. Lock- 
wood started with the company in 
1940 and, after service with the mer- 
chant marine during the war, ad- 
vanced to mill supply sales manager. 

Michael E. Errico, newly appointed 
sales manager, has been employed by 
the company since his war service 
ending in 1946. Up to the present 
time he has been assistant sales man 
ager. 


Battey Machinery Co. 
Elects Yeargan President 


E. L. Yeargan has been elected 
president of the Battey Machinery 
Co., Rome, Ga., to succeed his father, 
the late L. D. Yeargan, who died 
June 18. 

W. O. Tarpley has been elected 
vice-president and general manager. 
Other officers include H. F. Yeargan, 
vice-president J. F. Cumming, vice- 
president, and V. B. Yeargen, secretary 
and treasurer. 

"he new president is a graduate of 
Darlington School, Georgia Tech and 
Columbia University. 





N. T. Tifft 


Tifft Named Head 
At Murray W. Sales 


N. T. Tifft is now president and 
general manager of the Murray W. 
Sales & Co., Detroit, Mich. Mr. Tifft 
replaced D. G. McLeod who retired 
recently. 

During the 35 years Mr. Tifft has 
been with the company he worked 
in purchasing and sales. 

J. H. Meier, with a record of 37 
years service in the company, was 
named vice-president, a position fot 
merly held by Mr. Tifft. J. H. Cooley 
remains as secretary-treasurer, J. J]. 
Kennedy as industrial sales manager, 
and M. G. Brown, buyer. Mr. Ken- 
nedy has been with the firm for more 
than 30 years. 


Refractories Salesmen 
Assigned by Norton Co. 


lerritorial changes recently an 
nounced for four members of the 
Refractories Division of Norton Co. 
include: William F. Winemiller, for- 
merly refractories engineer in the 
Detroit area, has been named chief 
sales engineer 

Eugene A. Fischer has been named 
refractories engineer for New Eng 
land and part of New York State. 
He will make his headquarters in 
Worcester 

Murner E. Thor will take over the 
territory consisting of eastern Canada 
ind part of New York State. He will 
work out of Buffalo. 

David G. Bolon, who recently com 
pleted the refractories sales training 
course, has been named refractories 
engineer for the territory which in- 
cludes the principal part of Indiana 
and the state of Michigan, with the 
exception of the upper peninsular. 
His headquarters will be in Detroit. 


FOR MORE SALES, 
GREATER PROFITS 


These new hand-operated drill chucks are easy to 
sell because they're quality built and priced right 
. because they're tops in simplicity, accuracy, 
durability, and dependability . . . because for 
over 30 years the name Ettco-Emrick has been 
accepted nationally as a leader in drilling and 
tapping equipment. 
In addition to these basic selling features you 
have these important selling aids — 


®@ NATIONAL ADVERTISING — Read 
by your customers in leading 
metal working publications. 
INFORMATIVE LITERATURE — Bul- 
letins and stuffers with complete 
specifications and prices. 
ATTRACTIVE, EYE APPEALING 
PACKAGING designed for safe 
handling, simplified inventory 
control, ready icientification. 
LIBERAL PROFIT MARGINS on 
quantity orders. 


Ettco-Emrick drill chucks are sold through dis- 
tributors only. See how you can qualify. Write 
for literature and details today. 


ETTCO TOOL CO., INC. 


600 JOHNSON AVENUE 
BROOKLYN 6, NEW YORK 
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Supported by 
Attractive 











Flat Steel Spring 
In Temples of 
New Industrial Glasses 


Never before in the history of our 
business have we offered a new prod- 
uct with greater sales possibilities 
than these new No. 603 Industrial 
They 


Italy, but we have the distribution 


Glasses. were invented in 


for industrial use. 

They are revolutionary because: (1) 
a flat steel spring, about } inch wide, 
is embedded in the center of the 
demi- plastic molded transparent 
amber colored temples, and (2) 
both ends of the temples are ribbed. 
These two features give the temples 
a pliability far greater than any 
other glasses ever brought to your 
attention. They remain firmly in 
place, yet are extremely comforta- 
ble. It is absolutely impossible to 
comprehend the full truth of this 
statement 


without actually trying 


them on for yourself. 


Furnished with “snap-in” 48 x 51] 
m/m Drop Eye Oval, 1.25 or 6.00 
Diopter curve lenses, clear hardened 


glass. Optical hinges. 


Order a Sample Pair 
or a Stock Supply 


These Industrial Glasses are sure to 
jump quickly into a leading place in 
popularity and saleability. Once you 
see and examine the glasses, you will 
realize why they will bring an “I'll 
take them” 
they are shown or demonstrated to a 


whenever and wherever 


prospect. Just mail us that first or- 
der. We guarantee they will satisfy 
you as well as your customers. 


sellstrom 


MANUFACTURING COMPANY 
More Than 200 Eye and Face Safeguards 


662-K North Aberdeen St. Chicago 22, Ili. 


228 


MRS. ELAINE SMITH occupies her 
self with the bookkeeping machine at 
The Mechanical Supplies Co., Cin 
cmnati 





Service Depots 
Organized By Pyrene 


Organization of a nation-wide sys- 
tem of service depots has just been 
completed by the Pyrene Mfg. Co. 
of Newark, N. J. The company has 
set up 180 of these depots, in key 
cities throughout the country, for fire 
extinguisher owners. The services of 
fered include immediate exchanges, 
replacement parts, repairs and trade 
Ins 

Common replacement parts for 
various types and sizes of soda-acid, 
foam and cartridge-operated water and 
anti-freeze types now are carried in 
stock 

Each of the new depots will display 
a blue, black and gold Pyrene author- 
ized distributor decalcomania with a 
“Service Depot” bar attached. 





WAREHOUSE PROBLEMS at W. S. 
Wilson Corp., New York City, bripg 
together Manager George Madson and 
Bill Hubert 
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PEED 
COUNTS 


When a breakdown occurs and 
your customer needs a length 
of flexible metal hose at 
once, it is good to know 

that ATLANTIC is al- 

most as close as your 

own stock room. 

The telephone at your 

elbow—the telegram 

blank on your desk 

activate a top notch 

production service 

that insures maxi- 

mum speed and 

accuracy in de- 

livering what 

you want. 


Better 
METAL 
HOSE 


for conveying 
chemicals, steam, 
oils, tars, asphalt, 
alkalis, gases, light 
solids, refrigerants, 
gasoline for 
absorbing vibra- 
tion, correcting misalignments, mo- 
bile service, eliminating thermal ex- 
pansion strains 
In all workable metals from 4{”— 
36” I.D. inclusive. Standard or 
special couplings. 


Write for Bulletin 100 


See our Catalog in Sweet's File 
for Product Designers. 


ATLANTIC 


METAL HOSE CO., INC. 


104 W 











t 64th St., New York 23, N.Y 











R. A. Haworth 


Haworth In Dallas Sales 
For Cutler-Hammer, Inc. 


R. A. Haworth has been appointed 
manager of the Dallas district sales 
office of Cutler-Hammer, Inc., Mil- 
waukee, Wis 

He joined Cutler-Hammer in 1934 
upon his graduation from the Uni 
versity of Wisconsin with an electrical 
engineering degree. After serving in 
the headquarters sales department, 
he was transferred to the New York 
district sales office and later to the 
Philadelphia district sales office. Upon 
opening of the Baltimore sales office 
in 1936, Mr. Haworth was appointed 
manager and held that position until 
his Dallas appointment. 

As manager of the Dallas office, 
Mr. Haworth also will supervise the 
Tulsa, Houston and Midland sales 
offices 


Macon Supply Co. Ine. 
Plans New Building 


Construction of a new building 
which will provide greater space for 
in expanded volume of business is in 
the works for Macon Supply Co., 
Inc., of Macon, Ga. The plans are 
being drawn up to provide modern 
facilities, adequate loading and display 
space 

The firm now has four outside 
salesmen and two truck salesmen who 
cover oxygen, acetylene and welding 
equipment sales within a hundred 
miles of Macon. 

Billy Poe has been added to the 
inside sales force. It is expected that 
idditional personnel will be needed 
when the new building is constructed. 

In the course of its expansion pro 
gram, the company has taken on sev 
eral important new lines 


“BEARCAT” ELECTRIC }} 

HOISTS — capacities ’ 

170 to 2000 pounds | 

... speeds from 12 to 

50 feet per minute. | ‘ 

Bulletin P-53. a Ni. 
y 4 ¥ ul 


ny : 
PEERLESS HOISTS — 
V4 to 80 ton capaci- 
ties. Bulletin P-11. 


Harrington cr 
FOR PRACTICALLY EVERY 
HOISTING REQUIREMENT 


Harrington Hoists, Trolleys and Cranes—for p ically every hoist 





ing requirement—have p e and goodwill .. . sell 





fast and stay sold. More than 75 years’ experience in the design and 
manufacture of hoisting equipment assures good, long-lasting prod+ 
ucts. Follow many satisfied, profit-making distributors—stock and 
sell our complete line of hand and electric hoists. Write for franchise 


information and literature, today. 





TROLLEYS — 
Model D_ 1-Beam 
Trolley illustrated 
This and other 
iG’ LE- Harrington Trolleys 





nq 


TROLLEY HOISTS DIFFERENTIAL “CUMALON 
— for close head- HOISTS — Bulletin VER PULLERS — are described in 
P-31. 


room. Bulletin P-35. Bulletin P-27,. Bulletin P-65 


tHe HARRINGTON company 
PHILADELPHIA 30, PENNSYLVANIA 


Makers of Hoists since 1876 
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LORG AN inane For those who 
| profit by selling 
° TOP QUALITY! 
Machinists Bench VW 2 & = & STRANDFLEX re 


o 4-SPEED GEAR DRIVE 
Combination Pipe FLEXIBLE SHAFT ‘ 
* MACHINE tz 

Sheet Metal Workers oo — 
e , All Handles 
Woodworking and Side 
. 


Quick Action sat : 
Continuous Screw ‘ i - Nickel-Plat- 


* ed — Rust- 


Garage Vise proof 


Locks now 


asses 


« 
Hinged Pipe Vise 
a 


17¢ 7200 RPM 
Year after year MORGAN VISES keep doing a great job for hii aban 
industrials and just the same kind of job for distributors . . . 
because Top Quality Produces Tops in Sales. Get behind MORGAN 
VISES now and let yourself in for some good profits. Sold only 
under a selective distributor policy—prompt deliveries. 


108 N. JEFFERSON ST., 850 RPM 
MORGAN VISE COMPANY ® CHICAGO 6, ILLINOIS 1800 RPM 














In the long run nothing 

beats quality, for it pro- 

vides customer satisfac- 

tion and the good will : 

that results in repeat business. 
*s why: All the That’s why distributors are push- 

Here § arts of all ing the sale of the new “STRAND- 

i FLEX”’ 4-Speed Gear Drive Flexible 

Shaft Machine. 

4 different RPM are provided, as 

shown above, by an easy and quick 

shift method. Users get depend- 

able long-lived service . . . find the 

“STRANDFLEX” flexible shaft 

machine versatile and adaptable to 

a wide range of uses. 

Acquaint yourself with all features 

by sending for a descriptive folder. 

Be sure to display “STRAND- 

FLEX” on your sales floor ... it 

will help to sell itself. 


STRAND 


Flexible Shafts and Flexible Shaft Machines 





“ooo CASH-ACME 
) Automatic Valves 
A. W. CASH VALVE MANUFACTURING CORP. 





6615 EAST WABASH AVENUE, DECATUR, ILLINOIS, U. S. A. \ 
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George C. Johnson 


Hamilton Rubber Names 
Johnson Sales Manager 


George C. Johnson has become pro- 
motional sales manager for Hamilton 


Rubber Mfg. Corp. of Trenton, N. = 
Mr. Johnson, who was known in | 


the mechanical rubber field for 30 
years, resigned as general sales man- 
ager of Quaker Rubber Corp. of Phil- 
adelphia. At Hamilton he will direct 
a program for distributor sales pro- 
motion 


Sawyer Quotes Data 
On Steel Expansion 


Secretary of Commerce Charles 
Sawyer recently made public the fig- 
ures given him by the steel industry 
which showed that it planned to ex- 
pand its annual capacity by the end 
of 1952 to a total of 109,963,000 net 
tons. This represents an increase of 
9,400,000 net tons over its July 1, 
1950 capacity of 100,563,000 net tons. 

In addition, Secretary Sawyer said, 
the industry plans to increase its an 
nual blast furnace capacity during the 
same period by 1,734,000 net tons to 
a total of 73,378,000 net tons. 

He termed the industry’s expansion 
plans, ‘‘an encouraging indication of 
the willingness of industry to forge 
ahead.” 

He said it was clear that the posi- 
tion of the United States in the event 
of another war would be vastly im- 
proved over its position in World 
War II. Military requirements and 
consumption reached a peak of 53 
million ingot tons of steel in 1943 and 


the indicated capacity by the end of | 


1952 would thus be more than double 
that figure. 

The report of the steel industry was 
submitted to the Secretary in response 
to his request made at a meeting of 
steel company presidents on Septem- 
ber 1] 





BEALL Spring Washers 
— prompt shipment — 
in cartons and bulk. 


BEALL 


SPRING WASHERS 
STEADY DEMAND ~ and continuous REPEAT business, 


Almost every one of your customers who uses Nuts, Bolts and Screws, 
now uses or can be sold BEALL KANT-LINK SPRING WASHERS — the 
nationally accepted type. 


BEALL Helical Spring Washers have Long range “live” action and 
adequate PRESSURE POWER to combat ALL causes of looseness, 


NATIONALLY ADVERTISED — and nationally accepted. IN 
STOCK in all standard sizes; made of Carbon Steel, Stainless Steel, 
Everdur, Duronze and other metals. 


BEALLroot bivision, Hubbard & Co., tasr arto ne. 


TIGHT 


in service 


TIGHT 


after long service 
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“Tell ‘em 


— you'll 


Tell the farmer working alone to 
fence in his fields; the foreman of 
maintenance crews who must remove, 
install, and repair machinery im fac- 
tories, mills; road commissioners 
whose road crews have underground 
conduits, water mains, and cables to 
lay and road guards to stretch taut 
about ‘Tugit’ Lever-operated Hoists. 
You'll sell ‘em! Tell the men in 
railroad repair shops of the many 
lifting, pulling, tightening jobs ‘Tugit' 
Hoists can do for them and you'll sell 
‘em, too! Tell truck body manufac- 
turers, telephone crews, ¢ontractors 
about ‘Tugit’ Hoists and, again, you'll 
sell ‘em! 


‘Tugit’ Hoists are ideal for all 
close-quarter lifting and pulling jobs. 
Their 12-inch handle has @ grip de- 
signed to fit the hand — won't slip 
and kick back like a mule. They spot 
to within 3/32 


They're easy to carry. 


loads of an inch. 


Fit into any 


toolbox. Come in sizes to lift one 


and two-ton loads. 


Write for as many copies of 

Bulletin No. 388 as you need 

to help yow sell ‘Tugit’ Hoists. 
MARWELL 


Ml “ager” 


MANNING,MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

f ‘Shaw-Box' Cranes, ‘Budgit' and ‘Load 

and other lifting specialties. Makers 

Gauge Ha k’ Valves, ‘Consol 

safety and Relief Valves American 

rosen’ Electrical Instruments 
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George E. Wells 


George E. Wells 
Joins Bristol Co. 


George E. Wells has 
pointed representative of The Bristol 
Co., Waterbury, Conn. for Massa- 
chusetts, New Hampshire, Maine, and 
Vermont, covering the company’s 
complete line of socket 
products. 

Mr. Wells has been identified with 
the sale of industrial supplies for a 
number of years. He will make his 
headquarters at the company’s Boston 
office, Statler Building 


been ap 


screw 


Edmund P. Lunken Named 
Lunkenheimer Secretary 


Edmund P. Lunken, vice-president 
of The Lunkenheimer Co. also has 
been elected secretary. Mr. Lunken 
Charles W. Burrage, now 
manager of sales engineering, who re 
signed to devote his full time to sales 

Mr. Lunken has 
with The 
1936. 


succeeds 


issociated 


been 
Lunkenheimer Co. since 

Mr. Burrage has been with the com 
pany since 1924. 





a. ~e 
HARRY PALTZ, Bay State Tap & 
Die, visits with Irving Manheimer, 
and Don Owen, buver, 
at ‘Tool Sales Co., Detroit, Mich 


Sales manager, 





No More Rummaging 
Through Stacks of Drills 


Sell it to industrial plants, hard- 
ware stores, stock rooms. The en- 
tire stock of drills can be seen at a 
glance. Compartments with rounded 
bottoms hold dozens of drills 
Huot’s built-in’ inventory system 
does away with cost sheets—speeds 
up sales. 1444" long, 714" high, 
74" deep. Hammerlin baked en- 
amel finish over rugged steel. 
Dispensers for fractional, number 
and letter drills. 


Write for catalog pages 


makers of 
HUOT 


DRILL 
HUOT MANUFACTURING CO. ET‘ 3" 


551 No. Wheeler St ¢ «St. Paul W4, Minn 
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KEEP STEP WITH USER 


* Hollow Set Screws 


* Socket Head Cap 
crews 


pwurveverwrrvweerwreereee 


* Headless Set 
Screws 


* Stripper Bolts 





we 


* Wrenches 


ECONOMY 
PRODUCTS 


4 
4 

4 

4 

4 

7 

a 

4 

4 

4 
Smooth running assembly — that’s 4 
the cry of every plant manager. 7 
Help him to achieve this by supply- 4 
ing the screw machine products ’ 
that are made right and that have 7 
a long record of dependable service : 
- ECONOMY ‘Screw Machine 4 
Products. They are needed in great 4 
numbers and satisfied customers re- : 
peat over and over again... no 4 
end to the sales possibilities. : 
4 

4 

: 

4 

4 


nde th de tht hhh bpp bb bbbbpbbp bpp, pp pLpLLLLLLLLLLLLLLLALAAAad 


; ECONOMY MACHINE PRODUCTS CO. 


: 5217 Lawrence Ave. 





Chicago 30 











Donald L. Ande 


Ande Named Sales Manager 
For Warehouse Products 


Donald L. Ande has been appointed 
manager of sales, warehouse products, 
of the Jones & Laughlin Steel Corp., 
Pittsburgh, Pa. He will supervise 
product sales from J & L warehouses 
located at Pittsburgh, Cincinnati, De 
troit, Chicago, Memphis, New Or 
leans, and New York City. 

Formerly, Mr. Ande was Baltimore 
district manager, United States Steel 


Supply Co. 


SKF Will Expand 
Ball, Roller Production 


SKF Industries, Inc., plans to ex- 


pand productive facilities at its ball | 
and roller plant in Philadelphia with | 
a new addition which will provide | 
more than 40,000 sq. ft. of floor space. | 


Five to six months will be required 
for completion, but delivery of new 
equipment is expected to delay full 
use of the new facilities until mid 
1951. 

The added space will permit a larger 
output of rollers for cylindrical bear- 
ings as well as a higher quality of roll- 
ing elements for ball bearings. New 
means developed by the firm to finish 
balls to extremely fine tolerances and 
exacting geometry now require longer 
cycle times and, therefore, more ma- 
chines to produce in quantity. 

A substantial part of the company’s 
operations in its Philadelphia plants 
are on a 48-hour week to fill produc- 
tion schedules, which have had to be 
revised sharply upward in the last 
three months. Some departments 
operate three shifts, seven days a 
week. 


Factory payrolls of the company | 





tHe <“alely” or roois 


IS IMPORTANT... 
IN SERVICE AND SALES 


ya widespread recognition enjoyed 
by GORHAM Cutting Tools has not been accidental 
. - » it has come through our constantly producing 
superior tools. These tools are helping plants every- 
where to save production dollars. The demand for 
GORHAM High Speed Steel Tool Bits is increasing 
constantly and this makes your cutting tool sales 
most profitable. Whether your customer’s need is 
specialized or just regular, GORHAM High Speed 
Steel Tool Bits will meet any and all requirements... 
find out what selling them can mean to you in profits. 


@GORHAM STANDARD 


for the Commercial Field 


@GORHAM M-40-B © GORHAM GORMET 


for Heavy Cuts in Hard Material for More Abrasive Materials 


GORHAM TOOL COMPANY 


14400 WOODROW WILSON AVENUE DETROIT 3 MICH 
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“Stocking Distributors 


For the RELTOOL LINE: Write for the Reltool STOCK PURCHASE and 
CONSIGNED STOCK Plan — Several choice territories open for ex- 
clusive franchise. 

THE RELTOOL LINE INCLUDES: Arbors ® Center Drills © Counterbores © Die Sinking 
Cutters * Dovetail Cutters © End Mills ® Form Tools © Gear Cutters © Hollow Mills 
* Key Seat Cutters © Lathe Mandrels * Metal Slitting Saws * Milling Cutters — 
all types * Reamers * Spotfacers * Step Drills © Taps © Tool Bits © Specials. 
Write for Catalog 50. 


Reltoot conroration 


RELIABLE METAL CUTTING TOOLS 


4540 WEST BURNHAM STREET 





BETTER 
WELDED 
CHAIN 


for every industrial purpose, for 
every essential industry—-wherever 
chains are needed, you'll find Wesco 
Chains doing a better job because 
they are better welded chains. 


PROOF COIL CHAIN 
BBB COIL CHAIN 
SLING CHAINS AND 
LOG CHAINS 
RAILROAD CHAIN 


WESTERN CHAIN 


1819 BELMONT AVENUE e 


Write for the Wesco Industrial 
Chain Catalog 


COMPANY 


CHICAGO 13, ILLINOIS 





| box guarantees 
| ready, steady | are TS _! — 


cut yourself in 
on 


B EXTRA PROFITS f 
- = stock é 


STAR ¢ 
\ 


(Ad Ys 

* Profits jump when you stock 
oe and sell Star Molyflex Hack 

Saw Blades... you make four times as 

much money as you do with standard 

steel blades. Customers go for Molyflex 


| —like the way these top-quality high 
| speed steel blades cut 23.8% longer than 
| other brands of high speed flexibles— 
| come back again and again with re- 

- | orders. Feature Star Molyflex Blades— 
| get your share of extra Molyflex profits. 
| Rush an order to your jobber today. 


GET THESE STAR SALES AIDS 
FROM YOUR JOBBER 
No. 166—Counter Display Card holding 
10 Molyflex Blades. No. 45—Display 


| Card that sells 3 Unbreakable Special 


Flexible blades at a time. Also, free Star 


| Wall Chart—free 32-page booklet, Met- 


al Cutting. 
FEATURE STAR 
STEELRITE 
METAL MARKING 
CRAYONS 


Attractive counter 





TP 


COMING SOON! 


Sound Slide Film: ‘Hitch 
Your Wagon To A Star”. 
Available for distribu- 
tors’ sales meetings. 


CLEMSON 


BROS., INC. 
Middletown, N. Y., U.S.A. 
Makers of band and power hack saw blades, 


frames, metal cutting band saw blades and 
Clemson Lawn Machines 
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have increased about 20% in the 
past year. Employees in the Philadel- 
phia plants now total approximately 
3,500. 


Batt In ECA London Post 


William L. Batt, Sr., president of 
SKF Industries, Inc., and former vice- 
chairman of the WPB, recently was 
appointed chief of the Economic Co- 
operation Administration (Marshall 
Plan) mission to the United King- 
dom. He succeeds W. John Kenney, 
who has retired to re-enter the pri- 
vate practice of law. 


Mr. Batt first entered government REPLACE 29 SIZES 
1938 


service in when he was ap- 


pointed to the Business Advisory J Fi F h 
Council of the Department of Com ts 

merce, serving as its chairman in 1940 f th inner Ig te r 
stronger 


and 1941. He still is a member. 


William Turner Retires 
At Chase & Cooledge Co. 


William Turner, secretary and as- 
sistant treasurer of Chase & Cooledge 
Co., Holyoke, Mass., has retired after 
more than 47 vears of service with 
that firm. 

Mr. Turner entered the employ of 
Chase & Cooledge as a dollar-a-day 
office boy early in 1903. Since that 
time, his service has been continuous 
with the exception of about a year 
spent in Monroe Bridge, Mass., where 
he had lived and gone to school as a 
boy 

At Chase & Cooledge he worked his 
way through various positions to that 
of director of the corporation and sec- 
retary-assistant treasurer. 

He is a past president of the Hol 
yoke Industrial Association 





Until now 29 wrenches have been needed to handle 
the jobs done by these two new alloy adjustable 
wrenches. They are thin—to get at the work easily. 
Strong—designed for added strength at leverage 
points. Light—to make job servicing easy. 
Economical—saves time, tools and materials. 
Large jobs become simple ones. 

Giant alloy wrench No. OA-24 is 24” long, %" 
thick, weighs only 10 Ibs. and adjusts to 13 
standard sizes from 1%" to 2%". OA-36 is 35” 
long, 1%" thick, weighs only 22 Ibs. and adjusts 
to 16 standard sizes from 2}}" to 4%”. 


ANOTHER EXAMPLE OF ENGINEERING 
THAT MAKES OTC TOOLS OUTSTANDING 


OWATONNA 


5 TOOL COMPANY 


ORDER DOUBLE CHECK by A. E 373 CEDAR STREET 
Denham and K. P. Herin of C. W. OWATONNA, MINN. 


Farmer Co., Macon, Ga., prevents slip 
ups and keeps customers buying 
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ALLIGATOR 


in Long Continuous Lengths eee Conveyor Belts... 


% Excellent for Package Conveyors, Portable Loaders, Trenching and Ditching 
Machines, etc. 


% In canneries where corrosion or rust is a problem specify Alligator made 
of Monel. 


% For magnetic separators or anti-sparking specify Alligator made of Everdur. 
% Separable and smooth on both sides. 
% 12 sizes. For belts from 1/16” to 5/8” thick—and any width. 
Order from Your Supply House. Ask for Bulletin A-60 
FLEXIBLE STEEL LACING CO., 4633 Lexington St., Chicago 44, Ill. 


JUST A HAMMER TO APPLY IT 


The durable and efficient Eagle #66 Super 
Oiler is a precision-made oiler that was de- 
signed to insure maximum efficiency and 
dependability. 


The #66 Oiler pumps oil drop by drop or 
in a full stream. Beaded brass body pre- 
vents slipping and gives a comfortable 
grip. 

Easy to fill . . . Easy to operate. Pump 
is not removed when filling oiler, Comes 
with C-Clip holder which enables oiler to 
be easily fastened to any work bench or 
wall. 


ONE OF THE MANY OILERS IN 
EAGLE’S COMPLETE LINE 


EAGLE MANUFACTURING CO. 


Dept P Wellsburg, West Virginia 
S@ BB eS eS eS eee 2 











PARKER VISES 


Complete Line Including 
HINGED PIPE VISES - WOODWORKERS’ VISES 














LEN S¥H9 | 
IHA 


| 


EXCLUSIVE 
FEATURES 








Produce more 
SALES easier 
with the 
ORIGINAL 
and ONLY 


J 
“MORE POWER 
PULLER” 


Here’s a strong, durable utility tool that 
appeals instantly to your customers for 
moving, loading or handling heavy machin- 
ery and equipment, opening car doors, 
pulling stumps, wrecking buildings, etc. 


This compact, light weight puller is easily 
carried as a part of your tool kit or equip- 
ment. It is hand operated—requires no 
electrical or fuel connections—is quickly 
available for service where more power is 
required. 
Comes equipped with 20, 30 or 40 ft. of cable. 
List Price $27.75 to $33.80 
Write, wire or phone 


Distributor & Dealer Openings 


The WYETH-SCOTT C0. 


NEWARK, OHIO 
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Henry M. Sossaman 


Quaker Rubber Corp. 
Names Sossaman Sales Head 


Henry M. Sossaman has been ap- 
pointed general sales manager of 
Quaker Rubber Corp., division of 
H. K. Porter Co., Inc. In his new 
position, Mr. Sossaman will be in 
charge of sales of all products manu- 
factured by the company. 

Mr. Sossaman has served with the 
company for more than 22 years. He 
began as a salesman in charge of the 
Florida sales district and progressed 
steadily through the company. In 
1943 he was promoted to assistant 
general sales manager. 

Other promotions within the organ- 
ization named Charles E. Dugan, 
assistant general sales manager; Jack 
R. Lewis, assistant manager; 
Thomas L. Durkin, manager of con 
tract sales; Art M. Lowrey, Philadel 
phia district sales manager; and Benja- 
min Shawcross, manager of moulded 
hose department. 


sales 


Capital Expenditures 
Rise Since Korea Outbreak 


Since the outbreak of hostilities in 
Korea, American business again has 
revised upward its plans for capital 
expenditures. Plant and equipment ex- 
penditures for the second half of 1950 
are expected to amount to $9.8 bil- 
lion, compared with $9 billion in the 
corresponding period of 1949—and 
close to the peak level in the second 
half of 1948. This is in contrast to 
the decline in the first half, when 
actual outlays were $8 billion this year, 
and $9.1 billion last year. 

Planned capital outlays for the full 
year 1950 are now $17.9 billion, al- 
most as much as the actual expendi- 
tures of 1949 and considerably higher 
than the $16.1 billion anticipated by 
business at the beginning of this year. 


LARGE in VALUE.. 


LONG in LIFE... 
BIG in QUALITY... 
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SERIES 3900 SELF-CENTERING SCROLL CHUCK 


o-JAW 
SCROLL 


LARGE IN VALUE... because 

Skinner 3-Jaw Self-Centering Scroll 
Chucks ore made with the most modern machines 
and by the most modern methods —there is 
more for your money in Skinner Chucks because 
accuracy is built in to last. 
LONG IN LIFE... because every moving part is 
made of alloy steel, properly heat-treated, then 
ground to gage—and every moving part is 
grease lubricated from a single Alemite fitting. 
Interchangeability is a “must” in every Skinner 
Chuck. 
BIG IN QUALITY... because, for 61' years, 
Skinner has provided chucks to meet the latest 
machine tool requirements. Skinner quality storts 
with modern design and makes itself evident in 
every step of construction. There are no better 
chucks mode. 
Write for your free copy of Cotalog No. 61, 


CONSULT YOUR SKINNER 


NEW BRITAIN, 





DEALER FOR DETAILS 


THE SKINNER CHUCK COMPANY 


346 CHURCH STREET, CONN. 


HAND & POWER OPERATED MACHINE CHUCKS—AIR CHUCK EQUIPMENT 


—FACE PLATE 


JAWS—MACHINE VISES 
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F. X. MOLOUGHNEY, phone sales- 
man at Mid-Island Supply Co., Long 
Island City, quotes prices on an order 
for half-a-dozen drills of the high-flute 


type. 


S WI! F sj Defense Orders 


LUBRICATOR CO., INC. Spur Employment 
‘s : is Increased consumer demand _ has 
24 Home Street Elmira, N. ¥ stepped up employment according to 
the first bimonthly labor survey of 
143 major industrial areas issued by 
the U. S. Employment Service since 
Korea. Labor demands of defense em- 
ployers are only beginning to be felt. 
During the two-month period: 
Unemployment dropped in 99 of 
the 143 areas. Ordinarily, the trend 
for the period is just the opposite, 
unemployment rolls rising due to the 
influx of students and graduates among 
summer job-seekers. Non-farm work- 
ers increased in 130 areas. 
Depressed “E” areas (those with 
12 percent or more jobless) dropped 
from 22 to 14. Only four of the 14 
are large areas—Providence, R. I.; 
Lawrence, Mass.; Scranton and 
Wilkes-Barre, Pa. There were 43 de- 
Mr. Heffler tells our story better pressed areas in January. 
than we can. Stock and feature ) Tight-to-balanced areas (those with 


‘ : less than 3 percent jobless) rose from 
Key Sealing Compounds. it treed 12 to 19, the additions being Atlanta, 
means steady, profitable, repeat fer Waterpeoet Service Fort Wayne, Indianapolis, Omaha, 
business for you. Recommend Sealing with Charlotte, N. C.; Austin, Tex. and 

y Key-Tite. Milwaukee. Continuing tight were 











Key Compounds are stocked by ES Denver, Jacksonville, Fla.; Evansville 


: and South Bend, Ind.; Cedar Rapids 
1250 aggressive supply houses. and Des Moines, Ia.; Kalamazoo, 


Write for price schedules and Flint and Pontiac, Mich.; Madison, 
descriptive literature. tahitian W ~ and Dallas. | 
Recommend Sealing f orty-three areas moved up into 
with Key Graphite fw We tighter labor supply classifications. 
Paste. = Only four moved downward, due 
: largely to seasonal influence. 


KEY COMPANY The number of job openings which 
2621 McCasland Ave., East St. Louis, Ill. local employment offices could not fill 
for employers rose from 13,300 in 
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early July to almost 22,000 in late Au 
gust. Almost one-fifth of the unfilled 
vacancies were in jobs on the “criti- 
cal” ocupations list of the Department 
of Labor, with those in the profes- 
sional category outnumbering skilled 
jobs. 


i 
Principal shortages (in order of de 
mand }: engineers, professional nurses, 
tool designers, machinists, tool and 


die-makers. Most engineer openings 
were in mechanical, aeronautical and 
electrical fields and showed up mainly 
in Washington, California and Okla- C | t Line! 
homa. Tool designers were in greatest iy e ° 
demand in Michigan, Washington # é : 
and California. Tool and die makers ie) t i] Ad t | 
ind machinists were scarcest in Con- a iond y iver ise e 
necticut, the Midwest and the West 
Coast 
Metalworking industries reversed 
the downward trend of last vear and 
wound up with 500,000 more jobs in 
July than in the same month in 1949. 
Most of the increase occurred in auto 
mobiles and truck manufacturing, 
pushed closely by aircraft and reac 
tivated shipyards. 
Secretary of Labor Tobin has been 
assigned manpower responsibilities un 
der the Defense Production Act of 
1950. These include a study of man- 
power needs in defense and essential 
civilian activities, effective utilization ns ; 
and distribution of labor, plans for Many sales possibilities are in store for you when you sell the 
meeting labor requirements and a de- complete TM line of welded chain. Men in all types of metal 
ferment policy , working plants, trucking concerns, stone quarries, highway 
Pobin, the Defense Fstablishment departments, lumber mills and the petroleum industry are 
and Selective Service are to work out a learning the advantages of TM Hi-Test and TM Alloy Steel 


draft and deferment policy which will nh eo Be . rat ; 

help meet the needs of defense and Chain through Taylor Chain’s national advertising in the Sat- 
essential civilian production for skilled urday Evening Post, Collier’s and leading trade publications. 
workers. This will not apply to or You are supported further by a wide range of sales helps and 
ganized reserves. technical literature. Cash in on these fine products and this 
great program. Investigate these sales and profit possibilities 
today. Send coupon for details. 





S. G. TAYLOR CHAIN COMPANY 
HAMMOND, INDIANA 


$. G. TAYLOR CHAIN COMPANY 
Dept. 6, Hammond, Indiona 


Rush details on the OTM Hi-Test Chain, 0 TM . 7 
Alloy Steel Chain AY LOR ADE 


Name 


Addres f 
SINCE 1873 


City Zone Srate 
@eeceeeeeeeeseseeeeeeseeeeese 


SECRETARY for the purchasing de 
partment of M. L. Foss, Inc., Denver, 
s Madelon Bett 
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CALDER ... the Dresser Line 


for Bigger Profits... Easier Sales 


BAN WR SA NN WANANANANNNNAAANANNANA \ 
. BUILT RIGHT—Best materials throughout . . . tool , 
Right and Left hand Threaded Bushings 4 
Oe NON See SNK ANN SR 
a, NEN “ 


‘ steel cutters . .’. 


for Automatic Tightening. 


. EASY TO HOLD— Extra 
\\\ Weight well 


for smooth handling. 9, 
% %, \\ ~ \ a \ \ \\ \\ \ a hy as 
Diamond Dressing Tools, \\ 
ANANANNAAAAANAAANANALANANY \ \ 
SOLD ONLY THROUGH DISTRIBUTORS, 


a. Care ose CA ON VEN \ LRN 
WOVaaadaanna SUSI NANANAN ANN CRS 


‘CALDER MANUFACTURING CO. 


2049 North Prince Street . Lancaster, Pennsylvania 
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COUNTER SALESMEN at Macon 
Supply Co., Macon, Ga. include Billy 
Poe and Alton Askew. Open stock of 
pipe fittings is a handy customer re- 
minder. 





Four Sales Representatives 
Named By Allis-Chalmers 


George H. Main has been assigned 
as a sales representative to Allis-Chal- 
mers’ Buffalo district office. He 
joined the company’s graduate train- 
ing course in 1948 after completing 
his mechanical engineering course at 
Brown University. 

Three new sales representatives have 
been assigned to offices in the com- 
pany’s midwest region; Joseph Pukac, 
Milwaukee; Frederick Barbian, 
Omaha, and Carl R. Hall, Kansas 
City. 

Mr. Pukac and Mr. Barbian joined 
Allis-Chalmers in 1948; Mr. Hall in 
1949. The latter is a member of the 
student branch of the American Insti- 
tute of Electrical Engineers and of the 
Institute of Radio Engineers. 





PHONE ORDER DATA is copied out 
by M. H. Eddy, salesman for Johnson 
Supply Co., Denver 





JACK ALBERT, new inside salesman 
at The James Walker Co., Baltimore, 
writes up an order for coated abrasives 





Jarecki Names White 
General Manager 


Charles L. White has been ap 
pointed general manager of Jarecki 
Mfg. Co. Division of H. K. Porter 
Co., Inc., with headquarters in Hous 
ton, ‘Texas. 

Mr. White is well-known and ex 
perienced in the oil field supply busi- 
ness His experience covers more 
than 25 years of sales, store manage- 
ment and sales engineering with Con- 
tinental Supply Co., Bridgeport Ma- 
chine Co., Williamsport Wire Rope 
Co. and their successor Bethlehem 
Steel Co. Before joining Jarecki, Mr. 
White was with R. G. LeTourneau, 
Inc. in charge of oil country sales of 
wire rope 





MRS. MIRIAM KLIPSTINE. takes 
turn at accounting machine at The 
Klinger-Dills Co., Dayton, Ohio 





Whenever you use copper tube 
use a 


ENNEDY 
Solder Joint 


OU GUD UU EE ee 


Whether it’s a water supply system, 
a radiant heating job, or an indus- 
trial coolant piping system, if you 
are using copper tube you will save 
installation time and assure your- 
self of a dependable flow control 
installation when you install Ken- 
nedy Solder Joint Valves. 

Made throughout to the same 
unsurpassed quality standards as 
Kennedy Screwed and Flanged 
Gate Valves they offer you the serv- 
ice assurance gained in 73 years of 
valve-making experience plus the 
modern ease and speed of installa- 
tion to be had from a solder joint 
connection. 

Sockets are smooth with precise 
clearance to assure free, even flow 
of solder all around for a solid, 
leak-proof joint. 

The new cylindrical design of 


Sizes available—%” to 2” 


the upper part of the body provides 
maximum strength with light 
weight. It equalizes pressure, re- 
sists strain and gives the extra rig- 
idity that prevents distortion of 
the body. 

KENNEDY Fig. 1-SJ Solder Joint 
Valves are recommended for low 
pressure steam (not exceeding 15 
pounds gauge) and 150 pound wa- 
ter services at temperatures up to 
250 degrees F., when joints are 
made up with ordinary solder. 
They are also recommended for 
steam services up to 100 pounds 
and temperatures up to 450 degrees 
F., when suitable solder or low 
temperature brazing alloy is used. 


WRITE FOR BULLETIN 103 © BUY FROM YOUR LOCAL DISTRIBUTOR 


oo “Sagat 
= VALVE MFG. CO. 
K=54 1040 EAST WATER ST 
ELMIRA, NEW YORK 
ES 


> VALVES + PIPE FITTINGS « FIRE HYDRANTS 
OFFICE-WAREHOUSES IN NEW YORK, CHICAGO, SAN FRANCISCO + SALES REPRESENTATIVES IN PRINCIPAL CITIES 
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SMOOTH 
TEAMWORK 


Each tooth in a Blade Brand 
Saw is quality made for 
smooth cutting teamwork. 
Uniformly set and filed, each 
tooth carries its full share of 
the cutting load . . . helps as- 
sure even distribution of strain 
...makes sure the kerf is clean 
and straight under maximum 
feed loads. 

Each Blade Brand dealer is 
protected by the manufacturer 
and distributor teamwork. 
Prompt deliveries are assured 
out of stock. Full protection 
is given consumer accounts. 
Blade Brand Saws are sold 
only through recognized dis- 
tributors. 

Put this double teamwork to 
work for you, building steady 
repeat sales from a smaller 
saw blade inventory. Write 
for catalog and prices on the 
complete Blade line of guar- 
anteed quality saws—includ- 
ing the new metal and plastic 


saws. 


STYLES 
Rip, Cut-Off 
Combination & 
Hollow-Ground 


SIZES 
4 to 16 inches 
inclusive 


909 W. 3rd AVE 
COLUMBUS 12, OHIO 
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CLEMSON BROS. salesmen journeyed recently to Middletown, N. Y.. to 


increase 


their “know-how” on a new power hacksaw blade. 


Clemson Bros. Salesmen Watch Blade Perform 


Production and sales personnel of 
Clemson Bros., Inc., recently gathered 
at Middletown, N. Y., to watch a new 
flexible unbreakable power hacksaw 
blade in operation. 

Among the Clemson representatives 
in attendance were: William F. Cross, 
president; R. W. Canfield, Sr., vice- 
president; R. D. Clemson, chairman 
of the board. Also present were A. P. 
Henricks, Jr., Warren F. Ward, David 
Clark, William F. Zarman, A. V. Wil- 
son, William A. Schrade, vice-presi 
dent and general manager; David M. 


Allis-Chalmers Subsidiary 
Buys Erie Iron Works 


Allis-Chalmers Rumley Ltd., a 
Canadian subsidiary of Allis-Chalmers 
Mfg. Co. in Milwaukee, has purchased 
the plant of the Erie Iron Works at 
St. Thomas, Ontario, and also has 
purchased an additional seven acres of 
land from the city. 

[he company hopes, by the first 
of the vear, to install machine tools 
for manufacturing operations. Until 
that time, however, assembly opera 
tions will be carried out. 


Verrier, Clemson Griggs, J. J. Wal- 
lace, sales manager, Raymond B. 
Jones, Fay Keyler, president, O. S. 
Tyson and Co., Inc., R. Neal Ovsler, 
Fred Hodges, T. D. Vander Voort, 
vice-president and treasurer, Edward 
F. Buie, Leo G. Leddy, F. Douglas 
Arnout, Russell E. Pines, Robert 
Simpson, Howard Soule, Bernard 
Blikstad, Charles H. Dunning, vice- 
president and _ secretary, Joseph 
Schrade, Irwin W. Tyson, O. S. Tyson 
& Co. Inc. and A. J. Lyons, also of 
the Tvson company. 


Aro Equip. Corp. 
Acquires Taylor Machine 


The Aro Equipment Corp. has ac 
quired the business and assets of The 
T'avlor Machine Co., Cleveland, Ohio. 
Aro aircraft accessories. formerly man- 
ufactured at the main plant in Bryan, 
Ohio, will be produced at the new 
plant, to be known as The Aro 
Equipment Corp. Aircraft Division. 

James P. Johnson, a former execu- 
tive of Aro, has been re-named vice- 
president in charge of the Cleveland 
Aircraft Division. 








SALES ENGINEERS of The Black & Decker Mfg. Co.’s South Atlantic 
recently attended a regional sales conference at Towson, Md., headquarter 


firm, a meeting which featured new portable 
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electric tool 





JOHNSON «as 


FURNACES « BURNERS «© BLOWERS © TORCHES 





| No. 120 Hi-Speed Steel 
Who can stop you from selling the | Heat Treating Furnace 
new Series ‘‘700"' ‘Load Lifter’ Electric 
Hoists when the name ‘Load Lifter’ 
brings to management and the work- 


ers’ minds alike a rugged hoist that | 
gave them constant, round-the-clock | 
service and demanded but little in | 
return? A hoist that always came | 
through when production depended 
upon the lifting operation being done 
quickly, efficiently? 





Add these characteristics of the | Ne. 33 Needle Flame 
original ‘Load Lifter’ to the following No. 1202 Blower Hand Blow Torch 
features and mechanical superiorities 
of the new hoist: 





. low headroom 


... push-button control with only 24 
volts at the push button 
.. Steel suspension with aluminum 
alloy housing and covers 
. helical gearing 


. ball bearings throughout 
. unusual accessibility of parts so 


No. 25 
hoist may be serviced in the Hand Torch No. 60 BCE Concentric Ne. 20X 
r 


Ring Burner Cross Type Burner 
- no exposed wiring 


. two-gear reduction drive 
- one-point oiling 











and you'll find th "700" Seri 
‘Load Lifter’ ietity taiih teach = Push the line that pays hot profits. JOHNSON gas 
ee ee burning equipment is famous for efficiency and 


i f Bulletin No. 399 ° — ° ° 
qiad @ hate wun oot Game San? economy. Steady national advertising in leading 


Series ‘Load Lifter’ Electric Hoist. 
trade papers helps you sell. 


mm? LOAD LIFTER ° 
IM Hoists 


NANNING MAXWELL AMOQREING JOHNSON GAS APPLIANCE CO. 


Builders of ‘Shaw-Box’ Cranes, ‘Budgit’ and ‘Load 
Lifter Hoists and other lifting specialties. Makers | 588 E AVENUE N. W. CEDAR RAPIDS, 1OWA 
of ‘Ashcroft’ Gauges, "Hancock” Valves, ‘Consol- | 


idated’ Safety and Relief Valves, ‘American’ | ESTABLISHED 1901 


Industrial and ‘Microsen’ Electrical Instruments. 


mw 800K 2 
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More applications 
mean more sales! 





New Hein-Werner 
Push and Pull 
Hydraulic Jack 
meets the needs of the 
‘ndustrial user ! 





1. Moving 
2. Bending 
3. Pushing 


4. Pulling ; 
5. Straightening 


6. Lifting 


A versatile package of hydraulic power .. . 
it pushes and pulls with one ram—just turn 
release valve to right or left. Direct two-way 
action exclusive with Hein-Werner on all 
e We models. Remote control pump operates at any 


Clee - angle and in any position. It is protected by 
perAUile JALKS, safety valves and cannot become overloaded. 
Available in 4, 10 or 20 ton capacities, with 

a wide range of attachments. 


HEIN-WERNER CORPORATION . 
ein-Werner also manufactures a complete line of 
W. é é Wes Hydraulic Industrial Jacks in models of 1%, 3, 5, 8, 


12, 20, 30, 50 and 100 tons capacity. Write us for 
complete details 
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A. D. (Andy) Hodge 
The Weatherhead Co. 


Forms New Sales Division 


A. D. (Andy) Hodge has been 
appointed sales manager of The 
Weatherhead Co.’s newly formed in- 
dustrial sales division. 

Under the new program, Weather- 
head industrial salesmen are strate- 
gically located in key cities to render 
the most efficient service possible and 
to establish closer contact with the 
firm’s accounts from coast to coast. 

A special educational plan, directed 
by Weatherhead factory-trained sales 
and service engineers also has been in- 
cluded to acquaint distributor and 
jobber salesmen with all details of 
the line. 


Office Help 
Growing Scarcer 

Distributors who have a need for 
stenographers and typists have a lot of 
company. These types of office work- 
ers are scarce, according to the U.S. 
Employment Service, so scarce that 
the U.S. Civil Service Commission 
recently agreed to let the Department 
of Defense and the State Department 
do their own recruiting for these jobs. 
Civil Service just couldn’t produce 
enough. 

With high competition for the serv- 
ices of stenographers, the salary which 
a distributor pays becomes a more 
important factor in whether or not he 
will be able to fill his needs. He may 
have to match the offers of other em 
ployers. He may have to extend him 
self to hold the office help he has right 
now. 

A survey of the salaries of office 
workers in 14 major industrial cities is 
being made by the Bureau of Labor 
Statistics. Surveys completed in nine 
cities show average salaries for women 
stenographers ranging from $39.50 a 
week in Boston to $50 in Detroit in 
the early part of 1950. 

The surveys covered more than 30 





office clerical jobs. Here are the aver- 
age weekly salaries for women general 
stenographers and _ clerk-typists—the 
largest job groups—in the nine cities. 
The Detroit survey was in April, the 
others in January and February. 

City General Steno. Clerk-Typist 


Detroit . .$50.00 $41.00 
New York.... 47.00 40.00 
Atlanta 44.00 38.00 
Memphis .... 42.50 37.50 
Oklahoma City 43.50 38.00 
Chicago . 48.50 41.50 
Indianapolis .. 44.00 37.00 
Milwaukee 42.00 36.50 
Boston 39.50 34.50 
Other surveys will cover Los An- 
geles, Providence, Buffalo, San-Fran- 
cisco-Oakland and Philadelphia. 


Gallagher Heads Sales 
For Hinderliter Tool Co. 


P. J. Gallagher has been appointed 
general sales manager of Hinderliter 
Tool Co. Division of H. K. Porter 
Co., Inc. He will make his headquar- 
ters at the company’s main office and 
factory in Tulsa, Okla. 

Mr. Gallagher will direct sales of 
the company’s complete line of prod- 
ucts, which includes oil well drilling 





ol 
PLANT NO. 1 


Piant No. 1—The Home Office and Plant at 
3114-40 Carroll Avenue, Chicago 12, Illinois. 
In addition to the executive offices and manvu- 
facturing facilities, this building houses Binks 
Training School and Research Laboratories 


PLANT NO. 2 


Piant No. 2—A recent expansion of the Chi- 
cago manufacturing facilities. This plant fab- 
ricates and assembles the sheet-metal parts 
for Binks’ expanding line of Water Cooling 
Towers and Spray Booths. 


Plant No. 3—Just opened at 4915 Pacific Bivd., 
Los Angeles, California, to do light manufac- 
turing, bly and h 

idly expanding industrial west 





g for the rap- 
PLANT NO. 3 


equipment, valves, and air brake parts. 


Formerly he was district sales manager gett, 
& - 


for Porter in Detroit and previous to 2 ; 
| ae ° 
his new post was a sales manager for . iS To GIVE Y a 


valves at Tulsa. is 


better finishing equipment 


AND SERVICE 


More and more manufacturers are finding that modern finishing 
methods, utilizing up-to-the-minute equipment, can reduce their pro- 
duction costs and improve the quality of their products...can help 
them hold the price line and meet increasing competition 

As a result, the demand for Binks equipment (long regarded as tops 
by experts in all fields of manufacture) has grown steadily...and, to 
give the service deserved by Binks customers, the Company's pro- 
duction facilities, too, have grown. 

First, extensions were built on the Home Plant, then came the addi- 
tion of new plants in Chicago and Los Angeles. But, behind this solid 
growth has been a triple idea: to make a better product for you...to 
help you reduce your finishing costs...to give you better engineering 
and product service. 

A Binks finishing expert will gladly call at your plant to discuss 
ways in which you can improve your finishing and reduce your pro- 
duction costs. There is no charge for this service. Just drop a line to 
the address below, or to your nearest Binks Office 


Bute 78 tacks 


ss Binks Comoro COMPANY 


3128-30 CARROLL AVE. WEST CHICAGO 12, ILL. 


NEW YORK © DETROIT « LOS ANGELES « ATLANTA « BOSTON © CLEVELAND * DALLAS © MILWAUKEE © NASHVILLE 
PHILADELPHIA © PITTSBURGH © ST. LOUIS © SAN FRANCISCO © SEATTLE © WINDSOR, ONTARIO, CANADA 


Thor Transfers Rosell 


Edward B. Rosell, electric tool 
service engineer for Independent Pneu- 
matic ‘Tool Co., Aurora, TIL, 
(“Thor”), has been transferred to 
the Chicago branch, and will cover the 
Indian ipolis, Indiana territory for 
the company 








ily excuse for expansion 


improve customer 


MRS. MARGARET H. MOLL is 
treasurer at Diamond Specialty & Sup- 
ply Co., Inc., Philadelphia, Pa. 
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THE COLLIS 
MAGIC-TYPE 
CHUCKS 


Reduce production costs with 
Collis Magic Chucks. Now 
tools can be changed without 
stopping or slowing down the 
spindle. Boring, counter boring, 
drilling, reaming, tapping, etc., 
can be performed practically 
continuously. 


Let our 40 years of manufac- 
turing experience help your 


* 
takes the strain eee customers select the proper 


equipment for the job. 
Every link in every Campbell Chain is rigidly inspected “Call Collis For Service” 


to make sure the chain you sell your customers measures TH i COLLIS CO 


up to the high standards of quality traditional with Cliaie tae 





Campbell. 





Send your next chain order to Campbell. You will 





receive prompt, courteous service. Campbell produc- 


tion is linked to your requirements as a distributor for W A WHITNEY 
quick service and fast delivery. pila 


Campbell Chain is advertised © ALL W. A. WHITNEY Punches carry 
é ; sf our guarantee for good construction 
consistently to your customers ~ and high quality product. The depth of 
° ¥ throat on this No. 92 is 10’’—weight 
in BUSINESS WEEK and ” t 165 lbs.—capacity same as No. 91. A 
valuable accessory is a _ notching 

PURCHASING punch and die that will notch angles 
up to 14g x 1% x 4" and cut a 90 
notch. Good returns on this necessary 
tool. Immediate attention to orders. 


CAMPBELL CHAIN Ganeany @ 


Main Office—York, Pa. ae 
Factories—Y ork, Pa. and West Burlington, lowa BENCH PUNCH 





Lever Type. 
Uses same 
pg 

lies, and 
working 


parts as 
No. 91 


W. A. Whitney Mfg. Co. 


SPECIAL PURPOSES 636 Race St. Rockford, III. 


INDUSTRIAL »- MARINE + AUTOMOTIVE + FARM 
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PERRY “PETE” TOPKIS, treasurer 
at Delaware Hardware Co., Wilming- 
ton, looks up from the books a moment 
to collaborate on a “man of distinction” 


shot 





Manhattan Rubber Names 
Edwards District Manager 


P. L. Edwards has been appointed 
manager of the central district office, 
in Pittsburgh, of Raybestos-Manhat- 
tan’s Manhattan Rubber Division, 
Passaic, N. J. He succeeds R. C. 
Rice, who has retired from active 
service with the company. 

Raybestos-Manhattan’s New = Or- 
leans office and warehouse has been 
removed from 1009 Camp St. to 920 
Calliope St 

The new facilities will enable the 
company to serve customers in that 
area with a more complete stock of 
products 


Synthetic Rubber Use 
Will Surpass Natural 


(he United States will use more 
synthetic rubber than natural rubber 
during the remainder of this year 
and throughout the year 1951, accord 
ing to Harry E. Humphreys, Jr., presi- 
dent of United States Rubber Co. 

Synthetic will account for about 
5+% of the country’s total consump 
tion in the last four months of this 
year and considerably more in 1951. 
In the first eight months of this year, 
Mr. Humphreys points out, it was 
40% 

“The reason for the transition is 
that the government is buying large 
tonnages of natural rubber for stock- 
pile to insure our security in the event 
supplies from plantations should be 
cut off.” 

The swing from natural to syn- 
thetic, however, will not produce the 
technical headaches which kept re- 
search and production men awake 


THERE'S A 


RANDALL 


FYULLOW 
BLOCK 
FOR EVERY TYPE 


APPLICATION 


Normal Duty Pillow Block — A 
general service pillow block for 
normal duty on small shafts and 
for heavier duty on larger shaft 
sizes. Double-lubricated with 
graphited, phosphor bronze bush- 
ing in wool packed oil reservoir 
housing. For shafts 1%” to 
3 15/16” inclusive. 


Flange or Side Mount Pillow 
Block—A top quality pillow block 
built for the most exacting service. 
Double-lubricated with graphited 
phosphor bronze bushing in wool 
packed oil reservoir housing. This 
pillow block is widely used in 
unit heaters, cabinet type air 
conditioning units. Side mounting 
only. For shafts 4” to 1 15/16” 
inclusive. 


Sintered Bushing Series — Sin- 
tered bronze bushings in stream- 
line one-piece steel housing. 
Wool packed oil reservoir. 
Mounts in any position. Excel- 
lent for general service on the 
smaller shafts for which they 
are available, %”, 34”, 15/16” 
and 1” 


Distributors—Write today for complete information 
on this outstanding line of bearing products. A few 
choice territories are still available. 


PILLOW BLOCKS GRAPHITED BEARINGS 
BUSHINGS THRUST WASHERS 
BAR STOCK BABBITTS 
SHEET LUBRICATOR SAFETY COLLARS 


RANDALL GRAPHITE BEARINGS, INC. 


215 EAST MARKET ST. LIMA, OHIO 
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NEW FEATURES 


here’s a profit builder! 
MORE SALES! 


... acclaimed in every field 


The new Model 200 Electric 
Sander has real profit-making 
sales points for your men to 
talk about . . . Induction type 
motor constructed with shielded 
ball bearings —no lubrication 
or filtering of dust required. 
Direct drive through sealed ball 
bearing for fast rotary action 
sanding. Light in weight —9 
Ibs. 4%” x 7%” pad takes half 
a standard abrasive sheet. 


he ready to compare it 
... demonstrate it... quote 
the low price... make a sale 


only WE 


MANUFACTURED BY 


autobody 


home 


construction workshops 


cabinet 


farms making 


WRENCHES 


LOWELL 
SOCKET 
WRENCH 


REVERSIBLE RATCHET 


Easier, Safer, Faster to Use! 


Patent Pending 


industrial 
full year guarantee! 


Write today for complete details, sales policies, and available territories! 


NATIONAL SALES REPRESENTATIVE. 


M.F.Huseby Co. 
CAR 


ATLAS fas 


Every Season is a 
Selling Season... 


Within the cir- 
cle is the sec- 
tion where the 
‘*‘compound 
leverage’’ is 
developed. 


5570 ALHAMBRA AVENUE 


Junior Tool Company LOS ANGELES 32, CALIF 





a 
Gy Maaefe, 


= ~~ NON-FREEZING 
D YARD 
HYDRANT 


SHUT-OFF BELOW FROST LINE 








1. New Snap Ring 
holds socket more securely. (Roughly tested in pipe 
line work for over a year.) Removed easily with 
narrow screw driver or any pointed object. 


All Steel Cap 


instead of cast. Collar press fitted and swaged to 
form one-piece integral unit with larger all steel 


Ourpoor water ser- 
vice the year around with- 
out danger of freezing or 
bursting pipes. Shut-off 
valve is below frost line. All 
brass and copper .. . lasts a 
lifetime. Anyone can install. 


NON-FREEZING 


WALL HYDRANT 


SHUT-OFF INSIDE WALL 
ELIMINATES NEED for drain- 
Ing pipes. Standard valve 
washers... easy to replace. 
Write for bulletin 403. 


ORDER 
FROM 
YOuR 

JOBBER 


STRATAFLO PRODUCTS, INC.§ 


FORT WAYNE, INDIANA 


customers of 
and receivers of freight can get when they use the 
proper model ATLAS C 
ready—we can give immediate delivery. 


@ Fast sales action follows when you tell your 
the operating advantages shippers 


ar Mover. Get your stocks 


The key to the power and 
speed of ATLAS Car Movers 
is the “compound tever- 
age." This is the principle 
of a forward push instead 


of an uplift being exerted | 
in the moving operation. | 
The section within the | 


circle (see picture above) 
- th t that d that 
LIE om phon mene Job. 
APPLETON-ATLAS CAR 


MOVER CORPORATION 


bearing for much longer wear. Cap locked into 
head by internal projection and screw. (Even with 
screw lost and cap swung 90° parts cannot fall out.) 


3. High Tensile Alloy Handle 
4. New Tough Synthetic Finish 
5. Enlarged Hole for Lanyard 


Send for Catalog *60 
and new schedule of 
distributor discounts. 


Lowell 


WRENCH CO. 


WORCESTER, MASS 


1421-25 So. 2nd St. Milwaukee 4, Wis. | 
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nights in World War II. Plants now 
have the knowledge and the necessary 
equipment to make the switch quickly 
and efficiently. 

“The customer will be spared the 
headache of products that did not 
quite match the quality of natural rub- 
ber products in the early days of syn- 
thetics. Quality of the various syn- 
thetics has been improved so much 
that they perform as well as natural 
rubber in most products and even bet- 
ter in some. 

“Passenger tires,” Mr. Humphreys 
observes, “are better when made with 
a combination of synthetic and nat- 
ural rubber than with natural alone. 
Inner tubes made of butyl synthetic 
are so far superior that they are being 
made almost entirely of butyl. The 
day may come when the United States 
will not need any natural rubber.” 


Freight Car Builders 
Expect Capacity 51 

Builders of freight cars are looking 
at 1951 with rose-colored glasses, due 
to the number of orders they now 
have on hand from the railroads. It 
looks as though every car-building 
plant will be busy for at least another 
year, and at full capacity. 

Che railroads have ordered more 
than 100,000 new freight cars as part 
of their goal of increasing the number 
of cars from 1,728,000 to 1,850,000. 
But before construction of those cars 
has been completed, orders will be in 
hand for others. 

The backlog of cars on order as of 
October 1 was 106,611, compared 
with 86,156 on September 1, and 
22,203 on October 1, 1949. 





VALVE ORDER gets a physical check 
following the customers telephone call 
to L. M. Fowler and Carl Camp of 
Pye-Barker Supply Co., Atlanta, Ga. 


This is a time 





11%” Swing 
1%” hole thru spindle 


12” Back-Geared 
Shaper 


Horizontal 
Milling Machine 





for 


Multiplied Profits 


A single Sheldon Precision Lathe, 
Milling Machine or Shaper males 
a profitable sale, but to sell a Bat- 
tery of Sheldon’s pays multiplied 
profits. The trend in tooling today 
is toward large and complex spe- 
cial machines on the one hand, amd 
toward batteries of “small” m@d- 
erately priced easy-to-operate Ma- 
chine tools of industrial accuragy, 
capacity and stamina, on the other. 


In today’s tooling for increased 
armaments production, Sheldon 
Distributors have an opportu 
to make multiplied profits by 
pointing out the production ga- 
pacity and low cost of batteries of 
SHELDON Precision Tools, evén 
in the hands of less experiencéd 
operators. 


SHELDON 


CHICAGO 


Write for Catalog 


SHELDON MACHINE CO., Inc., 4232 N. Knox Ave., Chicago 41, Illinois 
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YOU PROFIT 


when you sell 


SKE PgoA TS ARE, 
yy Ro 


Sales { 
a Dealers and distributors deserve a sane, 
ee \,\) sensible factory sales policy. Peoria Mal- 
=< 


leable Castings Co. knows this and protects 
your profits on Peoria Chain. Complete line 


FAN of every size malleable iron chain. Write 
Say: ye today for catalog or order immediately if 


SS your stocks are low. 








Sih the p Aegis om > 


. 
2 
f 


PINTLE CHAIN 





700 CLASS 
PINTLE CHAIN 


ROLLER TOP 
TRANSFER CHAIN 


THE HENRY G. THOMPSON & SON CO. 


Sow Specialists Exclusively For Over 70 Years : a C CLASS ' 
NEW HAVEN 5, CONNECTICUT, U.S.A. l ; COMBINATION 


CHAIN 
Profile and Rezistor & Duplex 2 a “ ie cis SPE 
Band Saw Blades = haa Blades 
PEORIA MALLEABLE CASTINGS CO. 
ROUGH SELECT R TRIBUTORS FT. OF ALEXANDER ST., PEORIA, ILLINOIS 
CHAIN MAKERS FOR OVER 30 YEARS 
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PRISCILLA VAUGHAN iis secretary 
to G. R. Amnstrong, Jr., of G. R. Arm 
strong Mfrs. & Supplies, Inc., Boston, 
Mass 





American Brake Shoe 
Elects Trainer President 


Maurice N. Trainer, first vice-presi- 
dent of the American Brake Shoe Co., 
recently was elected president of the 
firm at a board of directors meeting. 

William B. Given Jr., president for 
21 years, was elected chairman of the 
board 

Mr. Trainer joined Brake Shoe in 
1916 as a brake shoe inspector and 
moved up through the sales depart- 
ments of the company. In 1938 he 
became president of the Brake Shoe 
and Castings Division. In 1943 he 
was elected first vice-president and in 
1944 he became a director of the 
company He also is president of 
Dominion Brake Shoe Co., Ltd., a 
Canadian subsidiary. 

Mr. Given joined Brake Shoe in 
1911 as secretary to the president. 
After two years service with the 
“Fighting 69th” in World War I, 
he returned to the company and be- 
came assistant vice-president in 1919 
ind vice-president in 1921. He was 
elected president in 1929. 


Dept. of Commerce 
Issues Recommendation 


Printed copies of Simplified 
Practice Recommendation R118-50, 
Abrasive Grain Sizes, now are avail 
able, according to the Commodity 
Standards Division of the Office of 
Industry and Commerce, U. S. De- 
partment of Commerce. 

Ihe recommendation covers the 
allowable limits for the sizing of 
aluminum-oxide and _ silicon-carbide 
abrasives for polishing uses and for 





_SELL ECONOMY__ 


and you build 
volume sales of 
— Western Socket Screws 





You sell your customer a 

better, more economical 

fastening job with Western 

Socket Cap and Set Screws. 
Internal wrenching permits flush-to-surface applications in 
those hard-to-get-at corners; extra strength means fewer 
screws will carry the load. All of which adds up to faster as- 
sembly, savings in time, money, manpower. 


You get orders through these other advantages, too: 


@GREATER STRENGTH. . . Western 

Socket Screws are made of alloy steel, heat- ( 

treated in electric atmosphere-controlled fur- Q s) 
naces for maximum tensile strength plus high 
Izod impact value. 


\ 


eT @STREAMLINED SAFETY... Western 

RY Socket Screws do away with the hazard of 

St | te = protruding boltheads on exposed moving 
aN parts and shafts. Products become safer, better 

es eee sesl, looking, to meet the needs of post-war design. 


/ 


Western carries complete and extensive stocks of socket 
cap screws, set screws, stripper bolts. A few distributor 
territories are open. You'll like Western products and 
policy. Write for catalogs and full details — today. 





Western Automatic 
Machine Screw Company aw 


722 Lake Ave., Elyria, O. 





grinding wheels. It became effective Precision Screw Products, Parts and Assemblies Since 1873 
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Vital Equipment for Shippers and 
Receivers of Freight 
See that those customers who have side tracks are 
supplied with the proper BADGER Car Mover to 
do the job safely and economically. Light, medium, 
and heavy types fill all needs. Remember too that 
replacement parts for emergency and repair calls 
are a good source of income. 


potential sale. 


Any side track is a 
We give prompt service on orders 


and urge users to buy thru their local distributors. 


be. 


ADVANCE Slip - proof 
Safety Spurs are an- 
other profitable item— 
many Car Movers now 
in use need replace- 
ments — our ADVANCE 
Safety Slip-proof Spurs 
fit ALL makes of Car 
Mover. 





for the first time in 1930 and was 
revised in 1936 and 1944. 

Heretofore, the recommendation 
has contained one table of sizes for 
polishing use and for grinding wheels. 
The revisions provide two tables; one 
for sizing abrasives for grinding wheels, 
and another for sizing abrasives for 
polishing uses. 

Printed copies of the recommenda- 
tion (R118-50) may be obtained from 
the Superintendent of Documents, 
Government Printing Office, Wash- 
ington 25, D. C. at 5 cents the copy. 


Atlas Chain & Mfg. Co. 


Opens Chicago Office 


A new branch office and warehouse 
has been opened by the Atlas Chain 


| & Mfg. Co. of Philadelphia, in Chi- 


cago, Ill., at 570 Randolph St. All 
types and sizes of roller chain and 
attachments will be stocked in the 


new branch. 

The opening of the Chicago 
branch makes it possible for Atlas to 
offer prompt deliveries to distributors 
in the Midwest. A staff of experi- 
enced transmission specialists is avail- 
able to aid in the proper selection and 
application of the company’s products. 


POWER KING 





and 
© ADVANCE 
Safety Car 
Wrench 


o 
© NEVERSLIP 
© SLIPPROOF 


CAR MOVER co 


WISCONSIN 


states ct | Mid-West Abrasive Co. 








Constructs Owosso Plant 


Construction has been completed 
by the Mid-West Abrasive Co. on an 
additional manufacturing plant in 
Owosso, Mich. 

The company will open another 
factory branch in High Point, North 
Carolina order to serve the extensive 
wood-working industries of that area. 


CANTOL 553 
| = 


Solutions for all 


SODERING 
WELDING 
BRAZING 


PROBLEMS 


| With our more than 55 
years of experience in 
| the use of FLUX we can 
help you solve your cus- 
| tomers most intricate 
and unusual problems. 
Sometimes just a differ- 
ent grade of flux—a 
| change in temperature— 
a different tool is all 
| that is necessary. Let us users to by 
| send you our FREE cots eae 
sodering chart which 
| shows melting points of 
all soders. 














« Weurge 


sodering paste 
sodering sticks 
sodering oil 


| 

| 

| Sell CANTOL 
sodering flux 

| 

| 

| 

| 

t 


WAX to your 
customers who 
use flat belt 
drives, for bet- 
ter traction 
and longer 
belt life. 


sodering liquid 
sodering syrup 
sodering acid 
stainless steel polish 
solid sal ammonia 


SURROUNDED by manufacturer’s 
men but unconcerned, R. L. Towles, 
president of L. A. Benson Co., Inc. 
of Baltimore, listens willingly to the 
sales story of Black & Decker Co.’s 
J. P. Spain, Baltimore branch manager, 
and Del Muth, area sales engineer. 


L. B. ALLEN CO., Inc. 
6731 BRYN MAWR AVE. 
CHICAGO 31, ILL. 


CANTOL WAX 
PRODUCTS CO 
Bloomington, Indiana 
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Harrisburg 
Couplings and 


STAND UP UNDER 
ROUGH TREATMENT! 


HARRISBURG seamless steel pipe coup- 
lings are manufactured to A.P.1. and 
A.1.S.1. specifications. They are threaded 
on special machines to assure accuracy 
of form, height, angle, and lead. 


te 


HARRISBURG drop-forged steel pipe 
flanges are made to A.S.A. standards. 


They ore machined under constant in- 


spection to meet exacting requirements 


of engineers and production men. 











State your requirements. Prices and 


catalogs will be furnished on request. 








Harrisburg 
3 i353 Gee) ite) Fase), | 


NHI) Harrisburg 18, Penna. 


97 YEARS IN PENNSYLVANIA'S CAPITAL 


Custom-Built Quality Products in Quantity 


SUPPLIES BUYERS at Peeler Hard- 
wate Co., Macon, Ga. are assistant 
sales managers Max Richardson and 
Frank B. McLain, who coordinate in 
ventory control. 





Steel Inventories Drop 
Plagues Small Firms 


A 40 percent reduction in stocks 
at steel warehouses, as reported by 
Walter S. Doxsey, president of Amer- 
ican Steel Warehouse Association, 
threatens the activitics of thousands 
of small manufacturing plants that 
depend on distributors stocks because 
their requirements are too small to 
place with producers. The situation, 
Mr. Doxsey explains, is due to heavy 
demands during the past few months, 
plus curtailed shipments from _pro- 
ducers. 

The loss of inventory makes it in- 
creasingly difficult for steel distribu- 
tors to fill orders for small business 
enterprises for repair of farm equip- 
ment and for maintenance of all in- 
dustry, public utilities and public 
services. 

“Items in greatest demand are out 
of stock, and a large portion of re- 
maining inventories are slower moving 
but nevertheless essential steels.” 

The NPA inventory control regula- 
tion No. 1, so far as steel is concerned, 
Mr. Doxsey believes, can best be im- 
plemented by prompt replenishment 
and maintenance of warehouse stocks. 
“With adequate supplies, steel users 
will not find it necessary to build up 
abnormally large inventories in order 
to assure availability to small lots and 
incidental items.” 


Solar Steel Expands 


lhe Solar Steel Corporation, Cleve 
land, has purchased the Edgar T. 
Ward’s Sons Division of The Colum 
bia Steel Shafting Company, which 
has plants in Pittsburgh, Cleveland, 
Detroit, and Cincinnati. Robert Har- 
wood will be general manager of these 
plants, which will be grouped as the 
Edgar T. Ward division of Solar. 


INDUSTRIAL DISTRIBUTION © NOVEMBER, 1950 


Something new in 
centrifugal pumps 


with everything it takes to 
make easier-than-ever sales! 


New Myers Motor-Mounted Centrifugal 
Pumps. Extra compact. Exceptionally 
rugged. Perfectly aligned and balanced 
impeller. Sizes, 1 H.P. to 20 H.P. 





New Myers Direct-C ted C ifug 
Available with or without motor. Sizes, 
Y_ H.P. to 10 HP. 


New Myers 

Belt-Driven Cen- 
trifugals. V-belt 
or flat belt 
drive. Oversize 
shaft is remov- 
able from either 
end of pump. 


With this brand-new line of Cen- 
trifugal Pumps, MYERS offers a 
wide-open profit opportunity to 
wide-awake distributors! 


It’s a line that puts new emphasis 
on simplicity — cuts your invest- 
ment in repair parts inventory to 
an absolute minimum. 


It’s a line that best meets most 
industrial prospects’ needs — 
available in types to handle any 
liquid, at temperatures to 200°F 
—with capacities ranging from 10 
to 650 gpm. against heads up to 
280 ft. 


In short, it’s a line that’s easier to 
sell because it’s built to stay sold. 
Your customers will instantly 
recognize the superior qualities 
of Myers Centrifugals — and will 
be asking for them. Will you be 
ready to write up their orders? 
Write today for trade information 
and full list of sales features — 
offered for 

the first time 

in New Myers 

Centrifugal 

Pumps. 


THE F. E. MYERS & BRO. CO. 
DEPT. W-76, ASHLAND, OHIO 





ARMST 


osee and 


easy to set 
the harder 


the grip. MANUFACTURER’S MAN Harry 


Bullock, Black & Decker, center, ex 
plains saw setup to George Roller and 


Ray Cordunnier of The Dayton Sup 
STEELGRIP ply & Tool Co., Dayton, Ohio 


forged arm I 

screws as ! CHAINGRIP : | ene 
Universal Pulledethat reach to | Military Demand 
considerabl ances from ~~ Felt By Metals 
end of sha » \ 2 





Metals will be the first, probably, 
to feel the rising military demand 
brought on by the Korean war. Steel, 
copper and aluminum are short even 
now. Mills are booked far ahead, and 


; metals now going into civilian goods 
ARMSTRONG-BRAY & co. ‘ will be taken under military orders. 
>> Consumers can expect to see fewer 

5356 NORTHWEST HIGHWAY > sag thove hae 


automobiles as a result, fewer refrig- 


CHICAGO 30, U. s. A. “ai. erators, stoves, etc. 


atalog 





Few Cutbacks 
In Airline Routings 


So far there have been few major 
curtailments in commercial airline 
service as a result of the Korea air- 
lift, both in scheduled and nonsched- 


for uled activity. 


Lines already have committed more 
Catalog than 10 percent of their four-engine 
equipment to meet military transport 
needs in the Pacific. Any additional 
demands, however, will be something 


As an added safety feature, all Model “J” else again and likely to be painful. 


JOHNSON curor BAND SAWS 


come equipped with a BLADE GUARD. This guard is located between 
the Left Frame and Guides. It covers the exposed cutting portion of the 
blade as a means of protection. The Guard can be readily removed to 
change blade. Model “J” (illustrated), heavy, sturdy, cuts 10’’ rounds, 
18” flats. 











DEALERS 


We have a few choice 
territories still available. 
Write for details. 














Also Model “B”’; 

JOHNSON MANUFACTURING CORP. gt COMELY ANN COTTER is secre- 
; pr ti to Alan M. Pyl sident of 

ALBION, MICHIGAN rounds, 10" flets. EM Recent & Co » Philadelphia, Pa. 
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Washington Report 


(Continued from page 18) 





Order Filling Sequence 
Naturally, all rated orders are filled 
ahead of unrated ones. All rated orders 
must have delivery dates or periods | 
which will govern filling sequence. 
When two orders have the a de- | TOOL BITS 
livery date, the one received first is 
filled first. When two orders are re- | KUTALL e SPAR-KING e SPARGROUND 
ceived on the same day, the one with Kutall Bits { 1 k 
the earliest delivery date is filled first. — Se SSE Gee Peaeaee Woes. 
Remember, rated orders without deliv Spar-King for the higher grade jobs and for 
ery dates need not be regarded as a extra special work we offer Sparground. 
rated order. 


Extending Ratings PLUS 
If you make delivery on a rated Rectangular and Round Tool Bits - Cut-off- 
order, you can extend the rating to re Blades - Planer Knives - Jointer Knives - 


place inventory. But do it within 90 Shaper Steel 
days of the time you filled the order. 
No rating can be used for inventory Any special sizes available on inquiry 
replacement which would result in Write or wire for further details. 
accumulating more than a practicable 
minimum working inventory defined ALL SPARTAN PRODUCTS ARE SPARTANIZED 
in Reg. 1. This holds, regardless of 
whether or not the products are cov SPARTAN SAW WORKS SPRINGFIELD, MASS. 
ered by that regulation. 
In extending the rating, follow the 











same procedure of identification and 


certification as your customers do. 
Any replacement in inventory o1 
dered with a rating must be substan- 


tially the same as the material which 
vou delivered on a rated order. There 
can be some variations in size, shape 


or design. 5 YEAR 
GUARANTEE 


Order Grouping 


You can group orders when extend 
ing a rating. Just identify each item 
ordered with the applicable rating 
Like: 28 gate valves (DO-42); 30 four lines of inexpen- 
pressure gages (DO-55), etc. sive vises. 

You can combine a bunch of ratings 
in one order for the same product. 

Like: 500 pressure gages (150 on 
DO-42; 150 on DO-55; 150 on DO 
63; 50 on DO-68). 


Also combination pipe 
and bench vises and 


Keeping Records 

You have to keep records of DO A Precision-Built Machinist Vise with SOMETHING NEW 
transactions for at least two years and outstanding competitive features plus “C" CLAMPS made of pearl- 
that means more paperwork. These a strict distributor policy makes the itic castings with tensile 
must be available for an audit to show Wilton Line profitable to handle. For strength up to 80,000 Ibs. P.S.1. 


you complied with Reg. 2. The only . . . Much lower in price than 
hint as to what NPA regards as an details write to Wilton Tool Mfg. Co., forged ones, yet they are equally 


“adequate basis for an audit” is “all 925-D Wrightwood Ave., Chicago 14. efficient. 
records of receipts, deliveries, inven 
tories and use.” These can be retained 
in microfilm or other photographic 
copies instead of originals. Failure to 
conform to the regulation is punish- 
able by fine or imprisonment, or both. | 
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AIR 
YOUR 
TROUBLES! 


Tell your cleaning troubles to a 
CLEMENTS-CADILLAC  blower- 
suction cleaner, and the battle 
against Dirt, Dust, and Grit is 
won. A blast from this 
powerful weapon routs the 

enemy from every crack 

and crevice of machin- 

ery and equipment. 

Use it for all hard- 

to-get-at bo 

ing jobs. 


Se CA 














CLEMENTS MFG. CO. 


6624 S. NARRAGANSETT AVE. CHICAGO 38, ILL. 


National's speedy Model 400 air driven block 
sander is efficient and effective on work of any 
size. Whether removing burrs on huge castings 
or putting a fine finish on relatively small sur- 
faces this machine will save time and money. 
It has a 3/16” orbital stroke and operates at 
5000 to 6000 rpm. Reliable... powerful... 
will not stall. Write for details today. 





WEIGHS 


cost $79 50 


NATIONAL 


2816 AUBURN STREET, ROCKFORD, 
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AIR SANDER, 


ADVERTISING 
LIKE THIS 


DESIGNED TO 
STIMULATE 
BUYING INTEREST 
IN THIS NEEDED 
AND MUCH IN DEMAND 
CLEANING TOOL 


APPEARS MONTHLY 
IN LEADING 
INDUSTRIAL 
MACATINES 


IF YOU 
WANT A 
Profitable 
SELLER 
WRITE US 
FOR DETAILS 


INC. 


ILLINOIS 





HALLOWELL Solid Steel Collars, function- 
ally proportioned throughout . . . precision- 
machined so faces run perfectly true . . . are 
beautifully polished all over . . . yet they cost 
less than common cast iron collars, 3” bore 
and smaller are made from Solid Bar Stock. To 
make sure the collar won't shift on the shaft, 
they are fitted with the famous UNBRAKO 


| Knurled Point Self-Locking Socket Set Screw— 
| the set screw that won't shake loose when once 


tightened. HALLOWELL .. . “buy word” in 
shaft collars . . . available in a full range of 


| sizes for IMMEDIATE DELIVERY. 


Write for name and address of your nearest 
HALLOWELL and UNBRAKO Industrial Distribu- 
tors. 

“See us at Booth 2434, tion of National 





| foe 5 Sogerens and oa Chicago, Oct. 


STANDARD PRESSED STEEL CO. 


JENKINTOWN 13, PENNSYLVANIA 





Edward Appoints Mumert 
Sales Engineer 


Ralph A. Mumert has been ap- 
pointed a sales engineer with F. J. 
Hearty & Co. of Los Angeles and San 
Francisco, west coast representative 
for Edward Valves, Inc. East Chicago, 
Ind. 

Formerly, Mr. Mumert was asso- 
ciated with Keenan Pipe & Supply Co. 

He will make his headquarters in 
Los Angeles. 


PARTS SERVICE department of Dil- 
lon Supply Co., Raleigh, N. C. finds 
the sales force all ready for business. 





CHECKING sales program at Jos. 
Woodwell Co., Pittsburgh, are Jim 
Hewitt, industrial sales manager and 


Carl Kreger, his assistant ‘ Wese 4 : ‘ HEXACON soldering irons 
; : 1 Ci | are a profitable line for the 

: , distributor, dealer and user be- 

S M " ‘ J 7 2 x cause it represents one of the 
2 . . : r most comp! lines ilabl 

carce Metals oe sans . today. It is backed by famous 


“| >I. . . ; k J users throughout the world, 
Trouble Some Plants ee re ie G GET, «and on acareceive hard-hitting 








. . ‘ oe Bey ig » sales promotion campaign is 
Cutbacks in production in some aye, Pee ; eis telling the story to a 


plants of the eastern states are a possi- papain Scary oe mere eet 4 p met ag tee mp | 
bility unless current scarcities in j if . ee P : month. 
metals ease off enough for those plants E “ “a 
to meet their planned output sched- 
ules. 

Affected by the scarcities are power 
plant equipment makers, construction 
materials fabricators, metal parts and 
steel tanks makers. 

Suppliers of metals, moreover, have 
resumed such seller’s market tactics as 
“escalator clauses”, “regional adjust- 
ments” and other premium buying 
methods 

Provisions of that kind are not made 
in some materials like steel plates and 
zinc. Here the demand has been so 
great it is far beyond current and 
anticipated future supplies. 





It is the simplest 

engineering axiom 

that .. . the fewer 

the parts the less 

the friction and 

wear... the longer 

the life. The Vik- 

ing Rotary Pump 

has “Just Two 

Moving Parts”... . 

the simplest possible design for a pump. Little 
wonder they require so little power... need so few 
repairs ... and last so long. Little wonder, too... 
why they are chosen so universally for industrial 
pumping applications. Write for Spe- 

cial free Bulletin 50SMM today. No 

obligation, of course. 


VIKING PUMP CO. 


CEDAR FALLS, l|OWA 





J. H. SPRUANCE, JR., sales and gen- 
eral manager at Hudson Supply Co. in 
Delaware, Md. looks over a blueprint 
received in the mails from a good cus- 
tomer 
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45,512 PIECES PER GRIND 
CQ wurs | = 
with WILLEY’S 
SOLID CARBIDE BORING BAR 








@ On the typical alloy cast iron valve 
guide bushing at the right, a Willey’s 
Solid Carbide Boring Bar produced 
45,512 pieces per grind during 50 
8-hour shifts. 

After this period the tip was still 
usable by rebrazing and regrinding. 





WRITE for CATALOG 


WILLEY’S CARBIDE TOOL CO. 


Detroit 1, Michigan 





1342 W. Vernor Highway 


KELLER 














POWER 
HACK SAWS 


There's a 
KELLER for 
EVERY 
HACK SAW JOB! 


No. | Bench Model 


EASY TO SELL... 


the COMPLETE line . . . 
Whenever a power hack saw is needed think of the KELLER 
complete line first. KELLER has a fast selling line of 8 power 
hack saws awaiting for you to name the job. They are built 
for power, speed, economy and satisfied customers. 

You'll get prompt service on any of the long line of KELLER 
POWER HACK SAWS. 

WRITE TODAY FOR DEALERS’ 
DISCOUNTS and COMPLETE DETAILS. 


No. 3C Wet Cut 
with Automatic Lift 


No Bench Model 


' 
with Automatic Lift 


No. 3A 
Dry Cut 


2347 UNIVERSITY AVENUE 
aws ST. PAUL 4, MINNESOTA 


Sales Service Machine fool Co. 
ae ee ae 
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_ Since 1854 the Qual. 
ity... Accuracy... and 
Uniformity of All CLARK 
Products has never been 
surpassed. Close to g 
century of leadership 
explains why users al- 
ways ask for them by 
name “CLARK” — They 
Fasten... Fast ‘ 

Longer, "4 





SPROUT-WALDRON’S 








REASONS 
why it’s 

GOOD BUSINESS to SELL 
Bett Saver PULLEYS 


I— Due to exclusive cone and wing design, 
no abrasive materials or sharp lumps 
can lodge between pulley and belt. 


2-— Beit life is increased because this self- 
cleaning feature eliminates any 
stretching or gouging of elevator or 
conveyor belt. 


B—Loose material flows away from the 
belt and dribbles out harmlessly at 
pulley hubs. 


4—Rounded ends and smooth chamfered 
edges of vanes or ‘‘wings’’ do not 
wear or abrade belt. 


&—Pulley “wings” are so spaced that belt 
flexes naturally and without strain. 


G—Belt life is greatly lengthened. Users’ 
reports range from 25% to 400%. 


7—Interchangeable with solid pulleys. 
B—Easy to install. 


9—Recommended by leading manufactur- 
ers of conveyor belts and by hun- 
dreds of users. 


10—Sales build customer goodwill and 
bring repeat business. 


Available in diameter sizes 
ranging from 6” to 40” 


Send for Bulletin No. 35 
and read the enthusiastic 
reports of Belt $aver 

Pulley users. 


Sprout -Waldron's “ Bive 

Face” Pulleys are other 

profit builders. Send for Bulletin P-848 

Write today to Sprout, Waldron & Co. 
3 Waldron Street, Muncy, Penna. 
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L. B. BURGESON, 
W. C. Ducomb Co., Detroit, watches 
C. E. Hayward, Laselle Const. Co., 


working on turn disc clutch 


sales engineer, 





Materials Handling Exhibit 
Will Cover Ten Acres 


A phase of industry which now in- 
volves upwards of 25 percent of pro- 
duction payrolls, the handling of ma- 
terials, will be featured in an extensive 
discussion of the subject at the Mate- 
rials Handling Conference to be held 
at the International Amphitheatre in 
Chicago. 

The conference will be held dur 
ing three of the five days of the 
fourth National Materials Handling 
Exposition, April 30 to May 4, in 
clusive 

The exposition, which in three years 
has grown to rank among the five lar 
gest industrial shows in the country, 
will add a huge outdoor arena to its 
exhibit space in order to permit dem 
onstrations of yard handling equip 
ment, which were not possible when 
the exhibits were confined indoors. 
Exhibits at the conference will cover 
six acres indoors and four outdoors. 

Afternoon sessions wil) consider 
special problems of separate industries 
I'wo sessions will run concurrently 
each day. On Tuesday, May 1, the 
groups will divide for consideration of 
handling of bulk materials by one 
group, and unit loading and packaging 
by the other. On May 2, one group 
will discuss and production 
handling methods and plant ware- 
houses, while the other considers com 
mercial warehousing techniques. On 
May 3, cost and damage reduction in 
shipments over common carriers will 
be discussed concurrently with vard 
handling methods 

The conference will be sponsored by 
the American Material Handling So 
ciety and the exposition by the Mate 
rial Handling Institute 
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WHEN YOUR CUSTOMER 
FOR THE BEST 


ooo SELLE 


CHANNELLOCK 
Wade only by CHAMPION DeARMENT 


Channellock pliers are made by skilled 
craftsmen of a company known for nearly 
3/4 of a century for its highest quality pro« 
ducts. The outstanding features of Channel- 
lock pliers such as Longer Wearing, No Wear 
on the Joint Bolt, Closely Spaced Adjustments 
and Greater Strength make them the most 
desired pliers. 

h s ask for pliers 
Hand them 





your cust 
... help them select the Best . . 
Channellock. 
And remember, Only Champion DeAr- 
ment makes Channellock. Send for Catalog 
D5 today. 


CHAMPION DEARMENT TOOL CO. 
Meadville, Pa. 
Channellock pliers are listed in the 
Yellow Pages of most Telephone 
Directories under “‘Tools’’ 








Change once-a-shift oiling 


R. M. Page 


: pa 
Manager, Distributor Sales Sm c we once-a-year greasing Ree 
The Fafnir Bearing Company i ae with a twist of the wrist— K 


s 
‘ 


~ 


FAFNIR 


BALL BEARINGS 


rx 








“Fafnir advertising has appeared consistently in 
FACTORY MANAGEMENT AND MAINTENANCE where it will be read by the important 
specifying and buying factors in the plants we want to sell.” 





That’s R. M. Page, Manager, Distributor Sales, of The Fafnir Bearing Company, talking. 
And he tells you why distributors who handle Fafnir products know they get real adver- 
tising support. Of even greater importance, they get it where it counts. 


A big objective in Fafnir advertising, continues Mr. Page, is to emphasize the importance 
of buying from industrial distributors. 


Here’s how distributors profit from advertising that appears in FACTORY’s pages: 


1. FACTORY has the largest paid circulation of any magazine serving the 
manufacturing industries. An advertisement in FACTORY will be read 
by more of your customers and prospects than the same advertisement 
in any other magazine. 


. That largest paid circulation is concentrated on the men responsible 
for plant operation. They are the men who will buy the products you 
sell. They also are the men your salesmen find hardest to contact. 


Insist upon having the kind of sales help that FACTORY advertising can give you on every 
product line you handle. 
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FAFNIR Spherical Roller Bearing 
Pillow Blocks 











FAFNIR 


BALL AK FR BEARD 








A McGRAW-HILL ; ND STREET, NEW YORK 18, N. Y. 


MEMBER, AUDIT BUREAU O! 
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are businessmen 


COLD- 
BLOODED? 


OF COURSE NOT! Literally, their normal body tem- 
perature is 98.6—same as laborers, engineers or any other group 
of people. And, figuratively, they’re no more, or no less, cold-blooded 
—as a group. 


We all know unreasonable generalizations can be dangerously 
false. Common sense and on-the-job experience show us the value 
of dealing specifically with ideas, problems—and people. 


Let’s not make the big—and costly—mistake, then, of generaliz- 
ing on religious or racial groups. Adopt and carry out these common 
sense principles: 


1. Accept—or reject—people on their individual worth. 





2. Don’t listen to or spread rumors against a race or a 
religion. 


3. Speak up, wherever we are, against prejudice. Work 
for understanding. 


Published in the public interest by: 
McGraw-Hill Publications 
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Starrett TOOLS 


With new and exclusive features 
that no tool buyer can resist... 
stock them, display them, feature 
them in all your selling 


VERNIER HEIGHT GAGE 
No. 354 

With Slotted Base — 

Reads Direct From 0-6” 


Slotted base permits direct 
measurements from the base 
surface without calculations... 
a great time saver for tool- 
makers, inspectors, layout 
men. Fine vertical adjustment 
facilitates accurate measuring 
or scribing. Scriber readily re- 
movable for sharpen- 
ing and reversible with 
convenient mounting 
hole for dial indicator. 
Other features: adjust- 


NEW 


UNIVERSAL PRECISION GAGE 
NO. 995 (Patented) 
Combines the unique features of fine 
adjustment with universal adaptobility 
Knurled thumb screw sets the gage 
precisely — clamp nut locks the set- 
ting. Available with offset foot for 
norrow creas and working below base 
line and scriber for use as surface or 

height gage 





NEW 


TELESCOPING GAGES 
NO. 579 

An improved telescoping gage with 
cutomatic, self-centering handie and 
twin contact plungers. Rounded con- 
tacts are hardened and ground; tele- 
scope under uniform spring tension; 
lock at any setting. Six sizes cover the 
range 5/16 to 6”. 

















NEW 


COMBINATION SQUARES 
AND SETS 
NOS. 9, 11, and 435 
New type lock bolt permits rapid 
reversal of blade without removing 
bolt or nut. Fine black crackle finish is 
durable, easy to keep clean. Avail 


able Vernier plate; able with center head, single-type 
protractor head or reversible pro 


base and scriber prowreder heed o coverstle, fe, 
hardened and lapped; sizes. 

hardened bar; accu- 
rate, easy-reading, 


machine - divided NEW 
dvati TUBULAR MICROMETERS 
graavations. Bow or Boar Types 








With fixed, sliding or interchangeable 
anvils or dial indicator heads. Light 
yet rigid for precision measuring lorge 
work. Frames hove fine black crackle 
finish; heads have no-glare “Satin 
Chrome” finish. Standard sizes up to 
60°; up to 168” on special order 





USE THIS NEW NEW 
STARRETT SALES STIMULATOR 


MILLMEN'S STEEL TAPE NO. 504 
with Hook 
A “one man” tape for warehouse and stock 
men — facilitates unassisted measuring of 
sheet metal, rods, tubing, etc. Graduated in 
consecutive inches from inner side of hook 
144” and 240” lengths. Highest quolity 
tape ribbon, rugged satin finish nickel plated 
case with “Sure Grip” knurled rim. Flush 
type folding handle with push button release 


Starrett New Tools Booklet describes and illus- 
trates these and over 60 more fast-selling new 


Starrett Tools. Make sure your customers have it. 
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ACCON ica: ') SLING CHAIN 


The right sling chain for the job is the application—plus the assurance that every 


fa 
} 


(, safe one. The wrong sling chain might sling that carries the Identification Ring 

y very well be a hazard—to men, materi- hasbeen fullytested and rigidly inspected. 

a als and equipment. AMERICAN CHAIN—“The Nation's 
In ACCO Registered SLING CHAINS, Chainmaker''—feels the responsibility 

f, * ; you have a selection of types, sizes and __ of positively identifying every sling chain 
r 


materials to best meet the needs of any _ that leaves the plant. 


SEND for this catalog 


which contains information on 
how to select, use and care 
for sling chains. 

It is DH-80. 


¢o York, Pa., Atlanta, Chicago, Denver, Detroit, Pittsburgh, Portland, San Francisco, 
Los Angeles, New York, Philadelphia, Bridgeport, Conn. 





AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 





